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New Clalieiiiey firleed 
Conference on PPF 
To Start January 1 


Oreanizaticn Represents Compa- 
nies Writing Over 85% of Per- 
sonal Floater Premiums 


DEDUCTIBLE CLAUSE USED 


Other Steps Taken in Move to 
Try to Reduce Losses Rather 
Than Lift Rates 











The new Canadian Inland Underwrit- 
having received 
writing 85% or 
more of the personal property floater 


ers Conference, sup- 


port from companies 
business in Canada, will put its rules 
into effect on January 1 for new busi- 
ness and on February 1 for renewals. 
Norman G. chairman, and 
Wilson E, secretary, 
have just statement 
with the active operations of the con- 


Bethune, 

McLean, acting 
issued a dealing 
ference. 

Designed to place the personal prop- 
erty floater on a sound and equitable 
basis in Canada, and eliminate, as far 
as is possible, unprofitable competition, 
the Canadian Inland Underwriters Con- 
ference was born of the Canadian In- 
Underwriters Association several 
months ago. The Conference will have 
jurisdiction in Ontario and Quebec. The 
Underwriters still 
operates on a Dominion-wide basis, and 


land 


Inland Association 


itis hoped that it will continue to do so. 
Companies Not Joining 


in their statement Messrs. Bethune 
and McLean state two large offices, the 
Insurance Co. of North America and 
Chubb & Son, have not applied for 
membership or indicated support of the 
conference. Offices which are not mem- 
bers but which have indicated support 
for the conference rates, rules and 
forms include the American, Canadian 
Fire, Fireman’s Fund, General Security, 
Scottish Union & National, Shaw & 
Beee Group, Union of Canton and Wil- 
lis Faber Co. of Canada. All other com- 
panies writing the PPF in Ontario and 
Quechee have applied for membership. 
is felt,” says the statement, “that 
the support acorded the conference ex- 
5 the minimum requirement set out 
at the general meeting held on June 26. 
't_ is estimated that the companies in 
inbership in the conference, repre- 
senting 85% of the business, and the 
anics supporting the conference 
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Potential Power... 
Ready when needed 


@ Because elevators were invented, 
great cities of skyscrapers have been 
built. This big service, arising from 
the slight pressure of an operator's 
hand, is possible only because of 
the creation of an inexhaustible 
supply of energy ready to be 
tapped when needed. 










A policyholder can get a 
great lift from a properly written 
contract in a dependable com- 

pany. A vast concentration of 
specialized knowledge and 
company reliability goes into 
the finished policy and is 
ready to be released when 
needed. When such need does 
arise, the potential power of insurance protection can literally save the day! 


London & Lancashire 
.s Be @ F 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. ¢ ORIENT 
INSURANCE COMPANY + LAW UNION & ROCK INSURANCE COM- 
PANY, LTD. «* SAFEGUARD INSURANCE COMPANY OF NEW YORK 
STANDARD MARINE INSURANCE COMPANY, LTD. (Fire DEPARTMENT) 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 

















43 Years of Premiums 


The policyholder for Policy No. 231,052 was a New York 
State lawyer who had originated in Wisconsin. When he became 
37 years old he was sold an Ordinary Life policy of $3,000, for 
which he made annual premium payments of $87.42. He paid 
each in full, not using the dividends to reduce the premium 
amounts, but adding to the saving phase of his insurance by hav- 
ing the dividends purchase additional paid-up insurance. 


He survived to age 80, after having made premium payments 
totaling $3,759.06 on a $3,000 policy. 
$3,000, the claim payable to his widow and her estate through 


But to the face amount of 


interest options, there is added the sum of $1,999 in reversionary 
additions, which sum is only one dollar short of being two-thirds 
of the face amount of the policy. 


Thus the amount of the full claim, $4,999, comes to $1,239.94 
more than he had paid the company, despite the fact that he had 
paid premiums for 43 years, which is a much longer period than 
the average. 








THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Life Agency Officers 


And Research Bureau 
Merged As New Ass’n 


Will Be Known as Life Insurance 
Agency Management Association; 
Enlarged Objectives 


STATEMENT OF PURPOSES 
Grant Hill, Chairman Executive 


Comm.; F. H. Haviland, Board 
Chairman, Tell Background 








By Crarence AXMAN 


association 


Chicago, Nov. 13—A new 
of agency management executives of life 
insurance companies in Untted States 


and Canada was born this afternoon at 
the Edgewater Beach Hotel, the organi- 
zation to be known as the Life Insur- 
ance Agency Management Association. 
It will begin to function in January. The 
new organization is a merger of the 
Association of Life Agency Officers and 
the Life Insurance Sales Research Bu- 
reau. The Agency Officers was formed 
in 1916, an the Bureau in 1922. Objec- 
tives of Life Insurance Agency Manage- 
ment Association follow: 


Statement of Objectives 


To provide sound and_ progressive 
leadership in agency management in all 
its phases and to encourage, develop and 
advance the cause of life insurance. 

To uphold high principles in the con- 
duct of the business of life insurance. 

To promote cooperation, coordination 
and exchange of ideas among the mem- 
bers of this association and other life 
insurance organizations. 

To initiate and conduct research and 
other activities, both within and with- 
out the life insurance business, which 
will improve agency management 

To initiate and conduct research and 
other activities which will contribute to 
the welfare of the field organization. 

To collect and disseminate informa- 
tion regarding the distribution and serv- 
icing of life insurance. 

To promote any and all other activities 
considered beneficial to the public in 


agency management operations. 
Board of Directors 
The following were elected to board 


of directors: J. G. Parker, Imperial Life, 
Canada; M. Allen Anderson, Republic 
National; Vincent B. Coffin, Connecticut 
Mutual; Wendell F. Hanselman, Union 
Central; Grant L. Hill, Northwestern 
Mutual; Frank L. Barnes, Ohio State; 
A. L. Dern, Lincoln National; J. Roger 
Hull, Mutual Life; W. M. Rothaermel, 
Pacific Mutual; Lee Cannon, Western 
Life; J. A. McAllister, Sun of Canada; 
Cecil J. North, Metropolitan Life; B. N 
Woodson, Commonwealth Life. 

It was explained that under its con- 
stitution the work of the Life Insurance 
Sales Research Bureau had been re- 
stricted almost exclusively to research 
in agency management matters, and the 
Life Agency Officers Association had 
concerned itself, but only in a limited 
Way, with questions in other areas of 


(Continued on Page 8) 
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MUTUAL LIFETIME 
COMPENSATION PLAN 


Two years ago we announced the Lifetime contract to give increased com- 
pensation to the quality. producer who seeks a professional career in Life 
Insurance. The new contract rewards career underwriters for quality and: 
persistency of business, as well as for volume. It provides three new 

added sources of income (a) a SERVICE FEE paid annually on premiums 

after the 10th Policy Year (b) EFFICIENCY. INCOME, based on the quality 

of business produced over a period of years and at) LIBERAL RETIREMENT 

INCOME at age 65. 


* 


90% of our men who write $100,000 and more yearly in new business 
have chosen the Lifetime Plan. They enthusiastically hail this Plan as 
one which makes Field Underwriting worthy of professional study and 
achievement. 


“It pays me extra money for doing a better job. 
It is the best Compensation Plan in the Life 


Insurance business.” ARLIE C. OSBORN 
Mt. Pleasant, Mich. 


“Gives one peace of mind and that’s what we all 
Cette MARTIN P. KENNEDY 


Scranton, Pa. 


“If I search out good, substantial prospects and 
then give them first class service, I am sure of a 


stable lifetime income.” ADRIAN B. FISCH 


Fairmont, Minn. 


“The greatest advance since the development of 


the agency system.” = _r1, gyD R. YEATES 
‘ Sacramento, Calif. 


“It’s an answer to the underwriter’s prayer. In 
all sincerity I can say that I face the future with 
greater confidence than ever.” 
TOMMY MARTIN 
Murfreesboro, Tenn. 


“No development since I have been in the Life 
Insurance field has pleased me so much.” 
W. G. GODWIN 
Colorado Springs, Colo. 


“Any person who enjoys selling and social con- 
tacts cannot select a more satisfactory vocation 
than is now offered in the Lifetime Plan.” 


J. WARREN TIMMERMAN 


Our 2nd Century of Serwice 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 
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34 NASSAU STREET 





‘Macon, Ga. 
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Agency Officers — Research Bureau Meeting 





Holding Public Approval Continuous 
Process, Says President Claris Adams 


Chicago, Nov. 13.—President Claris 
Adams of American Life Convention 
was the first speaker at annual meeting 
of Research Bureau and Life Agency 
Officers here today, his topic being “Life 
Insurance Looks Ahead.” 

“We are the heirs of a magnificent 
past and the past is still not wholly dis- 
counted as an earnest for the future,” 
he said, “Reputation was never more 
important and our reputation reflects a 
record of a good job well done. The 
facts fight for us in the form of public 
opinion, Almost forty billions of the 
people’s earnings are entrusted to our 
care and the bare statistics tell their 
own story of the public attitude towards 
and the public accentance of life in- 
surance, which distributes from two to 
three billion dollars in benefits. They 
are either emergency dollars marching 
to meet a crisis or they represent the 
fruition of a planned program of finan- 
cial independence. There is hardly a 
person of mature years who has not seen 
a practical example of the supreme val- 
ue of life insurance. One of our great- 
est elements of strength is the evident 
adequacy of competition in the field. 
The American public abhors monopoly 
as nature abhors a vacuum. In life 
insurance, competition is the life of the 
institution. It is implicit in our tradi- 
tion; it is fundamental in our practices; 
it partakes of the essence of our busi- 
ness. Another favorable factor is that 
we already have adequate effective and 
satisfactory regulation. 

“Another factor of great influence for 
the good of the business and therefore 
for good in our public relations is the 
excellence, comprehensiveness and there- 
fore integration of our institutional or- 
ganizations. Every branch of the in- 
dustry has its forum of free discussion. 

Also Made Vulnerable 

“Our vulnerability springs from the 
same source as our strength. The very 
nature of the high trust involved, and 
the well nigh universality of the service 
which we perform, make the integrity of 
the institution and the quality of our 
performance matters of more importance 
to more people than in the case of any 
other private enterprise. We are held 
to the highest standards because we 
have assumed responsibilities of the 
highest order. Nothing less than com- 
plete public confidence will support a 


structure of the kind and magnitude of 
American life insurance. 

“Public confidence, however fairly 
earned, however long possessed, is al- 
ways held in forfeit, not in fee. The 
public is not a constant body, either 
in composition, outlook or attitude. 
Holding public approval can be achieved 
only by continuous process. It cannot 
be accomplished by a static institution. 

“Our obligation goes beyond solv- 
ency. Our duty is more than fidelity. 
Efficient and economical operation of 
companies, the capacity of management, 
continuous progress in the breadth and 
quality of service offered, closely touch 
the public interest and therefore are 
matters of legitimate public concern. 
Every aspect of our business must be 
scrutinized for possible savings in op- 
eration and improvement in method. The 
character and competence of our repre- 
sentatives in the field are matters of 
first importance. Their contacts are 
multitudinous. Our agents are making 
our character for us with the American 
public every day. An institution cannot 
long command confidence if its repre- 
sentatives do not command respect. 

“Every enterprise must justify itself 
to each generation. It must serve the 
day and anticipate the morrow. Ac- 
commodation of method to condition, the 
application of improved techniques to 
increasing problems, the fashioning of 
new bottles, proof against the ferment 
of new wine, are the essentials of prog- 
ress. To ours, as to all institutions, the 
future is a challenve to self-improve- 
ment. Much remains upon our agenda 
to be accomplished. All in all, however, 
the story of life insurance is an inspir- 
ing one in which we take a genuine and 
just pride. 

“The institution is in our hands in 
trust. It does not belong to us: it be- 
longs to America. It is of the bone and 
sinew of the nation. It reflects the 
spirit and character of our people. It 
is a monument to an independent and 
self-reliant race. 

“Public confidence in life insurance is 
a firm faith rooted in experience, justi- 
fied through works, confirmed in crisis. 
If we keep the faith, if we march with 
the times, if we grow in spirit as we 
increase in stature, if we serve the fu- 
ture as we have served the past, and 
if all this is driven home to the Ameri- 
can people, we shall merit their confi- 
dence and we will preserve it.” 


Capt. Zimmerman Gives Viewpoint of 
Returning Agents to Agency Officers 


Chicago, Nov. 13.—Captain Charles J. 
Zimmerman, USNR, who made an out- 
standing Navy record in charge of war 
savings sales in the Pacific and other 
parts of the world, was the principal 
speaker at the luncheon of Life Agency 
Oifhicers-Bureau today. Grant L. Hill, 
Northwestern Mutual Life, was toast- 
master, 

Captain Zimmerman told what the re- 

‘ning veteran will expect when he re- 
Culers life insurance business and what 
scneral agents may expect of him. First, 
tie veteran will have keener apprecia- 
‘ion of what life insurance does as he 
‘as had so much opportunity to think 
oi home, family, future job and respon- 
sibilities. He will be a harder worker 
and more subject to discipline. He will 


respond more readily to individual at- 
tention. He will have developed greater 
initiative while in Army and Navy. He 
will have keener value of the social 
philosophy of life insurance. He will 
have greater adjustability. He will be a 
better salesman and a better citizen who 
will think of both national and inter- 
national responsibilities which an Ameri- 
can citizen should bear, 

But there are responsibilities and 
challenges to the business itself. He 
will expect the business to be more in- 
terested in the future of social security 
and that it be kept on a sound basis, etc. 

“He will be interested in knowing 
that the tax situation is watched care- 
fully and that life insurance should be 
vitally interested in the countrv’s fiscal 

(Continued on Page 12) 


N. Y. Life Shows High 
Satisfaction Ratio 

IN SURVEY OF ITS AGENTS 

Dudley Dowell Tells Agency Officers 


Meeting Company Now Does Train- 
ing Through Managers 








Chicago, Nov. 13—Dudley Dowell, vice 
president, New York Life, talking to 
Agency Officers—Research Bureau meet- 
ing, told about a survey the company 
had made of views of New York Life 
agents. Some months ago the Bureau 
started making job satisfaction studies 
among agents of various companies. The 
New York Life decided to make such 
a survey among its own agents, receiv- 
ing replies from 2,004 of its full-time 
agents. 

Questionnaires asked about the atti- 
tude of agents towards their jobs and 
life insurance. An overwhelming ma- 
jority of agents’ comments were friendly 
and helpful. The survey showed that 
79% were satisfied or extremely satis- 
fied; 15% were on the fence; 6% were 
dissatisfied. 

“We were delighted to learn,” said Mr. 
Dowell, “that 87% of our agents felt 
that they are now making as much or 
more money in life insurance selling 
than they could make in some other 
work; 72% felt that they were getting 
more satisfaction out of their job with 


Results of Bureau 


Results of a survey by the Research 
3ureau on recruiting results of a group 
of companies during the first eight 
months of this year were given before 
the Agency Officers-Research Bureau 
meeting in Chicago this week by James 
E. Scholefie!d, CLU, bureau staff con- 
sultant. The study was based on the 
experience of 1,474 agents recruited by 
nineteen Ordinary companies to Sep- 
tember. 

“The medium age of this group is in 
the 35 to 39 age bracket which is like- 
wise the best group for over-all pro- 
duction according to the Bureau’s ‘Sur- 
vival and Production of Agents’ study,” 
said Mr. Scholefield. “It is interesting 
to note that the new recruits of the sec- 
ond four months of this study are slight- 
ly younger than those of the first four 
months, a trend which will no doubt 
continue. . Thirteen per cent of the new 
recruits were women. However, it ap- 
pears that a trend toward a smaller per- 
centage has started. In the first four 
months of the survey 17% of the new 
recruits were women and in the second 
four months only 10% were women. 

“There was surprisingly little variation 
in per man month production according 
to previous occupation, but the median 
per man month production while under 
contract for the group was low—only 
$3,000 or at the rate of $36,000 per year. 

“Particularly significant is the produc- 
tion data on veterans. Those veterans 
who have had previous experience and 
have returned to their companies are 
doing an outstanding production job with 
a median per man month production 
of just over $11,000. It is estimated that 
as of the end of the war in Europe 
agents’ contracts equalling approximate- 
ly 15% of total contracts in force, for 
both Ordinary and Weekly Premium 
companies, were being held in suspense 
for individuals serving in our armed 
forces. 

“This relatively large total is now 


Companies to Make Study of 


Extent of Group Coverages 


Chicago, Nov. 13.—The question of 
how far Group life insurance should go 
in its ramifications and coverages is 
greatly interesting life insurance com- 
panies and will be the subject of a study 
by the companies. The companies are 
divided in their opinions as to how far 
Group life insurance should develop in 
its coverage. 





New York Life than they would get 
from doing some other work; only 7% 
felt that they could find more satisfac- 
tion in some other occupation.” 

In summing up and discussing treat- 
ment by company of tomorrow’s agents, 
Mr. Dowell said, “We now propose to 
continue to educate agents but to con- 
duct home office training for no one but 
agency directors and organizers and do 
no training of agents directly from the 
home office since that is a manager’s 
job. The agency director is the key of 
the agency picture and should be the 
logical person to train agents. More- 
over, the training of agents in a branch 
office by a home office man weakens the 
prestige and leadership of the manager. 
Our new training program is being re- 
built around the principle of training the 
trainer through managerial schools and 
intensive managerial training by a home 
office staff. 


Recruiting Survey 


diminishing rapidly, probably in the 
same proportion as the decrease in our 
armed forces, but it will continue to be 
a major factor in our manpower situa- 
tion in the coming months. Most fortu- 
nately, as our initial studies show and 
as individual company studies confirm, 
these returning veterans are, to use a 
military term, being reactivated into 
our ranks in an excellent fashion. The 
retraining and refresher programs we 
prepared and put into operation and the 
fine work we and our managers did in 
keeping in touch with these men dur- 
ing their tenure of armed service are 
now bearing results. It is gratifying, 
of course, and we hope the trend will 
continue. 

“The situation with regard to veterans 
who have not had previous life insur- 
ance experience does not appear at this 
time to be so encouraging. The survey 
shows that the inexperienced veterans 
recruited by these companies have a 
median per man month production low- 
er than the median of $3,000 for the 
total group. However, this situation is 
probably not as bad as it appears.” 





Other Industries Do Bigger 
Training Job, Says Adams 


Training programs offered by other 
businesses are longer, materials and aids 
are more elaborate, and supervision and 
control are more thorough, said James 
R. Adams, Research Bureau consultant, 
in discussing agent training before the 
Agency Officers-Bureau meeting in Chi- 
cago this week. 

From army training experience it has 
been learned, said Mr. Adams, that men 
learn faster by seeing than by hearing 
alone, they learn faster when doing is 
added to seeing and hearing, they re- 
member in combat what they did in 
training rather than what they were 
told, and men should be trained for com- 
bat under conditions as nearly like com- 
bat as possible. 
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LAA Election of Officers 


R. B. Reynolds Heads Assn.; Stamper: Vice President; Jacobs, 
Secretary; Tudhope, Editor; Randolph, Treasurer ; 
Their Respective Careers 


Advertisers Association in 
annual session Noy. 12-14 selected Rus- 
sell B. Reynolds, American Mutual ot 
Des Moines, as president for the coming 
year succeeding Lewis B. Meadcsshat, 
Berkshire Life. Mr. Reynolds has served 
in the past year as vice president. 

Powell Stamper, National Life & Ac- 
cident, chairman of the annual meeting 
committee, is the new vice president; 
Henry S. Jacobs, Equitable Life of lowa, 
the new secretary, and Albert Fitz Ran- 
dolph, Penn Mutual, was elected treas- 
urer. In addition, Donald M. Tudhope 
of the Columbus Mutual, was elected 
editor of the “Life Advertiser” succced- 
ing Harvey L. Kesmodel, Jr., Sun Life 
of Baltimore. 

The new executive committee of the 
association consists of the foregoing new 
officers and the following: Micou F. 
Browne, Occidental Life of Raleigh, N. 
C.; A. H. Thiemann, New York Life, 
who previously served as treasurer; C. 
Phoenix Mutual, who 
\ 


The Life 


Russell Noyes, 
previously served as secretary; H. A. 
Richmond, Metropolitan Life; J. Percy 
Lyons, Manufacturers Life of Toronto, 
and Lewis B. rere: retiring presi- 
dent. George A. Adsit, Girard Life, and 
Henry E. Thomas, Shenandoah Life, 
have retired from the executive com- 
mittee 

Reynolds Secretary, Director of His Co. 

President Russell B. Reynolds, grad- 
uate of the State University of Iowa, 
spent two years as assistant cashier of 
a bank before entering life insurance. 
He was with the Equitable of Iowa for 
twelve years, serving successively as 
agent, branch office cashier, district 
agent and agency supervisor. Thereafter 
he joined the American Mutual of Des 
Moines in 1938 as director of sales serv- 
ice; was elected secretary of the com- 
pany in 1941 and to the board of direc- 
tors in 1942. 

In the LAA Mr. Reynolds has held 
several positions of responsibility includ- 
ing chairmanship of the North Central 
round table in 1941; on the executive 
committee since 1942; chairman of the 
exhibits by mail competition in 1942; 
LAA secretary in 1943, and vice presi- 
dent in 1945, 

Stamper 20 Years in Life Insurance 

This is the twentieth anniversary year 
for Vice President Powell Stamper in 
the life insurance business and also with 
his company, the National Life & Ac- 
cident of Nashville. He has been dis- 
trict office cashier, agent, district mana- 
ger in the field, assistant to the vice 
president in charge of Ordinary, and 
company sales promotion Manager since 
1938. Before entering the business he 
was a newspaper man for five years. 

A native of Arkansas, Mr. Stamper 
was commissioned “Arkansas Traveler” 
by Governor Ben Laney; commissioned 
a major in the Tennessee State Guard; 
appointed public relations officer in the 
Adjutant General’s office of Tennessee, 
the latter being Major General Rufus E. 
Fort, former associate at the National 
Life & Accident. Mr. Stamper accom- 
panied General Fort and Governor Mc- 
Cord of Tennessee to New York to meet 
the “Queen Mary” as she brought the 
Thirtieth Division, a Tennessee outfit, 
back from Europe. 

In the LAA Mr. Stamper has served 
as press chairman in 1940; membership 
chairman in 1941; editor in 1942 and 
1943; secretary in 1944, and has filled all 
the offices in the Southern round table 
including chairman in 1943. He has been 





B. REYNOLDS 


RUSSELL 


a member of the exccutive committee 
since 1941. Among other activities he 
represented the Sales Executive Council 
of Nashville on the standards of sales- 
men committee of the National Associa- 
tion of Sales Executives, and was a co- 
chairman of the National Association of 
Life Underwriters for payroll savings in 
all war bond drives in his locality. 

Jacobs Once Stock Farm Operator 

Secretary Henry S. Jacobs, World 
War I veteran, was in partnership with 
his two brothers in operating a large 
stock farm in southern lowa before en- 
tering the life insurance business. In 
1922 he joined the Bankers Life of Des 
Moines as an agent, resigning in 1926 
to join the Equitable of lowa. He is 
now manager of the service section of 
that company having previously handled 
new business, agency service, sales pro- 
motion. He has been closely associated 
with A. Scott Anderson, LAA former 
president, now agency secretary of 
Equitable of Iowa. 

Mr. Jacobs’ work with the LAA in- 
cludes membership on the exhibits by 
mail committee in 1942, committee on 
revisions of plans, judging of exhibits. 
He is a member of the Des Moines 
Craftsman’s Club and the local N.O.M.A. 

Randolph 15 Years in Life Insurance 

Treasurer Albert Fitz Randolph’s first 
connection with life insurance was in 
1930 when he entered the Penn Mutual 
agency then headed by Holgar J. John- 
son in Pittsburgh as an underwriter. 
Since then he has served as_ personal 
producer, unit manager, director of 
training and sales promotion for that 
agency, entering the home office in 1941 
in charge of direct mail and sales pro- 
motional activities. In 1944 he was ad- 
vanced to director of advertising and 
sales promotion for the Penn Mutual. 

A graduate of the University of Pitts- 
burgh, Mr. Randolph was president of 
the Supervisors Club while stationed in 
that city. 

With the LAA he has been chairman 
of the membership committee, chairman 
of the exhibits by mail committee in 
1943; press chairman in 1944; and with 
the Keystone Group he served first as 
secretary and later as chairman. In the 
latter capacity he was selected this year 


Hendershot Reports on 
LAA Year of 1944-45 


PRAISE FOR FELLOW OFFICERS 
President Urges Increase in Membership 
Dues; Recognizes Accomplishments 
of Committee Chairmen 
Much of the success of the Life Ad- 
vertisers Association annual meeting No- 
vember 12-14 in New York was due to 
outstanding work done by the officers 
and committee chairmen in preparation 
for and during the meeting, and Lewis 
B. Hendershot, Berkshire Life, as presi- 
dent of the LAA paid tribute to them 
in his annual report “The LAA Year of 
1944-45.” Mr. Hendershot also took the 
opportunity to render an account of the 
stewardship of LAA affairs during the 
past year by the officers and executive 
committee, and his progress report in- 
dicated that healthy strides had been 
made by the organization despite war- 
time difficulties. The membership of 
LAA is now up to 137 companies, repre- 
sented by 273 individual members, a 
gain of four companies and eight indi- 
vidual members for the year, and in re- 
cording this growth President Hender- 
shot recognized the good work of Jo- 
seph B. Treusch, United State Life, 
membership chairman and his commit- 

teemen. 

The Keystone Group of the LAA in 
Philadelphia, which had been selected 
by the éxecutive committee to handle the 
exhibits at the annual meeting, also 
came in for justified recognition. Albert 
Kk. Randolph, Penn Mutual Life, was 
chairman of this committee, and he also 
served as press committee chairman. In 
this capacity he advised Mr, Hendershot 
that the LAA had appearances of six- 
teen articles in thirty-seven publications, 
naming 103 personalities which was re- 
garded as “a remarkable record in view 
of the publicity lost by cancelation of 
three round-table meetings.” 

Some Bright Spots of the Year 

Although the  president’s report 
pointed to some obstacles and setbacks 
encountered by LAA officers and execu- 
tive committeemen during the past year, 
there were also many bright spots. The 
following were noted in particular by 
Mr. Hendershot: 

1. Four executive committee meetings 
were held at which attendance was ex- 
cellent. At times differences of opinion 
were encountered and had to be ironed 
out, but at no time was an executive 
committee meeting adjourned unless and 
until there was a unanimity of opinion 
and full accord in the voting of every 
question. 

In Good Shape Financially 

2. The LAA is in good shape finan- 
cially, having a comfortable backlog of 
investments in government bonds, Ex- 
penses in 1944-45 have been held within 








to head the LAA annual meeting ex- 
hibits committee. 
Tudhope Started in Canada 

Donald M. Tudhope, newly-elected 
editor of the “Life Advertiser,” had his 
first life insurance experience with the 
Imperial Life of Canada where he stayed 
four years. He then went into the ad- 
vertising business as printing salesman, 
printer, designer and creator of sales 
material. For three years he was ad 
manager of Consolidated Industries, Ltd., 
and for six years sales promotion spe- 
cialist with the Canadian General Elec- 
tric. He returned to life insurance in 
1937 as supervisor of field service for 
the National Life of “Canada joining 
Columbus Mutual in 1945 as supervisor 
of field service. 

In the LAA he was Canadian repre- 
sentative for 1943-45 and also served on 
the membership and exhibits commit- 
tees. 





LEWIS B. HENDERSHOT 


budget limitations. Annual dues are very 
low per person, and in this connection 
Mr. Hendershot urged that consideration 
be given by the incoming get tion 
to an increase in dues which, he felt, 1s 
necessary “if this association is to make 
the progress and carry on the ork 
which it is called upon to do.” 

3. Recognition was given to the good 
work done by Harvey Kesmodel, Jr., 
Sun Life of Baltimore, who was elected 
editor of the “Life Advertiser” to suc- 
ceed Francis J. O’Brien, Franklin Life. 
Said the Hendershot report: “Because of 
many problems and insurmountable diffi 
culties, Editor Kesmodel faced the most 
trying time that any editor of LAA has 
ever encountered. Consequently _ the 
“Life Advertiser” hasn’t been up to the 
standard to which our editor aspired and 
which we hoped would be attained.” 

Recommendations for improvement 
of the LAA official publication have heen 
made by a special committee headed by 
C. Sumner Davis, Provident Mutual Life, 
and among them are these: Offer edi- 
tor the services of a counsel committee; 
send copies of the Life Advertiser to 
company presidents when their men are 
mentioned; open a column of sugges- 
tions; allow for services of a competent 
layout man in the budget. 


Tributes to Fellow Officers 


The accomplishments of Russell B. 
Reynolds, American Mutual Life of Des 
Moines, as vice president, C. Russell 
Noyes, Phoenix Mutual Life, as_secre- 
tary, and A. H. Thiemann, New York 
Life, as treasurer during the past year 
were appreciatively set forth by Presi- 
dent Hendershot. He referred to Mr. 
Reynolds’ work as chairman of a com- 
mittee which made a thorough study of 
LAA’s competition of exhibits program, 
and also as chairman of the research 
projects program. Mr. Noyes was com- 
plimented for the thorough-going man- 
ner with which he responded to every 
call and demand made upon him by the 
executive committee and the president, 
and Mr. Thiemann served conscien- 
tiously as treasurer and in addition, 
acted as chairman of the committee for 
cooperation with the NALU and as 4 
representative of the LAA and counsel 
for the Association of Life Agency Ofh- 
cers and the Life Insurance Sales Re- 
search Bureau “during the discussion of 
the proposed merger of the two associa- 
tions.’ 

Remembers Carleton Loeble 

President Hendershot did not over- 
look his educational chairman—Car!cton 
C. Loeble, Presbyterian Ministers Fund, 
who has been seriously ill but is now 
getting back on his feet. Upon recom- 


(Continued on Page 17) 
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Appointed by U. S. Life to 
Key Latin-American Post 


PAUL R. DANNER 


Paul R. Danner, stationed in the 
Philippines until the Japanese invasion, 
has been appointed director of the 
United States Life’s Latin-American di- 
vision and has left for his new head- 
quarters at Havana, the company an- 
nounced, 


Mr. Danner has had many years of life 
insurance experience, many of them in 
the Orient. His insurance career began 
in Calcutta over twenty years ago, took 
him through India, where he had prev- 
iously traveled from Cape Comorin to 
the Khyber Pass and from Karachi to 
Rangoon for the YMCA; and then to 
many places in China, the Dutch East 
Indies and Sumatra. 

A graduate cum laude of Harvard, 
Mr. Danner joined the United States 
Life in October, 1934, as secretary and 
treasurer. In 1939 he was sent to Manila. 
When the Japanese came, Mr. Danner, 
his wife and daughter Gratian were in- 
terned in Santo Tomas civilian concen- 
tration camp, from which they emerged 
three years later, in February of this 
year, when American troops liberated 
the internees. Since his return to Amer- 
ica in the late spring Mr. Danner has 
been re-orienting himself with the af- 
fairs of the U. S. Life and studying the 
problems incident to the company’s cur- 
rent expansion in the Latin-American 
area in preparation for his present as- 
signment. 





John Hancock Promotions 


Following the retirement of Harry S. 
Phipps, manager of the bureau of inves- 
tigation of the John Hancock, the fol- 
lowing appointments have been made to 
take effect December 1: Robert L. Lee, 
director; Stanley M. Wick, manager; 
Clarence N. Woodworth, supervisor of 
boston; Levi James, supervisor at New 
York; Clarence Falconer, supervisor at 
( hicago; Edwin B. Lyman, supervisor at 
Philadelphia. Also announced is the pro- 
motion of Wheatley W. Gill to home 
ollice inspector at St. Louis and that of 
\lired Eberhardt to home office inspec- 
rr at New York. 





Economic Conference 


The Chicago Chapter, CLU, had its 
annual conference this week. Subjects 
‘overed were economic, and meeting was 

La Salle Hotel on November 13. 

orge H. Gruendel is president of the 
icago chapter and Helen M. Zepp is 

airman of publicity. 


NOBLE B. PEAKE DEAD AT 80 

Noble B. Peake, special agent for 
‘wenty-five years of the Aetna Life, died 
cently at his home in Louisville, after 

year’s illness. He was eighty years of 


age, 





New England Managers 
Back in Offices Again 


MAJ. WAGNER WAS AT ETO HDQS. 
Experiences of Col. Chescheir, Commdr. 
Frisbie, Majors Nute and Wood- 
ward and Capt. Bray 





Eight general agents of New England 
Mutual have been in the war service. 
Five of them returned to their agencies 
this week. Fred A. Savage, Jr., Balti- 
more, has been in harness for quite a 
while. 

Of the five who have just returned to 
civil life, Major William B. Wagner, 
Harrisburg, Pa., who was attached to 
ETO headquarters and served as liaison 
officer with the Ist and 3rd Armies in 
England and on the Continent through 
Normandy, northern France and_ the 
Rhineland engagement, was one of the 
first Americans to enter Paris. He was 
president of the Harrisburg Managers 
and General Agents Association in 1942. 

Col. George M. Chescheir, Louisville, 
Ky., had more than four years’ service, 
all in this country, and last two in 
charge of the POW camp at Fort Ben- 
ning, Georgia. He inaugurated courses 
in the democratic form of government 
and the American way, a large number 


of Fascists and Nazis being converted to 
democratic ways of thinking. 


Served in Alaska 


Commander Charles J. Frisbie, Seat- 
tle, who also entered the service at an 
early date, served quite a period in 
Alaska as commanding officer of the 
naval branch at Seward and operations 
officer of the Kodiak sector. More re- 
cently he has been a civil readjustment 
officer of the 13th Naval District 
(Seattle). 

Major James C. Nute, Manchester, N. 
H., served more than three years as an 
air combat intelligence officer in the 
Army Air Corps a large part of which 
was overseas with a fighter group of the 
Ninth Air Force. This group operated 
from just behind the lines as the ad- 
vance swept through France, Belgium, 
Holland and Germany. 

Major Selwyn C. Woodward, Des 
Moines, Ia., an Air Corps pilot in World 
War I, returned o his old love during 
World War II. He was kept in this 
country, first in the training program, 
then with important inspection duties 
covering the large bomber plants. 

Captain Francis G. Bray, Houston, 
Tex., and Lt. Colonel Maynard C. 
Nicholl, Baltimore, Md., are still looking 
forward to receiving that “beautiful gold 
lapel button” and their war activities 
will be reported when that time comes. 
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Brokers and Surplus Writers. 


Incorporated 1851 
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Do You Know 


Why Brokers and Surplus Writers 
Recommend The Berkshire? 





ONE REASON-the Berkshire Social Security Service 


Approach has produced thousands of dollars in new business for 


The Federal Social Security Act provides merely a backlog of 
security and protection to meet only basic requirements. 

The Berkshire’s Social Security Service is designed to supple- 
ment these basic benefits and thus afford ample financial security 
and protection for both the insured and his dependants through 
the medium of legal reserve life insurance. 

The Service has had months of practical workout in the field. 
It is sound, easy to apply and sure-fire. 


Full details concerning the Berkshire's Social Security Service Approach 
will gladly be furnished you upon request without obligation 


Berkshire 


LIFE INSURANCE COMPANY 


HARRISON L. AMBER, President 
MASSACHUSETTS 


IF YOU ARE A FULL TIME AGENT OF ANY COMPANY, WE SOLICIT YOUR SURPLUS BUSINESS ONLY. 
































Prudential Names New 
2nd Vice Presidents 


DIVIDES INDUSTRIAL FIELD 





Louis H. Schmidt, Frederick H. Schulze 
and Orville E. Beal Promoted; 
Several Other Changes 
The Prudential announced Wednesday 
election as second vice presidents of 
Louis H. Schmidt, Frederick H. Schulze 
and Orville E. Beal, CLU. A aew In- 
dustrial division’ was created and the 
entire Industrial territory was divided 
into seven groups of three divisions each. 
Arthur C. Metz, second vice president, 
will supervise Northeastern, Eastern 
groups and Division D of Southern 

group. 

Louis H. Schmidt will supervise West- 
ern, Northern groups and Division K 
of Southern group. 

Frederick H. Schulze will supervise 
Central, North Central and Division N 
of Southern group. 

Orville E. Beal, CLU, will handle gen- 
eral duties among Industrial agencies. 

Manager of the new Division T will 
be William Ingram, Jr. 

Joseph T. Ferris, attorney in law 
department, has been transferred to 
industrial agencies as supervisor. 





R. H. KENAGY 96 YEARS OLD 


Father of H. G. Kenagy to Figure in 
Ceremony in Monmouth, IIL, 
When His Policy Matures 
On November 19 Rudolph H. Kenagy 
of Raytown, Missouri, father of H. G. 
Kenagy, superintendent of agencies of 
the Mutual Benefit Life Insurance Co. 
of Newark, New Jersey will celebrate 
his 96th birthday. On that day one of 
the pleasant traditions of the life in- 
surance business will be re-enacted and 
Mr. Kenagy will receive from the IIli- 
nois Bankers Life Assurance Co. of 
Monmouth, IIl., a receipt for the face 
value of his Ordinary life insurance 
which he has owned in that company for 
a great many years. (The principal is 
being left on deposit with the company 
at interest.) This ceremony will be 
witnessed by his three sons, H. G. 
Kenagy, E. C. Kenagy, manager of the 
Mutual Benefit’s Kansas agency, and 
C. L. Kenagy, special avent for the 
Kansas City Life. A son-in-law, Thomas 
Scott, veteran representative of the 
Mutual Benefit in Oklahoma, was unable 

to be present. 

The birthday will also be the occasion 
for a family party with many members 
gathering from different parts of the 
country to the Kenagy home, where Mr. 
and Mrs. Kenagy recently celebrated 
their 66th wedding anniversary. 


HEAR HERMINE R. KUHN 

Hermine R. Kuhn, home office first 
field assistant, Manhattan Life, recently 
discussed “Selling the Average Size 
Case” at a meeting of the McKean 
County, Pa. Association of Life Under- 
writers. Miss Kuhn was introduced by 
John J. Benedict, president of the asso- 
ciation and a national committeeman. 


NAMED BY PACIFIC MUTUAL 


John A. Becker has been named office 
manager of the Eastern Railroad de- 
partment, Pacific Mutual Life, with of- 
fice,in Chicago. He previously had been 
claims representative in charge of rail- 
road claims throughout the Eastern de- 
partment territory. 


HEAR WILFRED KELSEY 

Wilfred Kelsey, manager of the de- 
partment of information of the Insti- 
tute of Life Insurance, recently ad- 
dressed a joint luncheon meeting of the 
Rotary Club and the New Bedford Life 
Underwriters Association. 

FIDELITY’S OCTOBER REPORT 

Fidelity Mutual Life, according to an 
announcement recently released to its 
field by Manager of Agencies C. L. Pon- 
tius, had in October the best month in 
both submitted and paid business since 
December, 1941. 
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Margaret Divver, John Hancock, Makes 


Analysis of Insurance ‘Trade Press 


The insurance trade press, as us news 
and advertising columns are appraised by 
the advertising department of a life m- 
surance company, was subject of a paper 
delivered this week in New York, before 
the Life Insurance Advertisers Confer- 
ence by Margaret Diver, assistant. adver- 
tising manager, John Hancock. Extracts 
from Miss Divver’s address follow : 

If an industry is to build that essen- 
tial! foundation of understanding itself, 
it must keep its communications in or- 
der. Communications vary, according to 
the degree to which thev are essential. 
Our leaders who shape the affairs of 
the institution and whose responsibility 
is to study and solve its complex prob- 
lems have essential communications 
other than the press which aid them in 
keeping the body of the business sound 
and healthy. But if we in our field are 
to perform as efficiently as they in 
theirs, we need pretty much the same 
sort of communications we would need 
in any other department of life. 1 need 
my country newspaper because it tells 
me these things which are important 
to me. And as an insurance woman, 
I need to know if the Smith boy, who 
quit the insurance business when his 
draft number came up is doing a better 
or worse job now that he’s back in the 
business because of his sojourn in the 
Army. Because in a sense, he is my 
neighbor in the small but more spread 
out world I occupy. I need a source of 
communication with everything that 
goes on in my insurance world, if I am 
really to feel a part of it. And unless 
I can feel that I’m part of it, I’m not 
going to be a very good citizen of that 
world. 

And that’s where the trade press 
comes in. It helps to make you and me 
and all the people, from the office boy 
right up to the president better citizens 
of the insurance world by keeping them 
aware of and interested in everything 
that goes on in it. 

The men who labor in the vineyard 
of insurance journalism are working 
newspaper men who have learned their 
trade in some of the country’s busiest 
newsrooms and whose code is the code 
of all intelligent and responsible news- 
paper men. Some of the less attractive 
phases of newspaper practice, as it has 
been demonstrated in certain quarters, 
it has been their good fortune or good 
sense to avoid. They have developed 
no nightclub columnists suddenly turned 
statesmen; they give no space to glib 
young men with a gift for gab to lightly 
play with rumors while pontificating in 
such a way as to transmute these rumors 
into what appear to be facts to the un- 
suspecting reader. 

What Advertisers Expect 

Like every trade, publishing is com- 
posed of a few men whose skill amounts 
to genius, some who are highly efficient 
and many who can be described as good, 
competent workmen. And like every 
other trade, it has the responsibility of 
keeping its own house in order. Without 
these attributes on the part of those 
who make up its personnel, no trade 
can survive. And consistent survival 
must in itself be taken as an indication 
of the intrinsic worth of any institution. 

So when I deposit my dollars in the 
columns of an insurance newspaper, or 
magazine, I expect to get back in the 
change of printer’s ink perhaps some- 
thing more than what my arithmetic 
teacher taught me was the normal ex- 
change for those two commodities. I 
expect to cash in on some of that worth 
which accounts in part for its survival, 
just as our policyholders expect in serv- 
ice and security, something more than 
what is nominated in that contract, 
which it has been so often pointed out, 
very few of them ever read. Though it 
is seldom pointed out that the confi- 
dence based on an experience of fair 


dealing may be the reason for their 
seeming apathy. 
Trade Press Important Part of the 
Business 


President Paul F. Clark of the John 
Hancock in a recent address stated that 
life insurance, because it is so inter- 
woven with the fabric of our national 
life and society, cannot be studied as a 
thing apart. One might paraphrase this 
statement when referring to the trade 
press. Just as the daily press is part 
of the life of every man who is actively 
aware of the world he lives in, so the 
trade press is a part of the life of busi- 
ness. And the more important and more 
substantial that business may be, the 
greater the responsibility and the more 
indispensable is the press which in a 
sense is a link between that business, 
its employes, its stockholders, its cus- 
tomers and the world in general. 

Life insurance is not only one of the 
greatest, but also one of the most im- 
portant business institutions in the 
world. More than any other: enterprise, 
it touches every facet of life and of 
industry. If it did not exist, it would 
probably be necessary for someone to 
invent it. 

Importance of Communications 


The importance of our institution em- 
phasizes the importance of its com- 
munications. And it is not enough to 
know the day-to-day news of the in- 
surance world to keep abreast of its 
progress. We need also to understand 
its significance, its effect on the whole 
insurance structure. In this essential 
need, the trade press lends a really 
helping hand by regularly publishing 
articles by leading authorities in the 
business on the live issues of the day. 
You and I know that there is no better 
way to crystallize one’s own thinking on 
a subject than to undertake to write an 
article about it—and in this constant 
searching of the minds of our leaders, 
the press is offering an _ invaluable 
service. 

There are trends in the life insurance 
business, as there are trends in world 
affairs. Observing a trend before it be- 
comes a revolution or an_ established 
practice is what makes for good man- 
agement—and to come closer to home, 
good advertising. And if one is to ob- 
serve trends, all the news must be 
covered. A small news item stating 
that one company has inaugurated a 
new practice may mean very little in 
itself. But a succession of small news 
items, indicating that several unrelated 
companies have set up similar practices, 
signals a trend. If we are not to be 
caught napping on our jobs, we are 
compelled to observe these trends. 

There may be some among us who 
have the time, the prescience or the 
genius to find out all there is to know 
about the life insurance business, plus 
all there is to know about the outside 
forces which affect it, without reading 
insurance newspapers. There may even 
be those who have the extreme sensi- 
tivity amounting almost to clairvoyance, 
which can get the feel of the future 
without devoting any time to study of 
the present. 

If within our business we differ, as 
all not completely inert objects do, on 
many minor matters, the trade press 
offers us a forum whereby we can air 
our differences and thus arrive at a 
united front on matters of major im- 
portance. Fortunately it is a character- 
istic of our business that its leaders 
have been willing to give to the rest 
of us the benefit of their thinking and 
their mature attitudes on the variety of 
issues which are constantly facing us. 

What we get for what we spend in 
the trade press is a question for which 
each one of us undoubtedly has a sepa- 
rate answer. That all life insurance 
companies regard their expenditures in 
this medium as worth while is evident, 
however, by the quality of the advertis- 


ing. Obviously nobody today regards 
it as just so much white space to be 
filled somehow. I know that in my 
company, we put as much thought and 
pains into the creation of advertisements 
for insurance journals as we do into 
those which appear in magazines of na- 
tional circulation. If you are interested 
in figuring percentages, the production 
cost on these advertisements probably 
runs higher than another advertising ac- 
tivity we sponsor. 

Probably the silence on the fronts 
which used to stir up controversy on 
the subject of proselyting emanates from 
the fact that we, as insurance adver- 
tisers, have come of age. If we all put 
our best foot forward when we write 
our messages to those in our own busi- 
ness, it is because what constitutes a 
good place to work is subject to as many 
interpretations as what makes a good 
place to live. Otherwise everybody 
would want to live in Los Angeles where 
I am told the sun shines all the time, 
or conversely everyone would want to 
work for the National Life of Vermont, 
where it snows practically all the time. 

Life insurance companies have cli- 
mates just as towns and cities do. And 
when a life insurance man finds a cli- 
mate in which he can grow and prosper, 
he becomes a better life insurance man 
and life insurance becomes a_ better 
business. It’s all to the advantage of 
a very finely integrated industry. 

Advertising Budgets 

I have deliberately delayed discussing 
the subject of budgets on the theory 
that if I put you all asleep by this time, 
nobody would be a _ witness to the 
omission. How much of your trade 
journal budget you devote to one paper 
or another is no secret to anybody who 
can read a rate card, or who can add a 
column of figures. The deep reasons 
for the division of expenditure however, 
escape mé, though I grant you that any 
advertiser in this room who ever made 
up a trade journal budget, has the 
ability to rationalize his choice. The 
logical way to make a budget, it would 
appear, is to select media on the basis 
not only of the areas in which you do 
business, but on the basis of your plans 
for doing business in the future. Wiser 
advertising heads than mine ever will 
be, hold opposite viewpoints on the 
eternal question as to whether you 
should spend your money in areas where 
you already are strong, or whether you 
should use it to build up strength in 
areas where things aren’t so favorable. 
There’s plenty of sound argument to 
support both points of view. It’s all 


about as easy to decide as that recur- 
ring question whether given only enough 
money to send one of a large family to 
college, should you spend it on the 
bright boy, who probably will get along 
all right anyway, or use it to buck up 
the lad who is a trifle slow? Whatever 
your theory, you certainly need no 
Starch tests to prove to you that the 
percentage of the advertising appropria- 
tion of the life insurance business as a 
whole which goes into insurance jour- 
nals is an inexpensive form of insuring 
that understanding within our business 
which has never been listed on any bal- 
ance sheet, but which is one of its most 
valuable assets. The insurance is in- 
expensive because we happen to be a 
good risk. After all you can’t build a 
good press for an institution which is 
not intrinsically good in itself, any more 
than: you can successfully tear down an 
institution which is fundamentally sound, 
whatever your editorial strength may 
be. And this leads us to the subject of 
the news columns of the journals, in 
which we all like to see our story told 
and from which we like to see our com- 
pany’s familiar faces smiling at us. 

In this department, I am told by 
several of our trade journal editors, we 
in life insurance publicity are close to 
an editor’s ideal. Possibly because we 
have a fair sprinkling in our ranks of 
people who have sat on both sides of 
the editor’s desk we cause the trade 
editors fewer headaches than if we had 
taken our boot training in the press 
agents’ camps. A trade journal’s test 
of publicity is no different than that of 
a daily. The supreme and only test is 
that one we all know so well, “Is it 
news and is it interesting?” If it is, 
no editor who is interested in keeping 
his circulation alive, whether he happens 
to like or dislike the way you comb 
your hair, is going to pass it up. And 
like every editor, your trade editor hates 
tricks—he hates to be promised bread 
and offered a stone. If you have a valid 
story to tell, even if it isn’t a great big 
story, he will use it. But if, for ex- 
ample, you have a story about an agent 
in Idaho who wrote an app-a-week 
canvassing potato farmers and start it 
out with the delirious statement “Tot- 
toes aren’t fattening,” hoping to win 
attention by surprise, don’t you be sur- 
prised if he blue pencils the whole thing. 
_ What happens today in life insurance 
is no less important than what is going 
to happen when none of us will be here 
to read about it. It is that knowledge 
and that sort of imagination which 
built our business and which will con- 
tinue to strengthen its progress. 


Ideas Created in Contests — Lifshey 


Lawrence L. Lifshey, New York Life, 
discussing “Are Sales Contests Worth- 
while?” at the LAA meeting this week 
said he doubted that a _ single life 
insurance policy has ever been sold by 
an agent, or bought by a prospect, 
which was not the result of an idea. 
“Ideas are the life blood of our busi- 
ness,” he said. “It is the application of 
ideas by a responsive agency system, 
which has caused the growth of our 
business to its present day size.” 

Advocating the use of contests to 
motivate sales Mr. Lifshey said that 
contests in and of themselves create 
ideas. “When you realize that it is 
primarily ideas that sell life insurance 
it stands to reason that a person that 
cannot and will not be stimulated by 
ideas can never be a good producer. 
Holding that type of individual in our 
selling organization will prove, in the 
long run to be more of a liability than 
an asset. It seems therefore that the 
life insurance companies missed a bet in 
sales contests. They not only can be stim- 
ulants to spur production, but they can 
serve as an adjunct to the so-called 
aptitude tests and become a valuable 
indicator as to the future potentialities 
of individuals in our sales organizations. 

“First, sales contests, from the point 


of view of the good underwriter, are 
very beneficial because they can stimu- 
late him to greater effort and produc- 
tion. 

“Secondly, sales contests can be very 
beneficial to our business in that. they 
can serve as a continuous check on in- 
dividual capabilities and permit the 
gradual culling out of those producers 
who demonstrate time and time again 
that they do not have the basic require- 
ments for a good producer, namely the 
ability to be stimulated by ideas.” 





LAA KEYSTONE GROUP MEETS 

The Keystone Group of the Life Ad- 
vertisers Association had as_ guest 
speaker for its November meeting, 
Clara H. Zillessen, advertising manager, 
Philadelphia Electric Co., who spoke on 
“Corralling the Consumer.’ Miss Zil- 
lessen, who is the only woman advecr- 
tising manager of a public utility in 
America, drew an analogy between {lic 
sale of electric service and of life in- 
surance, pointing out approaches in ad- 
vertising both intangibles to a mass 
market. 

C. P. Mayfield, president of the or- 
ganization, appointed a nominating com- 
mittee to present a slate of officers for 
1946 at the December meeting: Lillian 
E. Yelland, Provident Mutual, chair- 


man; Christine E. Megargee, Girard 
Life; Evelyn Shuler, Penn Mutual. 
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A. W. Atwood’s Book on 
Life Insurance Published 


“THE GREAT STEWARDSHIP” 





Based on Mutual Benefit Centenary, but 
Not a History; Broad Treatment 
of Insurance 





The long-awaited book of Albert W. 
Atwood, noted literary man, based on 
the Mutual Benefit’s centenary, has been 
published by Harper & Brothers, New 
York. It is called “The Great Steward- 
ship—A Story of Life Insurance.” Mr. 
Atwood has done a good job. The pur- 
pose of the author is to tell that story 
through its development in the last 100 
years so that the general public may be 
informed as to how life insurance serves 
the needs of the people and to give as- 
surance of its future strength and de- 
pendability. 

The book is not a history of the Mu- 

ual Benefit, although Mr. Atwood was 
bees by the Mutual Benefit to write 
this story of life insurance stewardship. 

Among subjects covered are how the 
policyholders’ monies are invested; legal 
protection which is afforded; the im- 
portant part the agent plays in its op- 
eration; how physical examinations for 
life insurance have fostered health and 
longevity. 

Size of Life Insurance Institution 

One particularly pertinent chapter 
which will interest insurance men is 
called “Size and Economic Power.” 

Mr. Atwood does not think that eco- 
nomic power of the life insurance com- 
panies is contrary to the best interests 
of the American people. He says that 
the life insurance companies’ so-called 
“tremendous reservoirs of investment 
capital” exist only to pay out claims to 
policyholders and beneficiaries, mostly 
to people who are poor or with very 
little else in the way of savings. These 
reservoirs are merely mechanisms to 
carry out contracts made with millions 
of plain people. All the money which a 
life insurance company takes in _ ulti- 
mately will be paid out. The life insur- 
ance companies are nothing but pools 
or reservoirs or custodians for savings 
of millions. The assets are concentrated 
only in technical organizational sense. 

“There is no cruder fallacy than to 
confuse corporate organization with in- 
dividual concentration of wealth. The 
purpose of life insurance is social, not 
financial,” he writes. “Its sole function 
is to meet promises, obligations and en- 
gagements.” 





Supreme Court Decisions 


On Two Mortgage Cases 


U. S. Supreme Court last week ren- 
dered two decisions that are of particu- 
lar interest to mortgage investors. One 
of these, East New York Savings Bank 

Hahn, upheld the validity of the 1943 
eusenaee Moratorium Act. In holding 
the New York act not to be in conflict 
With the Contract Clause of the Fed- 
eral Constitution, the Court indicated 
that it made no difference that the fac- 
tors which produced and supported the 
act in its latest amended form were not 
the same as those which produced and 
upported the original Moratorium Act 
f 1943. The mortgage lender in this 
‘ase argued that the emergency which 
brought about the original enactment 
had ceased to exist. The Court further 
held that it was up to the legislature to 
eclare whether or not the emergency 
till continued. 


In the other case, Asbury Hospital v. 
Cass Co., U. S. Supreme Court held that 
1e North Dakota act which requires 
‘orporations to dispose of farm property 
within ten years was constitutional. The 
rporation owning the farm lands 
‘laimed the North Dakota statute vio- 
ited the contract clause the due proc- 
s claim and the equal protection clause 
f the constitution. 





Walter R. Hoefflin, Pacific Mutual, 
1.0; Angeles, was the guest of honor at 
a recent dinner marking his fortieth 
anniversary in the life insurance busi- 
ness, 


Mississippi Tax Case 


U. S. Supreme Court last week re- 
fused to review a decision by the Missis- 
sippi Supreme Court as to the taxability 
of reinsurance premiums received. In 
this case the Lincoln National was ask- 
ing review of the Mississippi’ Supreme 
Court decision in so far as it required 
them to include in taxable income rein- 
surance premiums received from domes- 
tic companies, 





J. E. Yarnell has retired as Winni- 
peg manager, Sun Life of Canada, and 
will be succeeded by H. A. Fairbairn. 


Mutual Benefit Life 


Lowers Age Limit to 5 

The Mutual Benefit Life has lowered 
its age limit for issuing insurance to in- 
surable age five. This reduction from 
the heretofore lower limit of insurable 
age ten was announced by John S. 
Thompson, vice president and mathema- 
tician. The maximum age limit still 
stands at insurable age seventy. Insur- 
ance issued in the new lower bracket 
(insurable ages 5-9) is to be written on 
only the following forms: Ordinary life; 
life 20 premiums; life paid-up at age 65; 
endowment 20 years; endowment at age 
65; endowment at age 18 (ages 5 to 8 








James H. Daggett Named 
Old Line Life President 


James H. Daggett, executive vice 
president, Old Line Life Insurance Co. 
was elected president to succeed John 
E. Reilly, who died October 28. Mr. 
Daggett became a director of the com- 
pany in 1934, while vice president of the 
Marshall & Ilsley Bank. He left the 
banking business after thirty years’ as- 
sociation to become executive vice presi- 
dent of Old Line Life in July, 1936. 
inclusive) ; endowment 10 years (age 9); 
income endowment at age 65 (male and 
female). 

















DESIGNING AN ATTRACTIVE, APPROPRIATE AND PRACTICAL 


loyece Benefit 


Organizations considering the estab- 
lishment of an employee benefit pro- 
gram can obtain the benefit of Chase 
experience and research in all stages of 
planning as well as practical assistance 
in working out technical details. 

Our Pension Trust Division has aided 
hundreds of employers over a period 
of years in the designing and continued 


VOM 


operation of Plans. We will gladly study 
your case and help you design an attrac- 
tive, appropriate and practical program. 

We suggest a discussion with us at 





this time because it is presently advan- 





tageous to have a plan installed as soon 





as feasible after full and careful consid- 





eration of all factors instead of waiting 





until near the end of a fiscal year. 





Our 92-page summary entitled “Pension, Bonus and Profit-Sharing Plans,” covering the funda- 
mentals of formulating and financing employee benefit plans is available. We invite you or your 
consultant to write for this study and to discuss your particular case with us—without obligation. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


1] BROAD STREET 


Pension Trust Division 
Telephone HAnover 2-9800 


NEW YORK 15 
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Elected President of New 
Agency Management Ass’n 


Cn 
a 


WENDELL F. HANSELMAN 


Chicago, Nov. 14.—Wendell_F. Hansel- 
man, vice président of Union Central Life, 
was elected president of the new Life In- 
surance Agency Management Association 
today, following the merger yesterday of 
Association of Life Agency Officers and 
Sales Research Bureau. John Marshall 
Holcombe, Jr., was elected managing di- 
rector. 





Bureau Merger 


(Continued from Page 1) 


agency operations. Under the broader 
program contemplated by the merged 
organization the research function will 
be retained and expanded, but it was 
announced that in addition a more ac- 
tive and positive leadership will be as- 
sumed in connection with all questions 
and problems with which the agency or- 
ganizations of the member companies 
may be confronted. 

Grant L. Hill, chairman of executive 
committee, Life Agency Officers Asso- 
ciation, and F. H. Haviland, chairman, 
board of directors, Life Insurance Sales 
Research Bureau, outlined in their ad- 
dresses to the meeting the considerations 
which prompted the merger. They were 
followed by speakers who reviewed other 
aspects of the project. Among these were 
A. L. Dern, vice president, Lincoln Na- 
tional; Morton Boyd, president, Com- 
monwealth; Cecil J. North, vice presi- 
dent, Metropolitan; J. G._ Parker, 
managing director, Imperial, and Vin- 
cent Coffin, vice president, Connecticut 
Mutual. 

Mr. Hill in his statement said: “The 
idea of the merger was first voiced by 
Cecil North some months ago in a 
meeting of members of the Bureau’s 
executive committee. There was such a 
ready acceptance and unanimity of feel- 
ing on the subject, that it was next 
presented to the executive committee of 
the Life Agency Officers Association, 
where the idea was equally well received. 

“The question was one which I am 
sure many of us had asked ourselves, 
why all this business of a board of 
directors and two executive committees, 
two lists of officers, overlapping com- 
mittees and resultant confusion? At last 
the subject was up for exploration. 
Wherever I heard it discussed by those 
who had taken an active interest in the 
affairs of either the Bureau, or the Life 
Agency Officers Association, the result 
could be summed up in the expression, 
‘It is long overdue.’ 

“To those of us who have been study- 
ing this problem in recent months, it 
seems clear that our new association 
will and should be more than a mere 
merger of the present organizations. 
From it will come one more virile and 
aggressive unit which will give greater 





leadership in agency management in our 
two countries.” 

Mr. Haviland in his review of the 
responsibilities to be assumed by the 
new association, said: 

“We are indeed fortunate to have an 
organization such as the Research Bu- 
reau which is equipped to continue with- 
in the framework of the Life Insurance 
Agency Management Association. This 
new organization will continue to de- 
velop findings which will be translated 
into improved agency management. The 
Research Bureau staff as a part of the 
new organization will retain its offices 
and personnel. It will expand as the 
need develops and the conservative judg- 
ment of the boards of directors from 
year to year decide. Improved selection 
of agents and managers, compensation, 
the policyholder and what he wants of 
the company, the agent satisfaction— 
these are just a few of the fields of 
research where we must continue studies. 

“Over the years the findings of the 
Bureau have contributed to guide us all 
toward sound processes of sales man- 
agement. They have not hesitated to 
make their recommendations firm and 
concise when they knew they were right. 
For a relatively small cost to each 
company. A thorough and thoughtful 
work has been done by these men, spe- 
cialists in research.” 


TO EXPAND CLU MATERIAL 


Four Books for College Study Planned; 
John A. Stevenson Editor-in-Chief; 
C. O. Fischer Chairman 

Chicago, Hov. 13—Trustees of Ameri- 
can College of Life Underwriters have 
accepted a report of a subcommittee ap- 
pointed to provide further study ma- 


terial for those undertaking Chartered 
Life Underwriter examinations. 

Recommendation was made for the 
writing of four books on life insurance 
which will be prepared at University 
levels and will be acceptable for college 
study courses in supplementing the other 
literary material available for students 
taking the examinations. Editor-in-chief 
of the work of having these books writ- 
ten and published will be John A. 
Stevenson, president, Penn Mutual Life, 
acting with Dr. S. S. Huebner and Dr. 
David McCahan and other insurance 
educators. 

Chairman of the subcommittee is 
Chester O. Fischer, Massachusetts Mu- 
tual. 


Life Counsel Dec. 11-12 


Association of Life Insurance Counsel 
will meet at Atlantic City December 11 
and 12, headquarters at Hotel Claridge. 








THE UNCERTAINTY 
IN THE PERIOD CERTAIN 


RANDMOTHER may outlive granddad 
like the mortality table says. And by the law 
of averages, she'll probably outlive the certain 
period under his income policy, too. 


But she'll never outlive his income if his 
policy has the Occidental Continuance to 


Beneficiary provision. 


It’s a policy rider which guarantees that 
when the retirement policy matures and income 
starts, the full amount will continue as long as 


the widow lives also. 


Yes, it does the same job as a joint and sur- 
vivor income option—but it costs so much less! 


And it's funny how men insist on having 
this benefit when it is explained 


Occidental Life 


Insurance C 


ompany 
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President Truman’s First 


Endorsement of Insuranc. 


Chicago, Nov. 14—The first public en- 
dorsement of insurance made by Presiden; 
Truman comes in a letter to John Mar- 
shall Holcombe, Jr., who was manager 
of life insurance sales research bureay 
The President wrote that he is interested 
in learning of the new Life Insurance 
Agency Management Association for the 
further study and improvement of sales 
procedures and he wishes the new asso- 
ciation all success in achieving “An ever- 
improving standard of the service by the 
life insurance companies.” 

In his letter President Truman said, 
“While most American citizens of our two 
countries, United States and Canada, al- 
ready own life insurance there is no doubt 
of the fact that it is very decidedly in the 
public interest that the life insurance com- 
panies through their sales forces should 
constantly strive to improve the service 
which their salesmen render to the public.” 


W. F. Hanselman Tells of 


Some New Training Methods 

Chicago, Nov. 14.—With Chester 0. 
Fischer -as chairman of the meeings Wed- 
nesday of bureau and agency officers, 
Wendell F. Hanselman, vice president 
Union Central, led off with an address on 
future training of agents, his theme being 
that a lot was learned from World War 
experience which will profit the _produc- 
tion end of life insurance if adopted. 
New training techniques are essential. In 
the war the illiterates were trained to 
read and write like fifth grade children 
in three weeks. Men learned to speak 
Chinese in three months. Women who 
could not fix a gadget at home found that 
they could handle large machines in fac- 
tories. 

Mr. Hanselman told how Union Central 
has reorganized its home office agency 
department on a functional basis and that 
one department has been assigned exclu- 
sively to the training function but other 
sections have been set up so that all mem- 
bers of the entire department can con- 
tribute to effectiveness of training section. 
Union Central believes if a company wants 
to train men successfully it must train the 
trainer in: knowing how to do it. Tech- 
niques learned by experience in other 
lines must be studied and adapted to life 
insurance business. Many agents can be 
taught in an hour or so a technique to do 
certain definite jobs where formerly it 
might take some weeks. 


CHICAGO DINNER CANCELED 











Life Agency Officers and Bureau Rep- 
resentatives Had Been Sched- 
uled to Attend 


Chicago, Nov. 13.—The dinner of the 
Life Agency Managers Association of 
Chicago, scheduled for tonight, and 
which many members of the Association 
of Life Agency Officers were to attend, 
was unexpectedly canceled last week. 

In its letter enclosing refunds for 
tickets, Freeman J. Wood, president, 
the Life Managers, said: 

“After consultation with John Mar- 
shall Holcombe, manager of the Life 
Insurance Sales Research Bureau, it was 
decided to cancel the dinner announced 
for November 13 at the Edgewater 
Beach Hotel. 

“We sincerely regret the necessity for 
this action since we of the Life Agency 
Managers of Chicago thought the occ 
sion would be an ideal opportunity ‘0 
bring Chicago general agents and mai 
agers in closer personal contact wil) 
the officers of the life companies _ 
that we might work together more 1'- 
telligently with a more sympathetic u! 
derstanding of each other’s problems. 


MRS. CHAS. F. HANSELMAN DEA” 

Chicago, Nov. 13—Mrs. Charles 
Hanselman of Cincinnati, mother ©! 
Wendell Hanselman, vice president 0! 
Union Central Life, died Friday of las! 
week. 
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Comms Mutual General 
Agent at Nashville 


James B. Irvine, Jr., has been ap- 
pointed general agent for the Connecti- 
cut Mutual Life at Nashville. 

A graduate of the University of Chat- 
tanooga, Mr. Irvine became associated 
with the Connecticut Mutual in 1940 at 
Chattanooga. He attended the Connec- 
ticut Mutual supervisors’ training school 
and in November, 1942, he was placed 
in charge of the Nashville agency as 
agency manager, when the former gen- 
eral agent went into military service. 
While Mr. Irvine was in charge, the 
agency showed gains in fourteen con- 
secutive months. 

From June, 1944, to October, 1945, Mr. 
Irvine served in the United States Ma- 
rine Corps. 





Pittsburgh General Agent 


The Midland Mutual Life, Columbus, 
announces the appointment of G. W. 
Klingensmith as general agent for west- 
ern Pennsylvania with offices in Pitts- 
burgh. The company has in excess of 
$4,000,000 of insurance in force in this 
territory. 

Mr. Klingensmith has been home office 
general agent for the Standard Life of 
Pittsburgh for the past four and one- 
half years. He studied mechanical en- 
gineering at Penn State College and was 
associated with a large industrial firm, 
in an engineering capacity, for four 
years prior to entering the sales field 
with a large investment firm. He has had 
fourteen years of sales and management 
experience. He is a graduate of the Life 
Insurance Sales Research Bureau School 
of agency management, held at the Uni- 
versity of Connecticut. 





Ellis Is League Speaker; 
Sloane to Talk Dec. 4 


Raymond C, Ellis, general agent in 
New York for the Home Life and mem- 
ber of the Million Dollar Round Table, 
was guest speaker at the meeting of the 
League of Life Insurance Women of 
New York, November 7. Mr. Ellis’ sub- 
ject was “The Return to Fundamentals.” 
Helen Wolfsohn, president, was in the 
chair and Mr. Ellis was introduced by 
Lillian L. Joseph, chairman of the pro- 
gram committee. Special guests were C. 
Lamont Post; Charles W. Campbell, 
manager of the Newark agency of the 
Prudential, and A. G, Joseph, general 
agent, Home Life. 

The next meeting of the league will be 
on December 4 at the John Wanamaker 
Club-House. The guest speaker will be 
Harold N. Sloane, CLU, who will speak 
on “Something Old—Something New.” 





Occidental Names Gaudet 


Michigan Area Supervisor 
In preparation for expansion in Michi- 
gan, Ohio and western Pennsylvania, Oc- 
cidental Life of California has appointed 
Camille F, Gaudet, as home office super- 
visor for this territory. He will make 
his headquarters in the Michigan Na- 
tional Bank Building, Grand Rapids. 
_ Mr. Gaudet comes to Occidental Life 
irom the Grand Rapids agency of North- 
western Mutual, where he has been office 
manager and agency supervisor for the 
past four years. In 1944 his agency pro- 
duced more than $6 million in volume. 
Mr. Gaudet is active in both the local 
and state life associations and is on the 
executive committee of the Grand 
Rapids Chamber of Commerce. 





NAT’L LIFE DIVIDEND SCALE 


Elbert S. Brigham, president, National 
Life of Vermont, has announced that 
the company would maintain in 1946 
‘the same dividend scale and surplus in- 
terest rate as was in effect the past 
vear. This is the fourth year that the 
National Life has maintained without 
change its dividend rate and surplus 
interest rate. The rate of interest to 
be paid in 1946 on proceeds left with 
the company and on dividends held at 
interest is continued at 3.3%. 


Equitable Pension Plan on 


Ford Co. Salaried Workers 


The Equitable Life Assurance Society 
has written a’retirement Group plan on 
salaried employes of Ford Motor Co. 
earning above $3,000 a year. Every sal- 
aried employe who has been with Ford 
Motor Co. for five years and earns in 
excess af $3,000 annually is eligible to 
join. The Ford Motor Co. will pay more 
than half the cost of the plan. 





OCCIDENTAL GROUP CHANGES 

Occidental Life of California has an- 
nounced the following changes and addi- 
tions to the personnel of the Group de- 
partment: George G. Snyder has been 
named regional supervisor for eastern 
Pennsylvania with headquarters in Phil- 
adelphia; J. W. Biggerstaff has been ap- 
pointed assistant regional Group super- 
visor with headquarters in St. Louis; 
J. La Valee has been named regional 
Group supervisor with headquarters in 
Chicago; Lester Van Swearingen is the 
new regional Group supervisor for 
southern California; Don Lee Hartman 
has been named assistant Group super- 
intendent at the home office. 





HEARD On The WAY 





A major in the Army camp, located 
in the city limits of Greensboro, N. C., 
was going to throw a party, but had 
no liquor and there is not a liquor store 
within fifty miles of the town. He con- 
fided his dilemma to a local friend. 


“There’s a fellow named Price who 
will fix you up. He is the leading boot- 
legger in this part of North Carolina,” 
was the tip he got. 

The major looked at the telephone 
book and picked out Julian Price as 
the man. Calling up Julian, he told him 
of his predicament. “Come on over,” 
said the president of the Jefferson 
Standard. “I'll be delighted to do what 
I can for the Army.” 

When the major rolled up to the Price 
home, one of the finest in Greensboro, 
he was amazed and thought that the 
bootlegger was riding high. Julian re- 
ceived him cordially, said his Louisville 
manager had recently been in Greens- 
boro and had left a package containing 
two quarts of seven-year-old stuff which 
he handed the major. When the latter 
said, “How much do I owe you?” he 


Blackford Made President 


William S. Blackford, for more than 
40 years associated with the Maryland 
Life of Baltimore, and who served many 
years as first vice president of the com- 
panv. has been elected president. 

In his new position, Mr. Blackford suc- 
ceeds the late Douglas H. Rose, who was 
president for many years and who died 
recently. . 

To fill the first vice presidency the di- 
rectors elected Charles G. Smith, who also 
is secretary, an office he has filled for 
many years and in which he will continue. 





V. H. Jenkins, vice president, Occi- 
dental Life, announces the return from 
the service of R. B. Stephenson, to his 
former duties in the agency department. 





was flabbergasted when Julian lifted a 
restraining hand with the remark: 

“T wouldn’t think of taking your 
money, major. You accept this with 
my compliments and I hope you boys 
have a fine time tonight.” 

The major finally accepted the whis- 
key and on reaching the camp said to 
the officers: “That was the most ac- 
commodating bootlegger I ever met.” 


Uncle Francis. 














Safely to bed to dream of tomorrow’s big adventures. 
haps there is a birthday party to go to—or a picnic with 
daddy. What a wonderful thing “tomorrow” is for her! 


To keep all of her “tomorrows” safe and secure, daddy took 
out the new Lincoln National Family Maintenance policy. 


The new LNL Family Maintenance policy is highly flexible. 
The income period may be for 10, 15, or 20 years. 
family maintenance period may be for 10, 15, or 20 years. 
The plan is available with or without a clean-up fund. 


Because of Its Flexibility, LNL Men Have Found This Contract to 
Have an Enormous Appeal to Persons in All Walks of Life. 


The Lincoln National Life Insurance Co. 


Per- 


The 


FORT WAYNE 
INDIANA 
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Study on Agency Compensation Made 
By E. M. McConney and R. C. Guest 


study of com- 


McConney, 


An actuarial agency 


pensation by E. M. vice 
president, Life of 
Richard C. Guest, vice president State 
Mutual, was presented at the Actuarial 
Society meeting in Atlantic City last 
week. This is believed to be the first 
formal study of this subject that has 
Both of the authors have 


Bankers Iowa, and 


been made. 


been chairmen of the Life Insurance 
Sales Research Bureau. committee on 
compensation. The discussion applies 


to Ordinary business only. 

The study explored the whole subject 
of agency compensation rather than 
simply compensation of the agent on 
which a great deal of material has been 
prepared. The authors approach the 
subject by defining the services which 
a policyholder may logically expect of 
his insurance company, outline a field 
organization to perform those services, 
and proceed with an analysis of the re- 
lationship between compensation of the 
different members of a field organization 
and its probable effect on efficiency of 
the services. 

Management Compensation Neglected 

For many years, Messrs. McConney 
and Guest pointed out, very little was 
written in connection with compensation 
of general agents or managers while 
during the last few years there has been 
much discussion about compensation of 
agents. The discussion of the relation- 
ship between compensation and the basic 
objectives as applied to general agents 
and managers reveal that basic sound 
principles of compensation have been 
more seriously violated in the field of 
nianagement compensation than has been 
the case in the field of agents compen- 
sation. “This is serious” say the 
authors, “since the key to good man- 
agement of distribution and service is 
in the field and rests in the hands of 
the general agents or managers. With- 
out a well planned system of compensa- 
tion for field management we lack one 
of the most important links in the whole 
management plan.” 

In discussing compensation of general 
agents and managers the study centers 
around the following major objectives; 
adequate volume, persistent business, 
service to policyholders, stability from 
the standpoint of the general agent or 
manager both in income and against the 
vicissitudes of life, provision for retire- 
ment, commensurate reward for the de- 
velopment of new carrier agents, proper 
emphasis upon the successfully estab- 
lished agents as against mere volume, 
reasonable cost, simplicity in the prac- 
tical implementing of the objectives. 

Whatever management system is used, 
the study points out, the compensation 
of the man in charge of the agency is 
the company’s instrument by which the 
nine major objectives may be attained. 

Volume and Basic Objectives 

Discussing adequate volume the study 
says, “Although volume of new paid 
business has been seriously overem- 
phasized many times in the past and 
frequently still is, it is not unnatural 
since agency organizations are erected 
ior the purpose of distributing the 
service which life insurance companies 


have to offer in our social system. The 
insurance history of the United States 
as compared with that of other countries 
indicates that the distribution system 
used in the United States, overempha- 
sizing as it does new volume, has con- 
tributed immeasurably to the important 
place which life insurance holds in our 
national economy and standard of living. 

“The sound operation by a general 
agent within the usual pure general 
agents’ method of remuneration, is not 
consistent with the basic objective of 
adequate new volume since only a small 
proportion and sometimes none of the 
general agent’s income is derived from 
placing new business on the books. A 
preponderance of his earnings is not in 
the form of immediate cash but instead 
is in the form of equities related to the 
renewals of the business in the future. 
This is*not to say that the total amount 
offered for the sale and servicing of 
business is not adequate, but rather to 
say that there is a lack of balance be- 
tween immediate cash income and de- 
ferred equities. Moreover, cost analyses 
having shown that each dollar of newly 
paid volume involves substantially more 
overhead expense to the general agent 
than renewing volume. This accentuates 
the lack of balance between the general 
agents immediate and deferred income. 
To help him bear this high first year 
overhead cost, companies frequently of- 
fer first year expense allowances within 
office expense budgets. related to 
amounts of new insurance, new pre- 
miums, or new commissions. 


New Volume Divergence 

“Although the general agent’s con- 
tract traditionally has underemphasized 
new volume, the managers contract on 
the other hand frequently has overem- 
phasized new volume. The form of 
compensation to managers frequently 
used is a combination of a basic modest 
salary supplemented by additional in- 
come directly dependent upon new paid 
volume. The. manager’s basic salary 
usually is commensurate with reason- 
able remuneration for management in 
the production of $1,000,000 of business. 
This results in management compensa- 
tion in the agency paying for many 
millions of new yolume, being almost 
totally dependent upon new volume. 
The compensation related to new vol- 
ume is in one of several forms: (1) 
dollars per thousand of new business, 
(2) percentage of new premium income, 
(3) percentage of first year commissions 
paid to agents. Many refinements are 
introduced in the development of these 
methods of remuneration to place the 
proper management value upon the pro- 
duction of term business, single pre- 
mium business, short limited payment, 
whole life or endowment business and 
various types of annuities. 

“Although it is evident that  tradi- 
tionally the compensation of a general 
agent is open to criticism as not being 
closely enough related to new volume 
and the manager’s compensation par- 
ticularly in larger agencies, is open to 
criticism as being too closely related to 
new volume, the development of the 
remaining topics would indicate that 
modern compensation in either case is 
being developed in such a way as to 
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The Raymond-Commerce Building through its 
many services and conveniences has become 
the leading insurance building in Newark. 


Over seventy leading life, fire and casualty- 
surety companies, located in this building, are 
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place proper emphasis upon the produc- 
tion objective.” 
Persistency Factor 

Taking up the topic of persistency 
the study states it is not uncommon in 
favorable economic periods to find as 
much as 98% of business at least five 
years on the books renewing annually. 
Such a thigh rate of persistency ob- 
viously leaves very little room for im- 
provement; hence there is little need 
to stress persistency by incentives after 
a few policy years. Since the greatest 
change for improvement of persistency 
obviously lies within the first three or 
four policy years, compensation during 
those years should be large enough to 
encourage management to work for the 
habitual renewal of the business. In 
general agents’ contracts the commis- 
sion retained by the general agent fre- 
quently was, and still is, spread over a 
long period of years with emphasis on 
the later years. Moreover, if the general 
agent manages his business so as to 
realize a private income by savings in 
overhead out of the renewals in the 
form of collection fees beyond the nor- 
mal renewal period, the reward for 
persistency continues throughout the 
whole life of the policy. A modern de- 
velopment to gear compensation incen- 
tives for improved persistency involves 
the retention by the general agent of 
larger renewal income during the early 
renewing policy years. It is to be ex- 
pected that the larger early compensa- 
tion incentives will be effective in im- 
proving early persistency rates which 
by their very size permit a substantial 
improvement. 

“Traditionally the managers con- 
tracts stressed all too little the impor- 
tant factor of persistency but more re- 
cently companies have developed meth- 
ods aimed more directly at this ob- 
jective.” 

_ Service and Collection Fees 

Discussing Service in connection with 
compensation the study says that part 
of the renewal commissions %% to 


144% of the renewal premiums paid to 
the general agent during normal re- 
newal period should properly be con- 
sidered a collection fee along with the 
general agent’s collection fee commission 
and the normal renewal period. In a 
well established office these collection 
fees during and after the normal re- 
newal period should maintain that over- 
head of the office in the renewal de- 
partment. The renewal overhead should 
not exceed 14% of the renewal pre- 
miums collected. The 4% to 14% dur- 
ing the normal renewal period followed 
by 2% collection fees beyond the re- 
newal period should be adequate to cover 
a normal renewal overhead cost. 

The study goes on to cite some prob- 
lems such as that in the interest of 
economy the general agent may fail to 
give enough attention to personal serv- 
ice, hereby increasing his income at the 
expense of policyholder service, not to 
mention the loss in distribution through 
the important channel of resales and 
old policyholders through personal serv- 
ice. Also the general agent may in his 
later years derive such a large propor- 
tion of his income from this source that 
he is persuaded that it is more profit- 
able for him to depend upon his renewal 
income from old business as a source 
of profit, than it is for him to continue 
the work and expense involved in the 
building of a new agency organization. 
From the standpoint of the policyholder 
and the company this is a fatal weak- 
ness. 

In discussing compensation of agents 
the study observes that new volume has 
been over-stressed in compensating the 
individual agent and goes on to say that 
it is only in recent years that there has 
been a general feeling that it is im- 
portant to get good quality as well as 
volume in new business. With the 
agent geographically remote from the 
home office and operating as an inde- 
pendent contractor it would have been 
difficult to conduct an adequate distri- 


(Continued on Page 14) 
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J. McAndless Weighs Social Aspects 


There is need of a critical review of 
every aspect of the life insurance busi- 
ness as now conducted in the light of the 
concept that it is essentially social in 
nature and function, was the conclusion 
of A. J. McAndless, president of Amer- 
ican Institute of Actuaries, in a thought- 
ful paper presented at the annual meet- 
ing of the Institute in Atlantic City last 
week. Mr. McAndless is president of 

Lincoln National Life. 

Discussing traditionalism as that qual- 
ity of human nature which inclines in- 

dividuals, singly and in groups, to cling 
tenaciously to ideas, customs and 
thought patterns received gratuitously 
from the preceding generation, Mr. 
McAndless said: 

“Traditionalism reflects the fact that 
the life of the individual is so pitifully 
short in comparison with the life of the 
race that original thinking on most sub- 
jects is quite impossible, especially when 
the struggle for existence is all-con- 
suming. Thus it is that the old and tried 
are normally accepted and defended as 
against the new and untried. 

“The inertia of things as they are 
yields to gradual change in consequence 
of the fact that each second of time 
begins a new generation of human be- 
ings which acquires a slightly different 
endowment of ready made ideas from 
the past. And so it is that society 
inches forward in thought and action 
against the sustained pull of the past. 
When, however, a great social cataclysm 
occurs or a revolutionary discovery is 
made, traditionalism gives way to change 
with apparent suddenness, as witness 
the surge of changes that follows in 
the wake of war, economic depression or 
scientific or technological discovery. 
Even in the instances exampled a care- 
ful consideration of the antecedent con- 
ditions often reveals that the provoca- 
tive event merely served to unloose the 
impounded pressure for change built up 
over many years, decades or centuries. 

“It should not be concluded from 
what has been said that traditionalism 
as such is an unadulterated evil as the 
contrary is more nearly the truth. 
Without it life as we know it would be 
impossible in any of its aspects. It is, 
so to speak, the mortar by which the 
generations are held together. But 
though the present must be builded upon 
and “joined to the past through the 
transference of established belief and 
ideas, the union should be organic and 
responsive to adjustments rather than 
inorganic and inert. In this connection 
it should be remembered that human 
affairs do not rest on eternal truths but 
rather upon the best approximation of 
truth in time and place.” 


Applied to Life Insurance 


\pplying the traditionalism concept 
to life insurance Mr. McAndless said: 

“To the generation ending approxi- 
mi ately a century ago, it was sound tra- 
dition that life insurance is as much 
within the realm of private enterprise as 
Weaving or cooperage. In accordance 
with this view, persons engaged in the 
life insurance business were restrained 
socially only by the civil and criminal 
laws and economically only by the 
exigencies of competition and so-called 
‘good business.’ The concept that life 
insurance is quasi-public in nature 
eventually developed and from _ that 
concept, or, more accurately, from the 
causes producing it, came the body of 
present-day civil laws and regulations. 
\s the gradual changes took place, each 
Passing generation of insurance men 
learned to live comfortably with the 
prevailing controls and restraints, but 
always there was anxiety concerning the 
ominous changes threatened.’ Thus is 
suggested the desirability of considering 
With some particularity the present-day 
position of life insurance as a social 
thing, to the end that its future may 
»e more clearly perceived. 

A life insurance company presents 


two social aspects, either or both of 
which invite social regulation and con- 
trol; one, its position as a financial 
institution, and two, its position as a 
vendor of a product which impinges upon 
the public weal at many points. As a 
financial institution a life insurance 
company occupies substantially the same 
relation to society as any other financial 
institution and hence regulations per- 
taining to solvency and fiscal activities 
are invited. Such was the nature of the 
early regulations of life insurance. Thus 
the early company charters, which in 
the beginning were the only regulatory 
media, contained provisions relating to 
investments, real estate holdings, ac- 
countings and other matters going to 
the soundness of the company as a 
‘moneyed corporation.’ 

“As the years passed, certain prac- 
tices of life insurers focused attention 
upon the fact that the commodity of 
life insurance, to use a description re- 
cently sanctioned by the Southeastern 
Underwriter and Polish National cases, 
possesses potentialities of social good or 
evil quite apart from the position of the 
company as a financial institution. This 
idea evolved until today it receives as 
much legislative attention as the more 








Institute Officers 

E. G. Fassel, Northwestern Mutual, 
was elected president of the American 
Institute of Actuaries at its meeting in 
Atlantic City last week. Other officers 
are W. D. Mackinnon, Equitable Life of 
Iowa and J. G. Beatty, F. A. S., Canada 
Life; vice presidents; R. G. Stagg, sec- 
retary. Members of the board of gov- 
ernors are G. W. Fitzhugh, Metropolitan 
Life; B. T. Holmes, Confederation Life 
Association; C. H. Tookey, Occidental 
Life; L. J. Kalmbach, Lincoln National 
Life 





ancient occasion for regulation first de- 
scribed. Whether the recent TNEC in- 
vestigation indicates a reversion of 
legislative attention to the companies as 
‘moneyed corporations’ is not yet clear. 
“This brief review of the changing 
attitude of society toward life insurance 
depicts an evolution of thinking, be- 
ginning with a traditional pattern of 
thought which noted little difference 
between the sale of life insurance and 
the sale of bricks, carriages and other 
commodities, and ‘culminating with the 
concept that life insurance is social in 
its very nature, as much so as the in- 
dustries which produce, distribute or 
supply the basic utilities of life. 
“While some of us have lived with 


(Continued on Page 14) 
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Agency Officers — Bureau Meeting _ 





Chapman On Management’s Job 


Development of the life insurance 
business in the immediate future is di- 
rectly tied up to the agent, the kind of 
man he is, the job he does, kind of serv- 
ice he renders, said Lewis W. S. Chap- 
man, director of service of Research 
Bureau, in a talk before the Life Agency 
Officers—Research Bureau meeting in 
Chicago this week. 

“The whole scope of our industry’s 
growth and efficiency, individually and 
collectively, is dependent upon the skill 
with which we develop the manpower of 
our organization; and the agency ex- 
ecutive is the focal point in that or- 
ganization,” said Mr. Chapman. “He 
is the coordinating center as is graphi- 
cally shown on any functional organiza- 
tion chart. But he is more than a co- 
ordinator. Something that otherwise 
could not exist results from his efforts. 
His skills, his ‘know how,’ his dynamic 
personal force combined with his imagi- 
, nation and foresight and particularly his 
sensitiveness to human beings and hu- 
man values put the breath of life and 
power into that complex human machine 
which he calls his agency organization. 
To do his job he needs health and 


Quality Award To Be 
Instituted in Canada 


CHANGES EFFECTIVE IN 1946 





Lawrence J. Doolin, Fidelity Mutual, 
Tells Agency Officers’ Meeting of 
Plans for Future 





Developments and plans in connection 
with the National Quality Award spon- 
sored by the Research Bureau and Na- 
tional Association of Life Underwriters, 
were revealed by Lawrence J. Doolin, 
assistant manager of agencies, Fidelity 
Mutual, 
meeting in Chicago this week. Mr. 


before the Agency Officers 


Doolin is chairman of the committee on 
persistent business. 

Steps are being taken to institute the 
Quality Award in Canada, possibly this 
year, Mr. Doolin said. Certain refine- 
ments in the plan of the award have 
been worked out for the 1946 award. 
These will be announced in December, 
blanks will be distributed in January. 
Closing date for filing will be March 31. 
Awards will be made next June. 

“Indicative of the widespread interest 
created in its first year,” said Mr. Doolin, 
awards were made this year to 1,280 
representatives in forty-seven _ states, 
plus the District of Columbia and 
Hawaii. They represent sighty-seven 
different companies and 242 various local 
associations. 887 of them are agents, 358 
are general agents or managers, 34 are 
supervisors, Twenty-nine women were 
among the successful candidates. Cer- 
tificates were presented this fall through 
the president of local associations. In 
addition, a pocket replica of the cer- 
tificate was mailed to each qualifier, and 
considerable publicity has been given to 
winners in recent weeks in company 
house organs. 

“William H. Andrews, past president 
of the National Association, was the 
first person to apply for and receive the 
award; his certificate was so inscribed. 
Clifford Orr, National Association trus- 
tee and now president of the American 
Society of Chartered Life Underwriters 
was the second person to apply for the 
award, 

“The Penn Mutual, with 131 winners 


energy; he must be a constant source 
of social stimulation to those with whom 
he is associated. He needs to be am- 
bitious for himself, his associates and 
his company. Therefore, he needs per- 
severance, a forward-looking attitude 
and courage, to take the initiative. He 
must have the ability to attack a prob- 
lem, and not comnromise. ‘Men of 
thought and men of action’ applies to 
the 1946 agency executive. Also he may 
well cultivate the abilities to reach a 
decision; to analyze and evaluate; to 
organize; to carry responsibilities and 
also to delegate them to others; to be 
open-minded; to cooperate and be gen- 
erous; but particularly does he need the 
ability to inspire, to teach and to de- 
velop men. 

“The successful agency executive of 
tomorrow must be many things. He is 
not one of these elements taken sepa- 
rately; rather is he a composite of most 
of them. Sincerity, fairness, self-control, 
tact, loyalty, a sense of humor—ideally, 
all these are qualities he should have 
and exercise if he is to discharge ade- 
quately his responsibility and grasp his 
opportunity. 

“The manager is the key log in any 
log-jam of agency management. The 
sales organization is only as strong as 
its management staff and no stronger. 





was the leading company. They were 
followed closely by the Northwestern 
Mutual, New York Life, Equitable of 
New York and the Connecticut Mutual. 
To these companies and to the, many 
other companies whose number of quali- 
fiers represented a high percentage of 
their total agency force, such as the In- 
dianapolis Life with eleven, The New 
World with ten, Provident of North 
Dakota with nine and others, the com- 
mittee gives its thanks as well as its 
congratulations.” 
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But the responsibility for that manage- 
ment staff—the kind of men they are, 
and the kind of job they do, rests on 
you, agency executives. As you train, 
and develop, and lead those managers, 
and they, in turn, recruit, train and 
develop agents, you become more than 
agency executives, you become builders 
of men.” 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 
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50 Court St. MAin 4-7951-2-3 
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Research Bureau Founded 24 Years Ago 


The Life Insurance Sales Research 
Bureau was formed in 1921 as the result 
of the conviction of the late Winslow 
Russell, vice president of Phoenix Mu- 
tual, that sales research was one of the 
great needs in life insurance produc- 
tion. John Marshall Holcombe Jr. was 
at that time manager of sales research 
for Phoenix Mutual of which his father 
was president. These two did the 
pioneer work with the Life Agency 
Officers Association in convincing agency 
executives of the need of sales research. 

At that time Carnegie Institute School 
of Life Insurance Salesmanship was the 
outstanding training school for agents 
and the Bureau was set up in Pittsburgh 
working elosely with Carnegie Institute 
and with John Marshall Holcombe Jr. 
as manager. Life companies and their 
agency executives particularly, soon 
were made aware of the important con- 
tribution the Research Bureau could 


make by its studies, and most of the 
leading companies affiliated promptly 
including many in Canada, and the 
Bureau has associated members scat- 
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tered throughout South America, Europe 
and elsewhere. 

The Bureau soon moved to Hartford 
after a brief stop in New York. There 
it greatly expanded its organization and 
program of research. 

Manager Holcombe traveled all over 
the United States and Canada making 
addresses before hundreds of meetings 
on salesmanship and organization. A 
development was the Bureau’s manage- 
ment schools which have been held in 
all sections of the country and at which 
have been trained some of the out- 
standing managers and general agents 
of the business. 


Some of the personnel of the Bureau 
organization have graduated to impor- 
tant positions in the business, to men- 
tion a few: Kenagy, superintend- 
ent of agencies, Mutual Benefit; J. 
Harry ‘Wood, vice president, Massa- 
chusetts Protective Companies; Lewis B. 
Hendershot, superintendent of agencies, 
Berkshire Life; Dr. Marion A. Bills 
assistant secretary, Aetna Life Affiliated 
Companies; Stanley Brooks, supervisor, 
Guardian Life; B. Woodson, vice 
president Commonwealth Life; G. Fay 
Davies, general manager, National Life 
of Canada; L. J. Doolin, assistant man- 
ager of agencies, Fidelity Mutual; 
Daton Gilbert, assistant actuary, Con- 
necticut Mutual; Ray Haberman, 
manager, Northwestern National; R. R. 
Macy, assistant manager of general 
agencies, John Hancock; Henry E. 
Miles, vice president, Baltimore Life; 
Ward Phelps, administrative assistant, 
Mutual Life of New York; G. G. Terri- 
berry, agent in New York, Mutual Bene- 
fit; John Jamison general agent, North- 
western Mutual. 

Secretary of the Life Insurance Sales 
Research Bureau is Elizabeth C. Stevens 
who has been with the organization since 
the Pittsburgh days and is one of the 
most able women executives in the 
country. Lawrence S. Morrison is di- 
rector of research; and Lewis W. S. 
Chapman is director of service. 





Zimmerman Viewpoint 


(Continued from Page 3) 


role and that policyholders be given 
every protection. The veteran will de- 
mand better leadership in life insurance 
both in home office and field because lic 
has seen examples of both good and in- 
efficient leadership in battle. He will 
expect to see more efficient agents and 
he will want more security for himself 
and recognition. 


“In the sale of war bonds one of the 
most effective methods was to make the 
men who were solicited for bonds have 
their importance appreciated. He will 
expect action and not just words.” 

Captain Zimmerman told of surveys 
which have been made of veterans who 
have told fields they wanted to enter 
in the future. Many want to be life 
insurance men because they are de- 
manding independence and freedom and 
know if they are successful in life in- 
surance they will obtain them. 
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Left to Right: Joseph F. Flood, president Players Club; Dolores Mauro, Col. E. 
N. Packard, executive officer, Halloran General Hospital; Charles G. Taylor, Jr., 
executive vice president, Metropolitan Life; Major R. C. Wilson, public relations 
officer, Halloran; Trudy Hohl, Major E. H. Mitcham, Francis Stabler, commarder, 


Metropolitan post, American Legion. 


The famous Metropolitan Canteeners, 
composed of home office employes of 
the Metropolitan Life who are members 
if the Metropolitan Life Insurance Play- 
ers Club, and who made a great record 
in playing the New York-New Jersey 
war camps and the hospital circuits, was 
awarded a certificate of commendation 
by the Second Service Command for 
meritorous service performed in World 
War II. The presentation was made by 
Col. E. N. Packard, executive officer of 
the Halloran General Hospital during 
a performance of the Canteneers at the 
Metropolitan Auditorium, Madison Ave- 
nue and Twenty-Fourth Street, attended 
by 1,400 persons. More than 6,000 rep- 
resentatives of the Metropolitan wanted 
to see this performance. 


Record of Canteeners 


Since its organization three years ago, 
the troupe has played 107 shows to a 
cumulative audience of 152,575 service 
men and women in the principal camps, 
forts, yards, training centers, hospitals, 
and other military and naval installations 
in New York and New Jersey. On an 
average of three times a month over the 
three-year period, the Canteeners, after 
working a full business day, have packed 
themselves, their scenery, lighting equip- 
ment, props, costumes, instruments, and 
makeup kits into a bus, to travel from 
five to one hundred miles to give a show 
for service men, and be back on the 
job next day. Their total mileage has 
been 6,654, some of their more ambitious 
trips having taken them to England 
General Hospital, Atlantic City, N. J., 
on two occasions, and on a three-day 
tour of up-State New York hospitals 
during the past summer, 

The Canteeners began with a person- 
nel of six for the purpose of providing 
in a modest way entertainment in the 
anteens and service centers of Man- 
hattan. The troupe has now expanded 
to a cast of thirty-one entertainers, in- 
cluding a chorus of eighteen; and eleven- 
piece band, and a three-man stage crew, 
who present a ninety-minute, variety 
how of twenty-nine acts. With the 
dvantages of more than 100 perform- 
neces, professional coaching and direc- 
tion, and colorful custom-made costumes, 
he show has become a fast-paced, eye- 
ppealing revue featuring girls, music, 

incing, and comedy, which service men 
iave liked so well that the troupe has 

ayed almost as many return engage- 


MONARCH APPOINTMENTS 
\fter six years as public relations di- 
rector of the Cincinnati Club, Edwin E. 
“'reshney will succeed J. E. Gustafson as 
incinnati general agent for the Mon- 
arch Life. Mr. Gustafson has been trans- 
'erred to Omaha. 


{ 


ments as original dates. For example, 
they have appeared at Halloran Hos- 
pital on seven different occasions. The 
troupe previously has received official 
commendation or citations from the U. 
S. Military Academy at West Point, the 
Receiving Station of the Brooklyn Navy 
Yard, and Camp Upton, L. I. 
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VETERANS’ AFFAIRS SEMINARS 

A series of seminars on veterans’ af- 
fairs designed to educate the life in- 
surance agent in assisting returning 
ervicemen on their National Service 
Life Insurance problems will be held by 
the Hudson County Association of Life 
Underwriters on November 29 and De- 
cember 6, Andrew Passanant, president, 
announced. Mr. Passanant stated that 
a total of approximately four hours 
would be devoted to the study of vet- 
erans’ problems. Included among the 
lecturers at the seminar series will be 
T. Yaczko, Metropolitan Life; I. Siegel, 
Metropolitan Life; J. Ledder, John 
Hancock; C. J. Kreutzer, The Pruden- 
tial; A. Albanese, John Hancock. 


ADDRESSES MORTGAGE BANKERS 

Douglas Meredith, vice president, Na- 
tional Life Insurance Co., addressed the 
thirty-second annual convention of the 
Mortgage Bankers Association of the 
United States this week in New York. 


WE CAN'T SEE THE WOODS 
FOR THE TREES 


Millions of our young men and women have lived in 


foreign countries in recent years . . . have seen world 


problems from foreign viewpoints. The era of air travel 
and air commerce has come to their attention with con- 
siderable impact. The age of atomic energy dawned on 
the horizon with dramatic suddenness. We are living in a 
world of change; we are so close to it that we can’t see the 


woods for the trees. 


The Shenandoah Life is in step with changing times. 
Underwriters are offered a well-rounded line of policies 
to meet today’s conditions . . . liberal first year and 
renewal commissions, and fair contracts. Group life insur- 
ance is furnished to our underwriters at company expense. 


Cooperation at the Home Office is friendly; field assistance 
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BRUNDAGE JOINS BANKERS NAT. 





Starts Life Insurance Career After 53 
Months in Destroyer Service as Naval 
Officer; Experiences in Pacific 
John Brundage, lieutenant-commander 
in the Navy, fifty-three months in de- 
stroyer service, made his life insurance 
debut this week with the Bankers Na- 
tional Life, Montclair, N. J., and en- 
joyed immensely his first assignment. 
This was to attend the Life Advertisers 
Association meeting in New York. Ac- 
companied by H. C. Freeman, assistant 
superintendent of agencies of that com- 
pany, and Joseph Ayres of its agency 
department, also home after three years’ 
service as a sergeant with the AAF in 
England, Mr. Brundage met many of the 
LAA personalities and sat in on the 
sessigns. He is still on terminal leave 
but will soon be in the inactive service 

category. 

Graduate of Princeton University in 
1941, Brundage enlisted in the USNR 
and was commissioned an ensign. He 
was assigned to the famed destroyer 
“Grayson” which is featured in the 
book, “Condition Red,” by Captain F. J. 
Bell, under whom Brundage served for 
many months. Longest continuous sea 
duty of the “Grayson” was 176 days 
which was in the tense days of mid-1942 
and early 1943 when the Guadalcanal 
campaign was at its height. The “Gray- 
son” played an important role in that 
engagement and Brundage was in the 
thick of it. 

His other engagements include the 
first Tokio raid in 1942 with General 
Doolittle; the initial landing at Tarawa, 
the Gilbert and Marshall Islands; the 
first invasion of the Philippines, and a 
couple of strikes in the South China 
Sea. Promoted to lieutenant-commander, 
Mr. Brundage’s last assignment was as 
operations officer on Destroyer Squadron 
8, serving under his first and favorite 
captain—Frederick J. Bell. 

With Bankers National Life he will 
learn the business, familiarizing himself 
with the work of all departments. He is 
son-in-law of Ralph R. Lounsbury, presi- 
dent of the company. : 





Newcomers Welcomed 


Among the newcomers to the Life Ad- 
vertisers’ annual meeting Nov. 12-14 in 
New York were a number of servicemen, 
at least one of whom is still on duty. 
He is Rex Arnold, yeoman second class, 
who was with Jefferson Standard Life at 
Ashland, Ky., before entering the Navy 
two years ago. He will return to that 
company as soon as released from the 
service. In the meantime he is stationed 
at Lido’ Beach, L. I., handling the service 
life insurance problems of a lot of navy 
men. 

Chas. C. Robinson, major in the Army 
Air Forces and combat pilot in World 
War I, who joined Guardian Life as ex- 
ecutive assistant to President James A 
McLain last May, was also present and 
welcomed by many old friends. 


a a Clifford H. Orr 


At a meeting of the Pennsylvania 
State Association of Life Underwriters 
held at Harrisburg, November 2, the as- 
sociation passed a resolution endorsing 
Clifford H. Orr of Philadelphia for the 
post of secretary of the National Asso- 
ciation of Life Underwriters. Mr. Orr is 
serving his second term as National As- 
sociation trustee. The Philadelphia As- 
sociation has also endorsed Mr. Orr. 
He is president of the American Society 
of CLU. 
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Special Group Plans: 
Apt To Be Unsound 


OPINION OF GC. Ww. FITZHUGH 
Assistant Actuary ry ‘Metropolitan Life 
Discusses Group Trends Before 
Joint Actuarial Meeting 
Under current rapidly changing con- 
ditions with a large varietv of coverages 
and carriers from which to choose, manv 
employers are showing interest in spe- 
cial plans of group insurance “tailor- 
’ to fit their own particular prob- 
lem as they see it, said Gilbert W. Fitz- 
hugh, assistant actuary, Metropolitan 
Life, speaking before the joint meeting 
Actuarial Society and the Insti- 

tute in Atlantic City last week. 

“Some of these special plans are 
merely variations from the standard 
plans generally offered.” said Mr. Fitz- 
hugh, “but in other cases a request for 
a ‘tailor-made’ plan proves to be really 
a request for a yes an of insurance which 
is unsound. Group insurance is ex- 
tremely flexible and a sound plan can 
generally be developed to meet any 
specific set of facts. In such a’ dynamic 
field, plans and procedures cannot be 
expected to remain static. Change is 
inevitable and there are undoubtedly 
many new plans that can be evolved to 
expand the usefulness of Group, insur- 
ance either within the field of Group 
insurance covering the employes of a 
single employer or outside of that field 
or both. However, experience has in- 
dicated that in constructing any new 
plan of Group insurance for employes, 
it is not in the best interests either 
of the employes, or their employer, and 
their mutual industrial relations pro- 
eram, or of the insurance carrier, to 
deviate from basic fundamentals even 
if it appears to be necessary to satisfy 
some particular demand. 

“In most cases it will be found that 
a satisfactory solution can be devised 
within the framework of fundamental 
principles. If not, it is more than likely 
to turn out that in the long run no 
plan weuld have been better than an 
unsound plan. Progress lies in the path 
of sound experimentation, accepting new 
plans that properly serve new require- 
ments on a sound basis and rejecting 
new plans which are inconsistent with 
fundamental principles.” Mr. Fitzhugh’s 
paper was entitled “Group Life and 
Disability Insurance on the One Year 
Premium Basis.” 


made 


of the 


Harold P. Picdicin sles resigned as re- 
creation director of Tucson, has been 
appointed southern Arizona representa- 
tive for Mutual Life of New York. 


A. J. McAndless 


(Continued from Page 11) 


life insurance through a_ considerable 
period of its history, yet it was an old 


establishment long before we began 
struggling with actuarial examinations. 


For the most part the stage for our little 


act was set from the beginning with 
established customs, usages tables, rul- 
ings and a hundred other accretions of 
past time and experience. Our imme- 
diate task was to fit ourselves into the 
establshiment, not to engraft thereon 
reforms and innovations of our making. 
If you have ever had the experience of 
tracing an office practice to its lair only 
to discover that its justification lies in 
the fact that it has been in effect be- 
yond the memory of man, you will un- 
derstand in the minimum what I have 
in mind in this connection. 

“An establishment once created seeks 
to perpetuate itself in its every aspect, 
and this is equally true of a sewing 
circle, a League of Nations, or a great 
business institution. This is a tyranniz- 
ing and suppressive force which bears 
constant watching for if the establish- 
ment is allowed to assume the saddle, 
original principles and purposes become 
matters of secondary importance. This 
idea may be brought to a focus bv ask- 
ing how satisfactory the institution of 
private life insurance is functioning in 
offering protection to all classes of per- 
sons having ability on some basis or 
other to nay the requisite premiums; 
how satisfactorily it is operating as a 
thrift mechanism: and how’ satisfac- 
torily it is operating in using the sav- 
ings of millions of nolicyholders to pro- 
mote the productivity of the social 
economy. The idea mav also be sensed 
when we reflect upon the everyday ex- 
nression ‘the business of life insurance.’ 
This expression brings to mind artith- 
metical symbols attesting billions of in- 
surance and billions of assets, but what 
does it mean in terms of promoting the 
ideal of life insurance, which is to pro- 
vide protection for the greatest number 
of peonle at the lowest possible cost ? 
Ts our vision sufficiently free of bias 
and prejudice to see the true end and 
purpose of life insurance and with that 
vision well fixed in mind to subserve all 
instruments and devices, new or old, to 
its attainment ? 

“Though definitely threatened in the 
thirties, private industry in the United 
States, after its phenomenal wartime 
attainments, seems clearly to have an- 
other chance to prove its right to sur- 
vive. Its principal opponent is its gi- 
gantic self which, if allowed to obscure 
the world in which it exists and on 
which it depends, may bring it to the 
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sad end some of its energetic critics 
seem to hope for it. The question is 
whether it can acquire a clear under- 
standing of its strength and weakness 
so as to be able to impose controls and 
disciplines upon itself, to the end that 
the pitfalls and shortcomings of un- 
bridled action may be avoided. If this 
is not done the people through their 
government may seek another means of 
attaining their conceived ideal in human 
welfare. This question is the more per- 
tinent today when the specter of na- 
tionalization is confronting England and 
one or more of the Continental coun- 
tries.” 


Agency Compensation 


(Continued from Page 10) 


bution system through individual agents 
on any basis which did not place a large 
part of the field dollar in the hands of 
the agent soon after the sale. This had 
the effect of placing overemphasis upon 
the activity of the agent and _prospect- 
ing, soliciting and selling. Moreover, 
with a dollar percentage of the income 
to the agent being derived from new 
business, the problem ,of the general 
agent financing the agent was minimized. 
More recently with intensive study by 
individual companies and_ particularly 
by the compensation committee of the 
Life Insurance Sales Research Bureau 
it has become increasingly evident that 
it is desirable to reduce the amount 
paid the agent for the original sale in 
order to permit the payment of larger 
early renewal commissions withcut 
added policyholder cost. 


N.C. LITWACK NEWARK SPEAKER 

Ned C. Litwack, life member of the 
Million Dollar Round Table and finan- 
cial analyst of Newark, delivered a talk 
at Newark University before the Tax 
Clinic of the New Jersey State Society 
of Certified Public Accountants, last 
week. His subject was “Family Partner- 
ships, Closed Corporations and Status of 
Family Transactions.” 
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Appointment Wanted as 
EXCLUSIVE MORTGAGE 
LOAN CORRESPONDENT 
in N. J. 
for Life Insurance Co. 


Our Mortgage Company, established 
15 years, has offices at Newark, Tren- 
ton, Asbury Park and Atlantic City. 
Credentials furnished. Can guarantee 
$5,000,000 annually. 


HENRY M. GROSMAN, Counsel 
11 Commerce St., Newark, N. J. 
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Canada Life Manager 





W. N. SCHNOCK 


Announcement has been made by 
Canada Life Assurance Co. of the open- 
ing of a production branch at Flint, 
Mich., and the appointment of W. N. 
Schnock as district manager. 

Mr. Schnock has represented the Can- 
ada Life in the territory since 1933 and 
has been a member of his company’s pro- 
duction clubs on several occasions. 
Three years ago he was granted leave 
of absence to assume duties in a war 
plant, from which he was recently re- 
leased. 


A. B. Hayden Gen’! Agt. for 
Manhattan Life at Fresno 


Appointment of Alvis B. Hayden ot 
Fresno, Calif., as general agent in that 
city has been announced by the Man- 
hattan Life Insurance Co. Mr. Hayden 
was recently discharged after three and 
a half years’ service with the Navy as 2 
lieutenant senior grade. 

Prior to entering the Navy, Mr. Hay- 
den served for seven years as assistal't 
manager of the Metropolitan’s Fresno 
office. 
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Actuaries Need Broad 
Horizon, Says Marshall 


LEARNING AFTER FELLOWSHIP 





Provident Mutual Vice President Gives 
Address As Actuarial Society 
President At Atlantic City 





Education of actuaries, particularly 
that growth which must take place after 
the actuary has attained his Fellowship 
degree if he is to be fully effective, 

as the theme of the address of Edward 
\V. Marshall as president of the Actu- 
rial Society of America in connection 

vith the joint meeting of the Society 
and the Institute at Atlantic City last 
week. Mr. Marshall is vice president 
and actuary of Provident Mutual Life. 

In times of change such as the present 
t is one of the main responsibilities of 
actuaries to appraise the effects of as- 
sumed future changes in actuarial fac- 
tors so that present financial policies 
can be intelligently determined, said Mr. 
Marshall. “We see many examples of 
this sort of analysis. The legal reserve 
structure anticipates and makes pro- 
vision for future increases in mortality 
rates due to advancing age. Pension 

fund analyses reaching into the future 
si been found essential to scund pen- 
sion planning because so often future 
pension burdens are far heavier then 
present pension outlays would indicate. 
Still another type of actuariai appraisal 
appears in Mr. Guertin’s paper, ‘The 
Strengthening of Reserves,’ where he 
shows that on certain closed blocks 
of outstanding business present appear- 
ances may be very deceptive and in 
the absence of proper analysis might 
well lead to unduly great dividend dis- 
tribution at present and corresponding 
problems later on.” 


Qualities Actuary Needs 


It is particularly incumbent on actu- 
aries to develop the historical sense as 
their advice so often pertains to long 
term financial programs extending far 
into the future, said Mr. Marshall. When 
current conditions are abnormal it is 
well for the actuary to be skeptical of 
the popular notion that existing condi- 
tions are “here to stay” unless there 
is strong evidence that such is the case. 
Perspective is not everything, he said, 
and the actuary must also have imag- 
ination to appraise and anticipate devel- 
opments still in a nebulous stage. 

‘There are many unanswered actuarial 
questions facing us today,” asserted Mr. 
Marshall. “For example, to what ex- 
tent will future advances in medical 
science affect longevity? Or which in- 
fluences on future interest rates will 
prevail, the classic influence, which judg- 
ing from present conditions should cause 
the rates to increase somewhat from 
their present low level, or the political 
influences including the attitude of the 
general public toward private capital 
which may tend to hold interest rates 
down. Such questions cannot be an- 
swered far in advance but future changes 
‘{ importance to the actuary may often 
he detected in the making.” 

Courage and caution were other 
characteristics which Mr. Marshall at- 
iributed to the well qualified actuary. In 
conclusion, Mr. Marshall said: “Today 
hen we are bending every endeavor 

improve actuarial examinations and 

lucational facilities, it is well for us 

) keep them in their proper place. 
important as they are, they are merely 
the starting point. The actuary whose 
education stops with the attainment of 
_ Fellowship degree will be illiterate in 
he things which count most in human 
ite and action. The actuary whose 
evelopment never ceases will be far 
etter able to serve well the actuarial 
rofession and the public. 

“At no time in the past has sound 
ind effective actuarial guidance been 
1eeded more than it is now. There are 


many unsolved problems involved in 
such matters as low interest rates, 
‘reatly limited fields of investment, in- 
creasing longevity of annuitants, mass 
marketing of life insurance, 


employe 


pension plans, hospital and medical serv- 
ice insurance, and the various important 
aspects of social insurance—all consid- 
ered against the background of post-war 
economic adjustment. Obviously these 
and allied problems call for the best 
actuarial advice, whether to private em- 
ployer or government. 

“The fundamental objective of our 
Society is to develop and maintain to 
the fullest extent a strong and well- 
trained body of actuaries adequate to 
meet the needs of the day. This chal- 
lenge is more insistent than ever. It is 
worthy of our continued best efforts.” 





Penn’s New Booklet 


wg Penn Mutual Life, through its 
Nar Service Bureau, has just published 
be additional booklet in their series. This 
is called “Now That You Are Out of 
the Service.” It is an attempt to enable 
the underwriter to reestablish contact 


‘with policyholders now returning from 


the armed forces and to make new 
friends among the veterans. 


The booklet covers briefly the things 
every veteran should do immediately 
after discharge. It emphasizes the im- 
portance of reviewing his personal af- 
fairs and making such changes as may 
be necessary in the readjustment to 
civilian life. Outlined are the more im- 
portant benefits to which he is entitled 
as the result of war service. 





MYRICK ST. PAUL SPEAKER 

Families of returning veterans should 
do all in their power to see that these 
men retain their National Service Life 
Insurance, Julian S. Myrick, second vice 
president, Mutual Life of New York, 
declared in a talk before the St. Paul 
M anagers and General Agents Asso- 
ciation. John Steger presided at the 
mecting. 
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H. BENNET BERWICK’S SON DIES 

Many friends throughout the life in- 
surance business will learn with deep 
regret of the sad loss suffcred by Mr. 
and Mrs. H. Bennet Berwick whose eld- 
est son, Graeme Wallace, 19, died sud- 
denly in San Francisco, October 30. Fun- 
real services were held in Toronto on 
November 6, and interment was in Mon- 
treal. Among the pall bearers were J. 
H. Lithgow, general manager, of Manu- 
facturers Life, O. Sam Cummings, gen- 
eral agent, Kansas City Life, Dallas, and 
W. McMillan, branch manager, Manu- 
facturers Life, Toronto. 

Mr. Berwick, who has been with the 
Mutual Benefit as agency supervisor at 
Grand Rapids, Michigan, since last May, 
was formerly supervisor of field service 
for the Manufacturers Life of Toronto, 
for many years. 












TO-DAY. 


THE CHALLENGE 


PLANNING WITH VISION ...TO ENSURE 
THE INHERENT,HUMAN RIGHTS OF DECENT 
LIVING, SECURITY, AND INDIVIDUAL DIGNITY, 
HAS —~ FOR GENERATIONS NOW —~ BEEN THE 
INSPIRED PURPOSE OF THE TIME HONOURED 
INSTITUTION OF LIFE INSURANCE WHICH 
HAS ESTABLISHED BEYOND ALL DOUBT THE 
ABILITY OF REASONING MAN TO PREPARE 
FOR THE YEARS YET TO BE AND TO MEASURE 
HIS NEEDS FOR THE UNCERTAIN JOURNEY. 


LIFE INSURANCE MEETS THE CHALLENGE 
OF THE UNKNOWN TOMORROW BY THE 
INSIGHT, PRUDENCE AND RESOURCES OF 
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Samuel O. Buckner, 83 
Of N. Y. Life Is Dead 


ONE OF 3 NOTED BROTHERS 





Headed Northwest Department of Com- 
pany for Years; Started in Father's 
Agency in Milwaukee 


Samuel Owen Buckner, last of three 
brothers who were notable figures in 
thé life insurance business and_ for 
many years high executives with New 
York life, died at his home in Park 
Avenue, New York, Saturday at the age 
of 83. He retired in 1929 after forty- 
three years’ service with the company. 
His younger brothers, Thomas A. Buck- 
ner, former president and chairman of 
New York Life, died in 1942, and Wal- 
ker Buckner, executive vice president, 
died in 1939. 

Mr. Buckner was born in Wellington, 
Mo., and entered the employ of the life 
insurance company as a clerk and cash- 
ier in the Milwaukee office, where his 
father was general manager. In 1898 he 
was appointed agency director of the 
Wisconsin branch and in 1904 was made 
supervisor of the company’s northwest- 
ern department. 

Ten years later he became inspector 
of agencies of the northwestern depart- 
ment and under his supervision the vol 
ume of business was increased by mr 
and the department became the largest 
in the country. He retired in 1929 after 
forty-three years and came to ins 
York City to live. 

Mr. Buckner was the donor of fifty- 
five paintings known as the Samuel O. 
3uckner collection to the Milwaukee Art 
Institute. He also gave twenty-five paint- 
ings to the City Club of Milwaukee. 

Surviving are his wife, Mrs. Zaidee 
Withington Buckner, and a daughter, 
Mrs. Steel K. Young, of New York City. 





FOREST LAWN ANNIVERSARY 

Forest Lawn Life celebrated its sec- 
ond anniversary this month. In recog- 
nition of the event an informal party 
was held at the home office in Glen- 
dale, Calif., which was attended by ap- 
proximately 150 representatives and 
guests. At the close of its second year 
the company had written in excess of 
$7,500,000 of business and is now repre- 
sented in forty-three cities throughout 
the state of California. 





NATIONAL LIFE BUSINESS 


National Life of Vermont had the 
biggest October business in its history. 
Sales of new life insurance totaled more 
than seven million dollars or a gain of 
46.33% over October, 1944. The total 
new business for the first ten months of 
this year amounts to $62,184,264, an in- 
crease of 28.89% over the total of the 
first ten months of 1944. The increase in 
insurance in force during these ten 
months exceeds by almost three million 
dollars the largest year’s increase in the 
company’s history, namely that of the 
year of 1927. 
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Life Advertisers Opening Session 


The first peace-time annual meeting 
of the Life Advertisers Association since 
Pearl Harbor Day, 1941, was held at 
Hotel Pennsylvania, New York, Novem- 
ber 12 to 14, with approximately 150 
attending who gave close attention to 
the timely theme of the meeting, “Turn- 
ing Swords Into Plowshares.” It was 
a quality gathering both as to program 
and attendance, and with no restrictions 
on railroad travel, out-of-town advertis- 
ing and sales promotion managers were 
on hand in greater numbers than at any 
meeting since before the war. 

Human interest highspot of the open- 
ing session came when President Lewis 
3. Hendershot, Berkshire Life, paid 
tribute to the forty-nine LAA members 
who went to war. He was elad to say 
that all of these service men are alive 
today and that five were present at the 
meeting. Thereupon Mr. Hendershot 
called the following to the head table 
and presented to each LAA certificates 
for distinguished service: Micou F. 
Browne, Occidental Life of Raleigh, 
N. C.; Scott H. W. Fyfe, Canada Life; 
LD. T. McGraw, Acacia Mutual; Jack R. 
Morris, Business Men’s Assurance, and 
Warren F. Reuber, Connecticut Mutual. 
The certificate, which will be sent to all 
others in the armed forces or back in 
civilian life, reads: 

“The Life Advertisers Association 
presents this award for distinguished 
service as a token of esteem for your 
loyalty and faithful service in the armed 
forces.” 

Welcomed by Mansfield Freeman 


The honor of extending the “front 
cffice”’ welcome to the LAA went to 
Mansfield Freeman, president of the 
United States Life, 95-year-old New 
York company, who expressed his deep 
respect for the usefulness of advertis- 
ing, saying: “Without advertising there 
would be no nrogress. Ninety-five years 
ago the directors of the United States 
Life wrote into its charter as one of 
its objectives ‘to promote the usefulness 
of life insurance.” The American Agen- 


cy System and the Life Advertisers As- 
sociation have planted their roots verv 
deep to make the institution of life in- 
surance genuinely useful to our nation. 
This is in contrast to some foreign 
countries where recognition of life in- 
surance is sadly lacking and in men 
who can instruct others as to its value.” 

Mr. Freeman, impressed by the 
“swords into plowshares” theme of the 
LAA meeting, emphasized that in the 
nost-war days to come the pattern of 
life will be much different. Thus, “vour 
iew plowshares will have to burrow deen 
in order to cover over much of the 
world’s sadness brought about by the 
war. Confident that basic values would 
be retained, he said that “in our capital- 
istic system it is essential that the busi- 
ness of life insurance should also he 
retained. We will widen our opportun- 
ities for usefulness, and you, as our 
advertising and sales promotion rere- 
sentatives, will play an increasingly i:i- 
portant part.” 

Responses by Fyfe and Browne 


Powell Stamper, National Life & Ac- 
cident, who was presiding officer at this 
session, then introduced Scott H. W. 
lyfe to speak for LAA Canadian mem- 
bers who have served in the armed 
forces, and Micou F. Browne to repre- 
sent “the Yanks.” Both stressed future 
security and happiness as one of the 
war’s great objectives, and Mr. Browne 
made the added observation that one of 
the biggest achievements was the per- 
fection of teamwork which enabled the 
American Big Five and Allied Powers 
te produce a war-making machine that 
is incomparable to any in the world. 


Life Insurance Sales Laboratory Urged 


Guest speaker of the opening session, 
Burton Bigelow, head of his own or- 
ganization in New York, recommended 
that the LAA consider the creation of 
a sales laboratory for life insurance sell- 
ing. He said that as far as selling goes 
ihe life insurance business is well out 
uhead of nearly all the industries of 
America and “is the only business that 
has learned the technique of sales mo- 
tivation.” Chief reason for this is that 

(Continued on Page 17) 


Kennedy Tells Prudential Radio Plan 


Objectives back of the Prudential’s 
two radio programs were discussed be- 
fore the Life Advertisers 
Association at its meeting in New York 
this week by Henry M. Kennedy, su- 
pervisor of advertising and publications 
of that company. The older program, 
The Prudential Family Hour, broadcast 
over 125 stations, is a musical program 


Insurance 


for the entire family Sunday afternoons. 
the other program, less than three 
months old, is carried on 165 stations 
Monday through Friday in the late 
afternoon and is aimed at the houses 
wife. It features Jack Berch who sings 
and philosophizes, Eddie Dunn and a 
trio of musicians. The Family Hour has 
the young Metropolitan Opera star, 
Patrice Munsel with others and Al 
(;oodman and his orchestra. 

“These two programs are aimed at 
different groups of people,” said Mr. 
Kennedy, “Of course, some of the same 
people listen to both, but on the average 
they are different audiences. The 
Family Hour audience is interested in 
fine music and all that such an interest 
implies. It is a very important audience, 
not only from a sales standpoint, but 
even more from a public relations stand- 
point. The Jack Berch Show is ob- 
viously aimed at the housewife, who is 
the daytime radio listener. Housewives 


are particularly important to The Pru- 
dertial. It is the housewife whom the 


average Industrial agent sees every week 
or every month, it is the housewife 
through whom he makes an appointment 
to see her husband, and it is the house- 
wife who is often the financial man- 
ager of the family. What she thinks 
of life insurance and of The Prudential 
is important—important enough for us 
to reach housewives with this daytime 
radio program. 

“Looking at our radio advertising as 
a whole, The Family Hour and the Jack 
Berch Show, working together, perform 
a variety of functions. Six days a week, 
with the accelerated value of constant 


repetition, they bring the story of The. 


Prudential to the general public; they 
make people conscious of their indi- 
vidual life insurance needs and how 
they can best be filled to fit their cir- 
cumstances; they give the public: im- 
portant information not only about 
Prudential life insurance, but life in- 
surance as a whole; and they help Pru- 
dential representatives in the produc- 
tion of new business. 

“By this combination of two network 
radio programs, The Prudential is in a 
position to bring to a large percentage 
of the listening public a deeper appre- 
ciation of the services and_ benefits 
available through The Prudential and 
its agents. While our programs are, of 
course, doing a job primarily, for The 
Prudential, we feel that they are also 
making a real and worthwhile contribu- 
tion to the whole institution of life in- 
surance, 





Handy & Boesser 


Seated, left to right—Carroll Frey, Penn Mutual; L. Russell Blanchard, Union 
Mutual; Elizabeth Roulston, Presbyterian Ministers Fund; Lewis B. Hendershot, 
Berkshire Life; Powell Stamper, National Life and Accident. 

Standing, left to right—Arthur F. Sisson, State Mutual; Albert F. Randolph, 
Penn Mutual; H. R. Marsh, Jefferson Standard; Donald M. Tudhope, ne Life 
Assurance; H. A. Richmond, Metropolitan Life. 


Radio Advertising an LAA Feature 


One of the features of this year’s 
LAA meeting, which was held here this 
week, was a discussion on the radio 
activities of the life insurance compan- 
ies. The opening paper was presented 
by William S. Hedges, vice president 
in charge of planning and development, 
National Broadcasting Co., which was 
followed by a discussion on the “Magic 
of Radio” by Charles P. Hammond, di- 
rector of advertising and promotion, 
National Broadcasting Co. Both Mr. 
Bridges and Mr. Hammond called at- 
tention to the effectiveness of radio as 
an advertising medium. Mr. Hedges 
said that the life insurance man should 
give serious consideration on how radio 
can be used to the best advantage in 
the promotion of sales. Mr. Hammond, 
with the aid of picture slides, told of 
the number of radio owners and radio 
listeners, which he said is the most pop- 
ular mechanical device in the American 
home, with nine out of ten homes in 
the United States owning radios, a larg- 
er percentage than those equipped with 
bath tubs. 


Equitable Society Program 


Douglas Murphey, Warwick & Leg- 
ler, ns agency, read the paper 
prepared by Vance L. Bushnell, second 
vice president, Equitable Life Assurance 
Society, which was the first of a.series 
of case history reports by LAA mem- 
bers whose companies are doing radio 
advertising. 

Mr. Murphey said that the place to 
start a case history is at the beginninge— 
and the beginning is concerned with 
the reason why the Equitable Society 
initiated radio broadcasting, and that is 
answered officially by President T. I. 
Parkinson in the theme expressed by 
him at the first Equitable broadcast. 
This theme has continued on each sub- 
sequent program and to this day the 
society’s broadcast starts with the fol- 
lowing statement: 

“This is your F. B. I... . an official 
»roeadcast from the files of the Federal 
Bureau of Investigation presented 
as a public service by the Equitable Life 
\ssurance Society ofsthe United States. 
To your F. B. I. you look for national 
security and to the Equitable So- 
ciety for financial securitv. These two 
great institutions are dedicated to the 


protection of you your home and 
your country.” 

Secondary purposes as outlined by 
Mr. Murphey include the placing of the 
name of the society before policyholders 
and public in a dignified manner. It is 
the desire of the sponsor to humanize 
the society with such announcements 
as “by serving its members the Equita- 
ble Society serves America.” 

Another objective of the Equitable 
broadcasts, Mr. Murphey remarked, is 
to demonstrate to policyholders and ‘the 
public that the Equitable management 
is alert, progressive, forward-looking, 
aware of the needs of its individual 
policyholders and of the American econ- 
omy today and through coming years. 

Regarding the degree of success en- 
joyed by the society’s broadcasts, M1 
Murphey said that although radio-wise, 
this program is in its infancy, being on 
the air slightly more than seven montlis. 
according to the research and statistical 
rating organizations, the Equitable’s 
messages are currently being delivered 
to upwards 6f 8,000,000 people. 


Limited Budget Operators 

R. K. Lindsley, publicity director. 
Farmers and Bankers Life, discussed 
the use of radio for agents and general 
agents operating on a limited budget. 
He said that in such cases it would not 
be wise to compete with large networks, 
but rather to build their program around 
local activities. Spot coverage of sport- 
ing events, local celebrations, election 
returns, etc., offer excellent opportuni 
ties for sales promotion in radio adver 
tising. 

Spot Coverage Interest 

Hal R. Marsh, advertising manager, 
Jefferson Standard Life, told of tlic 
growing interest of agents in transcri) 
tion advertising and spot announc: 
ments. On a share the cost basis with 
the home office contributing to the cost 
on local broadcasting, each commercial 
is dramatized in such a way as to (de- 
velop sales leads. The name and ad- 
dress of the local representative is als 
tied in with the announcement. 

WSM Activities 

Powell Stamper, sales promotion mat- 
ager, National Life and Accident, told 
of the National Life and Accident’s own 
station, WSM, which for the past ten 
years has carried one or more progratiis 
on the station every season. There have 
been as many as three company pr° 
grams on the station and all the pro- 

(Continued on Page 17) 
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SWEEPSTAKES 
PLAQUE WINNERS 


Group 1 
TIE—IOHN HANCOCK AND 
PROVIDENT MUTUAL 


Group 2 
FRANKLIN LIFE 


roup 3 
NORTHERN LIFE 
SEATTLE, WASH. 


Group 4 
REPUBLIC NATIONAL 
oem 8 


Grouping of Companies 
according to 
Ordinary Life Insurance 
in Force as of January Ist, 1945 

Group | $600,000,000 or more 
Group 2 $200,000,000 to $600,000,000 
Group 3 $75,000,000 to $200,000,000 
Group 4 $75,000,000 or less 


CERTIFICATES OF EXCELLENCE 
Group 1 


SALES PROMOTION TO SELL SALES 


PROMOTION: 
Connecticut General 
Union Central 
» PUBLICATIONS ADDRESSED TO 
AGENTS: 
Massachusetts Mutual 
New York — 
Provident Mutual : 
3, PROSPECTING OR PRE-APPROACH 
MATERIAL: 
: eo Mutual 
1, SALES AIDS 
Equitable Life of New York 
Mutual Benefit 
Mutual Life of New York 
PRESTIGE AND GOOD-WILL 
BULLDERS: 
Connecticut Mutual 
eo rom Mutual 


Trav 

6. POLICY NOL 'DERS RELATIONS: 
Connecticut General 
Equitable Life of New York 
Massachusetts Mutu 


TION ADVERTISING: 
John Hancock 
Northwestern Mutual 
Prudential 
NEWSPAPER ADVERTISING: 
Equitable Life of New York 
London Life 
New York Life 
9, “INSURANCE you RNAL ADVERTISING: 
John Hancock 
Provident Mutual 
Prudential 
10. REC RUITING MATERIAL: 
Equitable Life of lowa 
John Hancock i 
Mutual Life of New York 
Group 2 
SALES PROMOTION TO SELL SALES 
PROMOTION Cath 
2. PUBLIC, ATIONS ADDRESSED TO 
AGENTS: 
Central Life Assurance 
Jefferson Standard 
Southwestern Life : 
3. PROSPECTING OR PRE-APPROACH 
MATERIAL: 
Central Life Assurance 
Continental Assurance 
4. SALES AIDS: 
bidelity Mutual 
Franklin Life 
Jefferson Standard 
PRESTIGE AND GOOD-WILL 
BUILDERS: 
Continental Assurance 
6. POLICYHOLDER ReU TIONS: 
Home Life of New York 
imperial Life of Canada 
MAGAZINES OF NATIONAL CIRCULA- 
TION ADVERTISING: 
8. NEWSPAPER ADVERTISING: 
a — 
outhwestern Lif B 
a INSURANCE JOURNAL ADVERTISING: 
Berkshire Life 
ve Life 
Life of New York 
10. RECRULTING MATERIAL: 
Berkshire Life 
Home Life of New York 
Group 3 
1. SALES PROMOTION TO SELL SALES 
PROMOTION: 
Shenandoah Life 
Union Mutual 
United States Life 
2, PUBLICATIONS ADDRESSED TO 
AGENTS: 
Business Mens Assurance 
California-Western States Life 
Columbus Mutual 
PROSPECTING OR PRE-APPROACII 
MATERIAL: 
1+. SALES AIDS: 
Excelsior Life 
Security oe 
Union Mutt 
PRESTIGE AND. GOOD-WILL 
BUILDERS: 
POLICYHOLDER RELATIONS: 
General American 
Northern Life, Seattle, Wash. 
United States Life 
MAGAZINES OF aa AL CIRCULA- 
TION ADVERTIS 
NEWSPAPER NS ERTISING: 
Excelsior Life 
National Life of 
.. INSURANCE JOU RNAL DV ERTISING: 
Commonwealth Life 
Northern Life, Seattle, Wash 
Union Mutual 
10. RECRUITING MATERIAL: 
California~—Western States Life 


al 
MAGAZINES OF NATIONAL CIRCULA- 





Representatives of the Sun Life of Canada all over the world showed their 
appreciation to a great life insurance executive when, in October, they broke a ten- 
year record for a single month’s business during President’s Month in honor of 
Arthur B. Wood, president and managing director. The photograph shows J. A. 
McAllister, director of agencies, handing the record to Mr. Wood after making his 
report of the outstanding achievement. At a dinner celebrating the occasion, tribute 
was paid to Mr. Wood by George W. Bourke, general manager, and Mr. McAllister 
on behalf of the entire organization, and reference was made to Mr. Wood’s con- 
tribution to the achievements of the company during the many years under his 
direction. The production figures for each division of the organization were re- 
ported by the respective agency superintendents. 


Reading from left to right: A. C. Coughtry, superintendent of agencies, West- 
ern U. S. Division; J. S. Ireland, superintendent of agency research; L. Campbell, 
assistant actuary; R. C. Grant, associate director of agencies; V. B. Harris, super- 
intendent of agencies, Central U. S. Division; Mr. Bourke; E. P. Higgins, superin- 
tendent of sales promotion; W. G. Attridge, superintendent of agencies, Canadian 
Division; Mr. Wood; S. C. H. Taylor, superintendent of agencies, Eastern U. S. 
Division; Mr. McAllister; R. T. Black superintendent of agencies, Western Division 
(in background); T. D. Ross, assistant superintendent of Group sales. 


Group 4 P. Leader, Bankers Life of Iowa. who 
1. SALES PROMOTION TO SELL SALES won pajamas. John Willenbrock, In 
PROMOTION: surance Field, won a picture prize, much 


Monarch Life . ° 
on ls a 44 
2, PUBLICATIONS ADDRESSED TO © his surprise. 


AGENTS: “Bait” Offers in Direct Mail Debated 


Home Beneficial 
Republic National in afternoon’s attraction was a de- 
3. PROSPECTING OR ‘PRE-APPROACH ate on the subject, “Resolved, that di- 
MATERIAL: rect mail’s part in turning swords into 
Baltimore Life Dlowshares will be more effective if 
{. SALES AIDS:. ‘bait ‘offers are used.” Participants were 
Fidelity Life 4. Starr Armstrong, Republic National 
Republic’ National Life of Dallas, and John H. Rader, Ohio 
; PRESTIGE AND GOOD-WILL Nat‘onal Life, for the affirmative, and 
BUILDERS: Morgan S. Crookford, Excelsior Life 
Monarch Life of Toronto, and E. S. Hildebrand, Con- 
6. POL IC 3a DER RELATIONS: necticut General, for the negative. 
"1 y ? s¢ 
7, MAGAZINES O¥ NATIONAL CIRCULA- cies By He James M. Blake, Massa- 
TION ADVERTISING: chusetts Mutual Life ; J H. Castle-( Gra- 
8. NEWSPAPER ADVERTISING: ham, London Life, and C. S. Smith, 
Northern Life of Canada National Life & Accident. 
9, INSU RANC E jou RNAL ADVERTISING: Arguments on both sides of the ques- 
ner Mg , ne tioa were so persuasive that the judges 
10. RECRUITING MATERIAL: cecided that the debate had ended in 
- a a tie. In making this announcement 
a a Mr. Blaxe added a humorous touch by 
adv: ancing tc the head table, waving a 
flaz of truce. 
Business meeting of the LAA and elec- 
tion of officers were the closing features 
of the first day’s session. 


LAA Opening Session 


(Continued from Page 16) 


agents working entirely on commission 
have to be motivated or they would 
not produce business. 

Such being the case, Mr. Bigelow said 
it was important that company ad man- 
agers and sales promotion experts have 
accurate knowledge of what actually 
makes a sale click; of whether sales 
material is a success or a failure; of mercials, regardless of the type of pro- 
the actual words used in an interview gram, have been low pressure and most- 
by the agent and what were the word ly institutional. Occasionally a commer- 
‘equences which made the prospect eith- cial describing generally some plan of 
er decide to buy or to refuse. The insurance in its relation to a specific 
speaker argued that a sales laboratory or need is used, or a specific situation in 
clinic maintained by the life insurance life, but these are also low pressure, 
ccmpanies would enable them to test he said, and used only to emphasize the 
these vital factors to a sale on a scien- fact that life insurance can be. tailor- 
tific basis. ' made. 

Following Mr. Bigelow’s address the At the present time the National Life 
I.AA relaxed briefly to participate in a and Accident has two programs—the 
ticky number drawing for door prizes Fireside Chorus, featuring a vocal group 
and the winners were John W. Childrev. with strings which is now in its ninth 
Atlantic Life of Richmond, who received year on the station, and the sponsorshin 
the grand prize—a blanket—and con- of the Vanderbilt University football 
sented to have his picture taken with it broadcasts. Mr. Stamper said that the 
wrapped around his shoulders; and E. company never attempted direct selling. 


Radio Advertising 


(Continued from Page 16) 


grams have been live talent shows, with- 
out a single exception. All of the com- 






Hendershot Report 


(Continued from Page 4) 
mendation of the executive committee, 
“it was decided to hold in abeyance the 
work of this committee until Mr. Loeble 
vas back on the job and could take over 
the supervision.” It was the sincere wish 
of the LAA meeting that his recovery 
will be speedy and complete, and that 
he will return soon to active service not 
only with his company but also in LAA 
affairs. 

Two other reports mentioned in the 
Hendershot report were (1) that of H. 
A. Richmond, Metropolitan Life, as 
chairman of the cooperation committee 
with the Institute of Life Insurance who 
reported a unanimous feeling in “believ- 
ing that the anti-inflation program of 
the Life Insurance Companies of Amer- 
ica represents an important public serv- 
ice and helps build prestige and good 
will for the life insurance institution.’ 
Mr. Richmond’s committee urged con- 
tinuance of the campaign along the lines 
proposed. (2) the LAA War Service 
committee of which E. Norred Trinkle, 
Shenandoah Life, was chairman. Func- 
tion of his committee was to keep LAA 
home-front members in close and sym- 
pathetic touch with its war-front mem- 
bers. According to Mr. Trinkle, forty- 
nine members of LAA entered the 
armed services of the United Nations; 
fourteen have already received their 
honorable discharges; eleven have re- 
turned to their former companies and 
have reinstated their LAA memberships. 
Nineteen contacts were made by the 
committee to service members from Oc- 
tober, 1944 to October, 1945, including 
Christmas greetings, letters from officers 
and executive committeemen, special 
mailings of literature and the “Life Ad- 
vertiser.” Many letters were received 
from LAA servicemen on active duty ex- 
pressing appreciation for these com- 
munications, 

In closing his report President Hen- 
dershot said in part: “Never before has 
it been my privilege to work with a 
more cooperative and willing group. 
Every man and woman who was called 
upon to do a job responded 100% in ac- 
ceptance of the assignment and dis- 
charge of his responsibilities.’ 

In his official welcome at the opening 
session November 12, Mr. Hendershot 
also congratulated Powell Stamper, Na- 
tional Life & Accident, for his fine work 
as chairman of the annual meeting com- 
mittee. His lieutenants included Carroll 
Frey, Penn Mutual, as press liaison 
man; H. R. Marsh, Jefferson Standard 
Life, as annual meeting secretary; D. M. 
Tudhope, Columbus Mutual Life, printed 
program; A. F. Sisson, State Mutual, 
and J. P. Lyons, Manufacturers Life of 
Toronto, attendance promotion by mail; 
H. E. Thomas, Shenandoah Life, and L. 
R. Blanchard. Union Mutual Life, in 
charge of arrangements; Jack R. Morris, 
Business Men’s Assurance, registration; 
L. W. McKee, Prudential, and Elizabeth 
Roulston, Presbyterian Ministers Fund, 
hospitality; F. R. Brauer, Home Bene- 
ficial Life, and F. J. O’Brien, Franklin 
Life, welcome for new members Albert 
F. Randolph, Penn Mutual, exhibits 
chairman assisted by Dan Lyons, Equi- 
table Society; J. S. Romig and Lillian 
E. Yelland, Provident Mutual; C. P. 
Mayfield, Fidelity Mutual Life, D. H. 
Coxe, Continental American, and Mary 
F. Barber, Penn Mutual. The advisory 
committee was also an active factor in 
the success of the meeting, its members 
including A. M. Kennedy, siege ne vers 
National Life; W. J. Sieger, Bankers 
National Life; H. A. Richmond, Metro- 
politan Life; H. D. Trueblood, Occiden- 
tal Life of Los Angeles, and C. D 
Greenfield, Western Life of Montana¢ 





Making Use of Institute 


C. Sumner Davis, editor of publications 
of Provident Mutual Life, told the Life 
Advertisers meeting in New York this 
week how his company makes use of the 
Institute of Life Insurance. Much of the 
Institute material is reproduced in Provi- 
dent Notes and some of it is used as 
envelope stuffers with premium notices. 
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PENN MUTUAL ENTERS BILLION 


DOLLAR ASSET COMPANIES’ 
GROUP 

The Penn 
passed the billion dollar mark in assets. 
There are now ten life insurance com- 
panies whose financial resources are in 
excess of a billion dollars. In the United 
States there are forty-three business 
firms each of which have total resources 
of a billion or more. It is interesting 
to note that of the 
panies with a billion or more of assets, 


forty-three com- 


twenty-seven (or more than 50%), are 
financial or insurance institutions. 

It took the Penn Mutual nearly a 
century to reach this great mark in 
assets. The company was founded in 
1848, and its assets shown in the first 
annual report were $31,858. The com- 
pany issued 418 policies during its first 
year. Today it has approximately 800,- 
000 policies and annuity contracts in 
force. 

The Penn Mutual has always been 
one of the best managed of the life in- 
surance companies, and under its present 
chief executive—John A. Stevenson, one 
of the most brilliant and able of Ameri- 
can executives—it will reach new heights 
and achievements. 


POST-WAR PRODUCTION 


Raymond C. Dreher, advertising man- 
Boston and Old Colony, 


a colonel in the Air Force during the 


ager of the 


war and long well-posted on agents’ 
selling problems, believes that agents 
now must give serious thought to their 
own personal positions if they wish to 
compete successfully in the post-war 
period. During the war the public itself 
gave an impetus to insurance selling, as 
incomes were larger, values of auto- 
mobiles, real estate and other property 
owned rose rapidly, and the possessors 
were willing to buy insurance. With the 
war over the public has a tremendous 
fund to spend but competition for this 
money will be much keener as manu- 
facturers and home builders will have 
their products on the market in increas- 
ing quantity, which was not the case 
while the war was on. 

In a five-point program Col. Dreher 
suggests that each agent study his ter- 
ritory, find out the compelling reasons 
insurance, 
favorable, or 
analyze 


that induce people to buy 


learn the particularly 


“plus,” qualities of his agency, 


Mutual Life has now 


his accounts and change his selling tech- 
nique to meet current conditions and 
back it up with the right type of ad- 
vertising. 

Too many agents do not study fully 
what Mr. Dreher calls their own 
“sphere of influence,” the area in which 
an agent can operate with the best out- 
look for success. The area where an 
agent is known, where he himself buys 
and where he can readily secure infor- 
mation on the insurance needs of peo- 
ple, should be the territory for him to 
develop. He should be like the local 
doctor, knowing something about nearly 
every family and every merchant and 
manufacturer. The local agent who tries 
to cover an immense amount of terri- 
tory, jumping hither and yonder to see 
prospects, often finds himself consuming 
a disproportionate amount of energy 
and money in securing the same re- 
turns as the man who operates within 
a relatively small field but cultivates 1t 
thoroughly. 

In order to learn why clients buy 
insurance—so that an agent may use 
those same reasons to sell more insur- 
ance to more people—Col. Dreher sug- 
gests use of a questionnaire on insur- 
ance buying reasons which an agent can 
use on the top 5% of his customer list. 
After a producer knows why clients buy 
some forms of insurance and are not 
interested or acquainted with others, 
and finds out something of their gen- 
eral knowledge of the insurance indus- 
try, he can make necessary adjustments 
in his own selling and public relations 
efforts to profit himself and the public. 





W. Owen Wilson, president of the 
Davenport Insurance Corporation agency 
of Richmond, Va., and a past president 
of the National Association of Insur- 
ance Agents, was in Chicago recently, 
attending a meeting of the insurance 
committee of the United States Cham- 
ber of Commerce. 

* * * 


E. Ray Cory, insurance agent of Aus- 
tin, Minn., has been reelected president 
of the Minnesota State Automobile As- 
sociation, and George K. Belden, asso- 
ciate of the Fred L. Gray Co., Minneap- 
olis, has been appointed on the executive 
board. 

x * * 


W. Stewart Gishler, associate mana- 
ger of the Jesse J. Letts agency, Buf- 
falo, Union Mutual Life, Portland, “Me., 
has been elected chairman of the board 
of directors of the Kenmore, N. Y., 
Junior Chamber of Commerce. 








CAPT. 
Captain Charles J. Zimmerman, USNR, 


who in civilian life was general agent 
for Connecticut Mutual in Chicago, has 
been raised to that rank from com- 
mander in the Naval Reserve. 

x ok Ok 

Charles F. Snerly, assistant general 
attorney, Hartford Fire in Chicago, 
completed his twenty-fifth year as a 
member of the Hartford’s staff on No- 
vember 2. A graduate of Illinois Wes- 
leyan University in 1917, Mr. Snerly 
took his pre-law course at St. Louis 
University. Prior to joining the Hart- 
ford in 1920 as assistant attorney he 
practiced law in Bloomington, Illinois. 
During the first world war, Mr. Snerly 
served overseas as a lieutenant in the 
33rd Division. He is a Mason, a mem- 
ber of Phi Delta Phi Legal Fraternity, 
and the South Shore Country Club. 

ok * * 

Marion A. Bills, assistant secretary, 
Aetna Life Affiliated Companies, spoke 
on “Interview Rating” at a meeting of 
the Hartford Chapter of the National 
Office Management Association — this 
week in Hartford. 


C. J. ZIMMERMAN 


* 


Edward F. Sullivan, surveyor for the 
Board of Fire Underwriters of the 
Pacific, has celebrated the completion of 
his twenty-fifth year with the board. 
A Victory bond was presented to Mr. 
Sullivan by the employes of the Butte 
office of the board in recognition of 
the event. He is a brother of Frank J. 
Sullivan, assistant district secretary of 
the Board of Fire Underwriters of the 
Pacific, in Montana, who is nearing 
completion of his thirtieth year with 
the board. 

* * x 

Major Fredrick K. Bull, of the Massa- 
chusetts Mutual home office has been as- 
signed as director of personnel, admin- 
istrative division of the AAF Regional 
and Convalescent Hospital at Fort 
George Wright, Spokane. He had been 
serving in a similar capacity at Fort 
Thomas in Kentucky. 

* * * 

Calvin S. Eastman has rejoined the 
National Union Fire of Pittsburgh as 
special agent in the New England states, 
except Connecticut. Mr. Eastman spent 
nearly two years with the Armed 
Forces, most of the time in the Euro- 
pean area and now renews his former 
association with State Agent Whitney at 
41 Pearl Street, Boston. 

< «& » 

Thomas T. Moore, chief examiner of 
the Virginia Insurance Department, has 
been reelected secretary of the Rich- 
mond chapter of thé Washington and 
Lee Alumni Association. He holds a 
degree from that institution. 





Bradley Slayton Sibley, who has be: 
managing the Slayton Insurance Agen 
at Annapolis, Md., since her father | 
been in active service as a captain in 
the United States Navy, has left 
agency and her mother has taken over 
the management until Captain Slayton 
returns. As Bradley Slayton, she too! 
over operation of the agency on Jani 
ary 1, 1940, when her father was called 
back into service. In the spring of 1944 
she was married to Lieutenant Thcodore 
Sibley, USNR, who was then an instruc- 
tor at the Naval Academy at Annapo’is. 
He has now been appointed assistant to 
the president of St. George’s S*hool at 
Middleton, R. I., and Mr. and Mrs. Sib- 
ley have left to make their home at 
Newport, R. I. Mrs. Sibley was a char- 
ter member of the Insurance Women of 
Maryland and has served in a number 
of official capacities in that organization. 

* 2 

Joseph T. Kozlosky, assistant secre- 
tary of New Amsterdam Casualty and 
assistant manager of its home office 
fidelity bond department, recently ob- 
served his twenty-fifth anniversary with 
the company. A native of Baltimore, he 
started his bonding career with the 
Fidelity & Deposit in its fidelity de- 
partment, but after a few years there 
joined the New Amsterdam Casualty in 
1920, where he continued in the same 
department. Over the years he has been 
a keen observer of trends in this field. 
Mr. Kozlosky held the post of assisiant 
superintendent of the home office fidel- 
ity department until his promotion five 
years ago to the assistant managership. 
He is-a member of the Casualty & 
Surety Club of Baltimore. 

* * x 

Harold D. Stevenson, general agent, 
Pacific Mutual, Long Beach, Calif., has 
been selected to head a volunteer or- 
ganization of 6,000 men and women, as 
campaign chairman for the Long Beach 
War Chest. 

ae eee 

Dave E. Satterfield, Jr., general coun- 
sel, Life Insurance Associ: ition of Amer- 
ica, addressed the members of civic clubs 
of Richmond, his former home town, 
this week. Mr. Satterfield discussed 


“What Have We to Fear?” 


E. Q. Oliphant and Gen. J. L. Devers 


Elmer Q. Oliphant, a Group sales 
supervisor, Metropolitan Life, and fo 
mer famous West Point football sta’, 
was photographed with Genera] Jacob 
L. Devers when the latter was makine 
a personal call on Oliphant. Later, ane 
general had luncheon with Oliphant ani 
some officers of the Metropolitan. 
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J. C. Conklin Belongs to Prominent 
Insurance Family 

John C. Conklin, elected chairman of 

the executive of the New 

fersey Association of Insurance Agents 

it its annual meeting at Trenton re- 


cently, is a member of a well-known in- 
surance family. His father, Charles S. 
Conklin, now retired, was vice president 
of the Northern Insurance Co. of New 
York and then Untcd States manager 
of the Pearl Assurance Co., and his 
brother, Charles H. Conklin, is executive 
vice president of the Northern. 

lohn C. Conklin started in the insur- 
ance business with R. A. Corroon & Co., 
New York, and in 1921 he established 
his own agency at Hackensack, N. J. 
The John C. Conklin Agency, one of the 
largest insurance agencies in the state, 
will celebrate its twenty-fifth anniver- 
sary next year. Associated with Mr. 
Conklin who is president of the agency, 
are: Ira W. Kelsey, vice president; 
Peter E. Wilhelm, vce president and 
secretary; John V. Deetjen, vice presi- 
dent, and C. A. Wille, treasurer. 

Mr. Conklin was born in Hackensack, 
August 25, 1898. He was graduated from 
Lawrenceville School, Lawrenceville, N. 
J., in the class of 1918. In his senior 
year there he was vice president of the 
school and won his letters on the varsity 
baseball and basketball teams. He en- 
tered Yale in the class of 1922, but left 
college in his sophomore year to marry 
Harriet Swift of New Haven. 

The Conklins have four children: 
Lieutenant (jg) John C. Conklin, Jr., a 
Navy pilot with forty-one months of 
service; Jane Fowler, wife of Corporal 
Arthur Fowler, presently stationed at 
Okinawa; Harriet Joanne Conklin and 
Barbara Hope Conklin. On October 11, 
their first grandson, Arthur Fowler IV, 
was born. 

Mr. Conklin has been an_ active 
worker in the New Jersey association 
for a number of years. He served on 
the executive committee and as chair- 
man of the workmen’s compensation 
committee last year. 

* * x 


Aero Publishes Manual to Guide 
Executives 


Publication of an Airplane Operations 
and Maintenance Manual to guide busi- 
ess executives in obtaining maximum 
dependability from the use of company 
vned aircraft is announced by G. L. 
loyd, general manager of Aero Insur- 
ance Underwriters. 

“Everyone in aviation knows that 
alcohol and flying do not mix,” declared 
‘Major Lloyd, “yet some executives in- 
ist that their pilots double as official 
hosts, drinking with guests of the com- 
any and remaining at parties regard- 
ess of the hour or the flights scheduled 
‘or morning. We have also found that 
‘xecutives can secure greater utility and 
alety from these aircraft if they under- 
‘and the correct operation and mainten- 
ance practices. These practices are out- 
ined in the manual, which was prepared 
°Y our engineering department. The 


committee 











\ 


manual also calls attention to the danger 
of ordering a flight when, in the opinion 
of the pilot, the flight cannot be con- 
ducted with maximum safety.” 

Many business organizations are buy- 
ing multi-engine aircraft for the use 
of their executives, the AIU finds, and 
these company-owned airplanes, which 
are classified in the insurance trade as 
industrial air risks, have become a recog- 
nized help to business; they are usually 
good risks when the executives under- 
stand how to make best use of the air- 
plane. 

Another section of the manual intro- 
duces a system of cockpit signals which 
is recommended where pilot and co-pilot 
cooperate in handling an aircraft. <A 
study by Aero indicates that hand 
signals or verbal orders can lead to 
disaster unless definite procedures are 
followed as outlined in the manual. The 
system recommended has been used very 
successfully in the flight testing of 5,000 
heavy bombers, and is becoming stand- 
ard practice on multi-engine transport 
aircraft. 

The manual also includes chapters on 
personal qualifications, flight rules, 
maintenance, test flights, accidents and 
reports, new equipment, and contains 
many hints on operation which Aero 
engineering’s staff has gleaned in years 
of safety work. The price of the manual 
is $2.00 to the general public. 

x oe x 


King Tells How Marine Underwriters 
Are Backing Post-War Trade 


Edward R. King, assistant secretary 
of the American Institute of Marine 
Underwriters, whose long article on war 
risk insurance, published about a year 
ago in The Eastern Underwriter, at- 
tracted favorable attention worldwide, 
says that American marine companies 
are now well prepared to meet peace- 
time needs of merchants. Writing in 
the National Foreign Trade Convention 
issue of the New York Journal of Com- 
merce this week, Mr. King says the 
American marine insurance market is 
stronger and better organized than ever 
before and has a fine reputation, also, 
for prompt and fair payment of claims. 

Telling why war risk insurance is still 
coverage which shippers should have, 
Mr. King writes: 

“Some assureds are no doubt asking 
themselves at this time why they should 
carry war risk insurance now that the 
war is over. It is true that the risks of 
submarine attacks and of bombing are 
now presumably non-existent and will 
be so as long as the world remains at 
peace, but there will still remain, prob- 
ably for many years, the risk of float- 
ing and derelict mines and possibly 
stray and derelict torpedoes. In this war 
mining has been done ona scale much 
larger than in the last world war, and 
practically world-wide. The Germans 
are known to have had very elaborate 
and ingenious mines which they are be- 
lieved to have laid without much dis- 
crimination; submarines and_ planes 
have been long among the agents used 
for mine laying. 

“Figures on the mine losses after the 





last war have been published on several 
occasions recently, but it will do no 
harm to repeat them. 

“During the year 1919, 1920, 1921 and 
1922, 121 ships were known to have 
been sunk by mines, and it is possible 
many of the 268 missing vessels were 
destroyed by floating or uncharted 
mines. 

“It is too early to tell what the re- 
sults will be in the years immediately 
following this war. It seems to me, how- 
ever, that a merchant who is prudent 
enough to insure against heavy weather 
and collisions and other risks of that 
nature will not be imprudent enough 
to take the chance of a total loss which 
he cannot collect because he saved a 
small premium by not taking war risk 
insurance. A merchant might also keep 
in mind the fact that the war risk pol- 
icy covers, in addition to the physical 
risks of war, the risks of losses ‘arising 
from factions engaged in civil war, revo- 
lution, rebellion, insurrection, or civil 
strife arising therefrom.’ There is a lot 
of unrest in the world and local con- 
flicts may break out. without warning. 

“There has been, except in isolated 
instances, practically no increase in basic 
marine insurance rates during the war 
period. The additional hazards, which 
came about through war _ conditions, 
have been met by additional rates in 
the form of surcharges. These sur- 
charges have reflected not only the de- 
terioration in general shipping condi- 
tions, packing and other similar factors, 
but have also included the very broad 
deviation and delay coverage of the 
marine extension clauses. 

“The underwriters have made a num- 
ber of reductions in the surcharges as 
conditions improved, and undoubtedly 
will continue to do so as conditions 
gradually return to normal. When this 
return to normalcy will come about is 
hard to say. Piers, docks, loading and 
unloading equipment and general har- 
bor facilities were destroyed in many 
ports of the world during the war. It 
will be a long time before those ports 
are returned to normal. Military neces- 
sities and the return of cur armed 
forces are bound to result in delay in 
the movement of commercial vessels. 
Ship crews and stevedores are not as 
well trained or experienced as in the 
days before the war. The usual normal 
competition between steamship com- 
panies for cargo has not as yet been 
resumed to any extent. All these are 
factors which influence insurance costs. 

“Underwriters continue to hope for 
improvement in the theft and pilferage 
situation. So far that is only a hope 
and reports received by the underwrit- 
ers from worldwide sources are not at 
this writing very encouraging. ‘Theft 
and pilferage are rampant in this port’ 
is a sentence taken from a recent re- 
port sent to marine underwriters here. 
From all this, it will be seen that the 
cost of marine insurance is bound to 
be somewhat higher than normal for 
some time at least, but this is very 
much in accordance with the trend of 
the times. 

“Prior to this war, basic marine rates 
had been forced down by competition 
both here and abroad to levels which 
were, in many instances, not profitable 
to the underwriters. This is not a 
healthy situation and it is hoped that 
improvement in conditions due to new 
aids to navigation and better vessels 
and crews will in time eliminate some 
of the heavy claims which were met 
prior to this war. Insurance rates must 
be high enough to pay losses, taxes, 
expenses and a normal expectancy of 
profit, and provide for a suitable reserve 
for those bad years that come up every 
so often. 

“The underwriters are continually 
working toward an improvement of in- 
surance conditions and have been very 
actively interested in the question of 
reducing .claims for theft and pilferage 
and improvements in packing. Merchants 
operate to sell or buy goods and not to 
collect claims from insurance companies, 
and it is to their interest to do every- 
thing possible to see that their goods 
are so packed that they arrive safely 
at their destination. Heavy and fre- 





| Heads Washington Office 








JOHN R. BARRETT 


As announced last week, John R. Bar- 
rett has been appointed resident mana- 
ger at Washington, D. C., for the Fi- 
delity & Casualty Co. He has been with 
the company for more than twenty-five 
years, his last assignment up to this time 
having been as agency supervisor at the 
Detroit branch office. As manager at 
Washington, he succeeds the late Frank 
B. Burdsall. 





quent claims bring about high insur- 
ance rates. Few and infrequent claims 
bring about profitable foreign trade and 
lower insurance costs. It may be that 
the release of many materials will im- 
prove the packing. Let’s hope so. It is 
of vital importance if this country is 
to successfully compete in the world 
markets.” 
* « * 
Bell Has Novel Experience 

W. Julian Bell, insurance adjuster of 
Miami, Fla., has had the novel experi- 
ence recently of being on the ground 
when a fire started. He was at Brown’s 
Airport, at Kendall, Fila., 
Miami, in connection with claims arising 


south of 


out of an airplane crash, then someone 
called fire, and he was eye witness to 
the spectacular fire which destroyed the 
hangar and seventeen planes. 

Due to the fact that a small hangar 
was discovered afire and one plane de- 
stroyed and then a short time later, the 
big hangar with sixteen private aircraft 
was destroyed, authorities have been in- 
vestigating the chance of arson, as the 
wind was in the wrong direction for the 
big hangar to have caught fire from 
sparks from the small one, and the big 
hangar had a steel roof and ‘walls of 
concrete block. Nothing has been un- 
covered in this direction. 

As to Mr. Bell’s presence on the 
scene, his friend, Carl Stenger, Jr., who 
is associated with his father in the Carl 
Stenger & Co., adjusting firm at At- 
lanta, says: “Some of his friends accuse 
him of profiting by the fire in view of 
the fact that he had a number of claims 
to adjust in connection with the de- 
stroyed planes. However, they do give 
him credit that in view of the multiple 
number of storm claims he was not 
badly in need of business at that time.” 

* * * 


St. Louis Refresher Class 


The G. I. Refresher Class of the In- 
surance Board of St. Louis, which was 
formerly called for opening on Novem- 
ber 5, has been postponed until Mon- 
day, December 3, so as to permit addi- 
tional students to enroll and take ad- 
vantage of the full course. A number 
of former service men have indicated a 
desire to take the course. 
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N. Y. Holds Up Revised 
Classification System 


DEPT. WANTS FULL ANALYSIS 





Dineen Tells IEA and National Board 
New System Should Be Studied 


First by Commissioners 





Permission to use the proposed revised 
fire insurance classification system in 
New York State will not be granted by 
Insurance Superintendent Robert E. 
Dineen “without subjecting it to a most 
careful analysis based on our completed 
tadies and that work of our depart- 
mental staff cannot possibly progress to 
the point where that can be done by 
January 1, 1946.” In a letter to the In- 
surance Executives Association, National 
30oard of Fire Underwriters and New 
York Fire Insurance Rating Organiza- 
tion the Superintendent draws attention 
to the National Board’s executive com- 
mittee notice to companies that the re- 
vised classification system would become 
effective January 1, subject to the ap- 
proval of the insurance commissioners at 
or after the meeting of the National As- 
sociation of Insurance Commissioners 
next month. (A story on the National 
Board action appears on page 30.) 

Supe rintendent Dineen assures the fire 
companies that the Department's phase 
of the work will be “pressed with vigor 
and that there will be no protracted de- 
lay.” What effect the New York action 
will have in delaying the effective date 
of the new classification system in other 
states remains to be seen. 


Would Avoid Premature Action 


“The progressive spirit,’ says Supt. 
Dineen, “which gave rise to the Insur- 
ance Executives Association classification 
plan, as well as the unity of purpose 
with the efforts of this Department, are 
highly gratifying, but we urge the wis- 
dom of avoiding a premature introduc- 
tion of the new classification until every 
reasonable effort has been made to free 
it from imperfections and make it com- 
pletely acceptable to this Department 
and to the National Association of In- 
surance Commissioners. 

“Here in the New York Department 
we are of the opinion that the public 
interest will best be served by continuing 
in effect for the time being the present 
classification system, with which we have 
lived for so many years, until the studies 
of the Department and of the special 
sub-committee of the National Associa- 
tion of Insurance Commissioners have 
been completed. 

“For over a year both the Insurance 
Executives Association and this Depart- 
ment have been carrying on separate 
but parallel studies of defects in the 
present fire insurance classification sys- 
tem, in use, with some revisions, since 
1915. This Department began an exhaus- 
tive research into fire insurance rating 
procedures in 1944 and for that purpose 
received a $25,000 appropriation from the 
1944 legislature, supplemented by a 
$40,000 appropriation in 1945 to continue 
these studies and studies of other rating 
structures in the business. 

“The work was undertaken because of 
dissatisfaction with statistics available to 
the Department in considering fire insur- 
ance loss and expense experience for the 
1943-4 rate revision. A group of qualified 
men under the direction of Deputy Su- 
perintendent Shelby C. Davis are making 
diligent inquiry into the present classi- 
fication methods not only of the Na- 
tional Board of Fire Underwriters but 
also of the methods followed in various 
parts of this country, such as those used 
by the Western Actuarial Bureau and in 
the states of Texas, Virginia, Washing- 
ton and Wisconsin. Much progress has 
been made in this undertaking of the 


Bryan Bell Dies at N. O. 


Bryan Bell, head of the insurance firm 
of Bell & Eaves, New Orleans, died last 
week. Mr. Bell, 67, had been inactive 
since January, 1943, when he suffered a 
heart attack. Mr. Bell was prominent 
in business and civic affairs. He served 
as president of the New Orleans Insur- 
ance Exchange and as president of the 
New Orleans Association of Commerce. 
He came to New Orleans in 1911 from 
California and went into the cotton seed 
oil business and in 1918 entered the in- 
surance business. 


Department but a substantial amount of 
work still remains to be done. 

“The Insurance Executives Associa- 
tion found it possible to present a pro- 
posed new schedule to the committee on 
fire insurance of the National Associa- 
tion of Insurance Commissioners at its 
June, 1945 meeting in St. Paul. The 
schedule was referred to a special sub- 
committee with instructions to give it 
study and report back to the committee 
on fire insurance. This sub-committee 
consists of Commissioners Harrington of 
Massachusetts, Allyn of Connecticut and 
Dineen of New York. 

“The (National Board) letter of No- 
veinber 5 makes no reference to any for- 
mal submission of the new classification 
to the New York Insurance Department. 
From that we assume that the National 
Board of Fire Underwriters, as the De- 
partment’s officially accredited statistical 
agency, intended to defer formal sub- 
mission to the Department until after 
the National Association of Insurance 
Commissioners had acted at the Decem- 
ber meeting.” 
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Urges Agents to Think 
About State Regulation 


MUST GET VIEWS PREPARED 





Fisher Tells R. I. Assn. Commissions 
and Qualification Matters Are Vital; 
Speaks of Finances 





Rhode Island agents were urged to 
make up their minds as to what thev 
are going to request, support or oppose 
in the way of state legislation regulat- 
ing insurance by President Carleton I. 
Fisher of the Rhode Island Association 
of Insurance Agents when he addressed 
the annual meeting in Providence on 
November 13. The state legislature has 
voted establishment of a legislative com- 
mission to investigate revision of the 
insurance laws, but members of the com- 
mission representing the House have 
not yet been appointed. Mr. Fisher 
feels the commission will be completed 
and do its work next year, reporting to 
the 1947 legislature. 

Mr. Fisher pointed out that there is a 
conflict of view between those who ad- 
vocate rigid rate regulation and those 
who support flexible regulation, and this 
question is of deep interest to agents. 

“Perhaps the foremost point of in- 
terest to us is the future of regulation 
as it affects our commissions,’ he con- 
tinued. “Are agents’ commissions go- 
ing to be subject to state regulation, 
directly or indirectly ? If so, will this 
be good or bad? 

“Directly akin to that is the question 
of limitation of agencies and agency 
qualification. When the statutes are be- 
ing revised will be the time to strongly 
advocate what we believe in along these 
lines. We have been unsuccessful in 
the past in strengthening our qualifica- 
tion laws, principally because of the op- 
position of the auto dealers’ lobby. If 
the insurance agents, in matters af- 
fecting their own livelihood, cannot out- 


(Continued on Page’ 28) 








READ YOUR LOCAL 
NEWSPAPERS 


Sean their news columns from cover to cover. You’ll find 


many surprisingly good leads for new business. New con- 


struction. New business enterprises. New residents in your 


community. Wedding announcements. And stories of losses 


by fire or other insured perils on which you can capitalize. 


Read the papers, follow up on leads, write new business, 


and remember “Springfield Group Service” helps to sell! 
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THE SPRINGFIELD GROUP 


W. B. CRUTTENDEN, President 


SPRINGFIELD FIRE & MARINE INSURANCE COMPANY 


CONSTITUTION DEPARTMENT 


SENTINEL FIRE INSURANCE COMPANY ° 
MICHIGAN FIRE & MARINE INSURANCE COMPANY 
NEW ENGLAND FIRE INSURANCE COMPANY 


SPRINGFIELD, MASS. 
SPRINGFIELD, MASS. 
SPRINGFIELD, MASS. 

. DETROIT, MICH. 
SPRINGFIELD, MASS. 


OF FIRE INSURANCE COMPANIES 
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Wallace in Support of 
Dues Schedule Revision 


TALKS AT N. Y. MEETINGS 


Discusses Future of NAIA Public Re- 
lations Before Agents at Lock- 
port and Rochester 





The first step toward inducing th: 
agents of New York State to subscrilh 
to the proposal advocated by many 
speakers at the recent meeting of thy 
National Association of Insurance 
Agents that the state associations rc 
vise their dues schedules so that thi 
NAIA public relations program may be 
financed under the budget, was taken 
by A. C. Wallace, Goshen, in his talk 
before the Lockport and Rochester 
regional meetings last week. 

Mr. Wallace, who is former president 
of the New York State Association oi 
Local Agents, its present national state 
director, and a member of the public 
relations sub-committee of the NAIA, 
has been closely linked to the NAIA 
public relations program since its in- 
ception. 

In his talks, he outlined the objectives 
and progress of the public. relations 
program, told how the present public 
relations fund raised by subscriptions 
among the members may be expected 
to carry on the program well beyond 
September 1, 1947, and said: 

Main Objective of Activities 

“My personal hope is that when we 
have become more skilled in our public 
relations technique, when we_ have 
learned to make public relations the 
main object of every one of our com- 
mittee activities, and when we have 
so revised our dues schedules as to 
make it possible, sometime after 1948, 
we can undertake a program of national 
advertising which will match that of the 
railroads and other great business asso- 
ciations. But that wiil take time, study, 
money and sacrifice.” 

Speaking of the developments at Chi- 
cago, Mr. Wallace said 

“Your committee believes that certain 
parts of the public relations program 
have been completed and that a change 
is now in order. 

“The period of study is past. The 
needs of the local, state and National 
Associations have been studied, digested, 
and documented. They are available to 
you all to study and use for the benefit 
of all. Certain equipment has been pro- 
vided, as I have outlined it to you. 
Some of it is general and fundamental, 
the manual, the plan and guide, ‘Your 
Insurance Agent,’ and the membership 
booklet. 

“Some of it is timely, such as Bank 
and Agent Auto Plan. And these parts 
will be supplemented and changed as 
cecasion requires. 

Question of Finances 

“The question of finances will need 
continuing study and decisions. But 
your comittee decided to recommend to 
the national executive committee that 
its work be now merged with that of 
the executive committee, and that the 
committee be discharged, to be suc- 
ceeded by public relations advisory com- 
mittee which will also have charge of 
publicity and publications. [This change 
was made at Chicago.] 

“Your committee believes that the 
counsel should be continued, but that 
the time will soon arrive when he will 
not be needed on the practically full- 
time basis which he has so far occupied 

“These changes will mean that public 
relations will function as the basic pol- 
icy of the NAIA through the executive 
committee, and will be the guiding prin- 
ciple and motive of all committees. 

“Thus, the entire activity work of the 
association will be integrated, and effi- 
cient. 

“Let us all realize that we have the 
personnel, the machinery, the plan for 
a tremendous national program of pul- 
lic education, requiring only the par- 
ticipation of every possible member and 
organization unit to assure extraordin- 
ary results.” 
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A. R. Phillips Dies; 
Head of Great American 


WAS WELL KNOWN EXECUTIVE 


Joined Group in 1912; Made President 
in 1944; Teamed With Koop in 


Direction of Companies 


Roy Phillips, 65, 

American Insurance Co., 
Insurance Co., and 
Rochester American Insurance Co., 
whose death on November 7 was an- 
nounced briefly in The Eastern Under- 
writer last week, was one of the most 
widely known fire insurance executives 
in the country. He had been in the 
insurance business since 1898, with the 
Great American since 1912 and president 
of the affiliated companies since April 
5, 1944. 

Mr. Phillips also served as vice-presi- 
dent of the following fire companies in 
the Great American Group: Massachu- 
setts Fire & Marine Insurance Co., 
\merican National Fire & Marine In- 
surance Co., Detroit Fire & Marine 
Insurance Co., County Fire of Philadel- 
phia and North Carolina Home Insur- 
ance Co. 

Mr. Phillips’ death was attributed to 

heart condition. He was taken ill at 
his office on the morning of November 
7, was removed to St. Barnabas Hos- 
pital at Newark, N. J., and succumbed 
early the next morning. No services 
were held in the East. The family left 
the night following Mr. Phillips’ death 
for Dallas, where services were held No- 
vember 12 and 13 at Westminster Pres- 


Alexander president 
f the Great 


\merican Alliance 


byterian Church. Interment was at 
Dallas. 

Mr. Phillips was born February 8, 
1880, at Waco, Tex. He was the son 


of a Texas business man who was in the 
hardware and implement business. The 
family moved to Abilene, Tex., 190 miles 
west of Dallas, “ahead of the railroad,” 
and young A. R. Phillips spent his early 
boyhood in Abilene. When Mr. Phillips’ 
father first went to Abilene he lived in 
a tent and later built the first frame 
dwelling in that town. 


Moved to Dallas 


When A. R. Phillips was twelve years 
old, the family moved to Dallas, and he 
attended the old Dallas Academy, a 
private school. He thought he was 
headed for the law or the ministry, 
preferably the latter, but his father met 
with financial reverses and in 1898 Mr. 
Phillips took a job with Captain D. E. 
Grove, a former Confederate Army 
officer and Mississippi River pilot, who 
had opened an office in Dallas as south- 
western manager for the Hartford Fire 
Insurance Co., his territory being Texas 
and part of Louisiana. Mr. Phillips en- 
tered the office as a clerk and as time 
went on he did a great deal of rating 
and inspection work, which proved val- 
uable experience as a background for 
his future years as an insurance com- 
pany executive. One of the first things 
he did in the field was to make a formal 
report on rice mills in the territory. 

In 1902, Mr. Phillips became a special 

igent for the Springfield Fire & Marine, 
mh T. J. Cornelius, with headquarters 
at Dallas, In 1906 he joined the Insur- 
ance Co. of North America in the north 
Texas field and in 1912, his long associa- 
tion with the Great American began. He 
stayed in the Texas field with the Great 
\merican until 1916 when he was called 
to the home office in New York. 

In New York, Mr. Phillips was 
assistant secretary and then was given 
supervision over the South. Soon after 
W. H. Koop, now chairman of the board 
of the companies, became president in 
1928, Mr. Phillips became supervisor 
of the agency department countrywide, 
having been advanced to secretary, and 
then, in 1923, to vice-president. 


Koop and Phillips 


The team made up of Mr. Koop and 
Mr. Phillips was often pointed out as 
one of the most effective in the fire 
insurance business. Mr. Koop in recent 
years has devoted himself largely to 


made 





Blank & Stoller 
PHILLIPS 


ALEXANDER R. 


financial matters and Mr. Phillips, as 
chief operating officer next to him, was 
an authority on rating, underwriting, 
agency affairs and all the technical de- 
tails of fire insurance. Their personal 
relationship was founded on trust and 
friendship, and when Mr. Phillips suc- 
ceeded Mr. Koop as president, while 
more responsibilities were assumed by 
the former, their harmonious working 
relationship continued. 

Mr. Phillips was a much-traveled 
agency executive, sometimes spending 
as many as sixty nights a year on sleep- 
ing cars. He continued to travel exten- 
sively. After being with the home office 
for a time, Mr. Phillips was asked to 
make a survey of office operations which 
resulted in a number of changes in the 
interests of efficiency. 

Organizational Activities 

Mr. Phillips’ participation in company 
organizational work has covered a wide 
field. This year he was reappointed 
chairman of the important committee 
on incendiarism and arson of the Na- 
tional Board of Fire Underwriters. He 
is former president of the Insurance 
Society of New York; has been chair- 
man of the Virginia and Texas con- 
ferences committees; was a director of 
the New York Board of Fire Under- 
writers and a member of the Fire In- 
surance Rating Organization’s govern- 
ing committee and of the executive com- 
mittee of the Eastern Underwriters 
\ssociation. He was a member of the 
Sons of the American Revolution and of 
the Southern Society of New York. 

Mr. Phillips was also a member of the 
board of governors of the New Jersey 
Fire Insurance Rating Organization and 
a director of the Factory Insurance As- 
sociation. He was a past president of 
the Drug & Chemical Club. 

Frank C. Christensen, executive vice 
president, America Fore Group, presi- 
dent of the Nat‘onal Board of Fire Un- 
derwriters, appointed the following com- 
mittee to draft a resolution for the Na- 
tional Board on the death of Mr. Phil- 
lips: 

National Board Committee 

B. M. Culver, president, America Fore 
Group; W. Ross McCain, president, 
Aetna Fire Group; George C. Long, Jr., 
president, Phoenix Insurance Co.; Har- 
old C. Conick, United States manager, 
Royal-Liverpool Group; Harold V. 
Smith, president, Home Insurance Co. 
Group. 

As president of the 
writers Association, J. K. Hooker, vice 
president, Automobile Insurance Co. of 
Hartford, appointed a committee to pre- 
pare a resolution for the EUA, made up 
as follows: : 

Messrs. McCain, Culver and Long and 
Ronald R. Martin, United States mana- 
ger, Atlas Assurance Co., and John M. 
Thomas, president, National Union Fire. 

Mrs. Phillips, who survives him, is 
the former Ann Garlington, whom he 
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Eugene La Tourette Dies; 
Adjuster for Many Years 


Eugene La Tourette, for many vears 
one of the most able and widely beloved 
adjusters in the New York City area, 
died October 31 in the Princeton Hos- 
pital, Princeton, N. J., as the result of 
an automobile accident. He was fatally 
injured earlier that ee while en 
route to Belle Mead, J., to meet his 
cousin, Guy La _ coon who is con- 
nected with the New York insurance 
brokerage firm of Smyth, Sanford & 
Gerard. 

Mr. La Tourette, who was 87 years 
old, had retired from insurance about 
fifteen years ago and at the time of 
his death was president of the Bound 
Brook Water Co. He was born in New 
Jersey and resided in a house in Bound 
Brook which had been in his family 
s'ncee 1738. During his nearly fifty years 
in insurance he was an independent ad- 
juster most of the time but also did 
a lot of work for the Home of New 
York and the Liverpool & London & 
Globe. He was one of the founders of 
the New York Fire & Marine Insurance 
Golf Association. 





SECURITY HONORS MAYER 


Buffington S. Mayer, Baton Rouge, 
was recently presented with a 25-year 
certificate by Chester E. Farrell, Louisi- 


ana state agent for the Security Insur- 
ance Co. of New Haven. 





Blue Goose Deputies 
And Committees Named 


Philip M. Winchester, most loyal grand 
gander of Blue Goose, has annonuced ap- 


pointment of deputy most loyal grand 
ganders and committees for the coming 
year. Among Eastern members named 


are the following: S. R. Howard, North 
sritish at Philadelphia, deputy-at-large for 
Eastern states; Richard C. Williams, Han- 
over at New York, deputy for New York 
City and New England; Paul M. Fell, 
Middle Department Rating Association, 
Philadelphia, eastern and western Penn- 
sylvania; Robert Martin, Baltimore, Mary- 
land and District of Columbia. 

Committee chairmen include H. O. 
Wolfe, Milwaukee, jurisprudence; consti- 
tution and by-laws, Col. Joseph R. Know- 
lan, Philadelphia; ritual, Mr. Fell; me- 
morial, Fred L. Bross, Newark; emblem, 
Harold Roberts, Baltimore; war activities, 
E. J. Beauvais, Quebec; war veterans ser- 
vice, Thomas Linnell, Minneapolis; public- 
itv, Edwin N. Eager, New York. 


R. B. Miller Baslsonad 
North America Officer 


R. Bruce Miller was this week re-elected 
to his former position as assistant of the 
Insurance Company of North America. 
lor the last three years he has been in the 
Navy, serving with the rank of commander 
in the office of the Port Director of New 
York. He will supervise the North Amer- 
ica Group marine loss activities. Curtis 
L. Clay will assist him in an advisory 
capacity. 





DARLINGTON’S NEW POST 
Horace Darlington, special agent cov- 
ering eastern Massachusetts and Rhode 
Island for the Norwich Union Fire since 
1936, is resigning that position and join- 
ing the staff of Gilmour, Rothery & Co., 


in the Boston office. Mr. Darlington, 
educated at Amherst College and Co- 
lumbia University School of Business, 


is past president of Bay State Club and 





former vice president of the New Eng- 
land Insurance Exchange. 
met and married before leaving Texas. 


three children; George C. 
Richmond, state agent for 
American in Virginia; Mrs. 
Hurt of Baltimore, 
is a lientenant in the 
Navy, and Helen M. 


There are 
Phillips of 
the Great 
Anne Elizabeth 
whose husband 
United States 

Phillips. 

The Phillips’ home is at Montclair, 
N. J., and Mr. Phillips owned a farm 
at Washington, Va., located within sight 
of the famous Skyline Drive. 








N. Y. Dept. to Study 
Collision Figures 


GAS RATION CREDITS ENDED 


Rate Adjustments Will Be Made if 
Necessary; Mileage and Use Rate 


Classification Suggested 


As published in The Eastern Under- 
writer last week the New York Insur- 
ance Department has issued a decision 


matter of withdrawing gasoline 


ration credits in collision rates for pri- 


in the 


vate passenger automobiles, stating that 
it has no alternative except to accept the 
National Automobile Un- 
derwriters Association, although it is re- 
luctant to do so because of rate in- 
creases granted early this year. The De- 
partment will shortly study experience 
data of NAUA companies and rate ad- 
justments will be made if necessary. 

The Department “suggests the logic of 
adopting for collision insurance a classi 
fication of risks differentiated by mile 
age and use of automobiles somewhat 
along the lines used in liability insur- 
ance for private passenger cars.” 

In presenting the decision of the New 
York Department Deputy Superinten- 
dent Walter F. Martineau states in 
part: 


filings-of the 


Department Decision 


“Under date of August 9 and August 
31, 1945, the National Automobile Un- 
derwriters Association submitted filings 
proposing to withdraw the gasoline ‘ra- 
tioning credits which have been in effect 
since December 1, 1942, as set forth in 
special Blue page 14A of the manual. 
These credits have been applied to pri- 
vate passenger collision premiums as fol- 
lows: 

‘20% for assureds holding only ‘A’ 
cards. (‘D’ cards for motorcycles). 

‘10% for assureds holding ‘B’ cards. 
(Supplemental cards for motorcycles). 

“Upon the discontinuance of the ra- 
tioning of gasoline by regulations of the 
OPA in August, 1945, the limitation with 
respect to mileage and use of automo- 
biles, by reason of such rationing, was 
removed. The holding of ‘A’ and ‘B’ 
cards cannot now be used as a basis of 
classification for differentials in rates. 

“As of January 31, 1945, this Depart- 
ment approved a filing of the NAUA 


which had the effect of increasing col- 
lision premiums on private passenger 
cars in this state. The increase aver- 


aged about 33%. The Department is now 
confronted with a further filing which 
would have the effect of adding 20% for 
former ‘A’ card holders and 10% for 
former ‘B’ card holders. The Depart- 
ment is reluctant ot remove these credits 
in view of the recent increase in rates as 
it means an additional premium for for- 
mer holders of ‘A’ and ‘B’ ration cards. 
However, the Department finds itself in 
the anomalous position of allowing a 
credit for a classification that is now 
non-existent so that it has no alterna- 
tive except to accept the filing. 

“The figures for the year ending Au- 
gust 31, 1945, have now been collected 
by the NAUA and are presently being 
compiled and will be submitted to this 
Department the early part of December 
at which time they will be carefully an- 
alyzed and rate adjustments made if 
necessary. The filing is accepted with 
instructions to the NAUA to accelerate 
the introduction and use of its new sta- 
tistical plan so that this Department 
will have the benefit of adequate statis- 
tical data to support any future rate 
filing.” 


NEW JERSEY WOMEN MEET 
_The monthly dinner meeting of the 
New Jersey Association of Insurance 
Women was held at the Military Park 
Hotel, November 15. Guest speaker was 
Thelma Nuremberg, American corres- 
pondent for the largest women’s publica- 
tion in the Soviet Union. Her subject 
was “Understanding Soviet Russia.” 
Miss Nuremberg wrote articles for the 
New York Times while she was in 
Russia, 
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Dreher Presents Five-Point Program 
For Post-War Production by Agents 


Presenting a blueprint for reconvert- 
ine successfully to port-war production, 
Col. Raymond C. advertising 
and sales promotion 
Boston and the Old Colony, opened the 
afterncon session of the annual meeting 
of the Rhode Island Association of In- 
surance Agents in Providence on 


November 13. 
In his. talk was entitled) “A 
Five-Point Program for Post-war Pro- 
Col. Dreher said that while the 
business of the average agent reached 
a new high during the war, most of that 
increase was not due to superior sales- 
manship, but to scarcity and rising re- 
nent costs and self-selling on the 
part of the public, who suddenly realized 
that their old automobiles, homes and 
furnishings had a war-time value that 
hould be protected with insurance. 


Much Selling Remains to be Done 

“But even with this push from the 
public,” he continued, “the sale of in- 
surance did not rise as rapidly as it 
should have.” In support of this state- 
iment, he quoted figures showing that 
while replacement costs for dwellings 
rcse 40% from 1940 to 19H, stock fire 
insurance premiums on dwellings, na- 
t'onwide, increased less than 7%. In 
arriving at this figure, Col. Dreher said 
that allowances had been made for rate 
reductions in some states. “This very 
small increase,” he said, “should make 
every agent who believes his selling 
methods and service are above reproach 
do some serious thinking.” 

To indicate the post-war sales 
sibilities, he said that almost all of the 
36,000,000 families of the United States 
have money to spend—over $2,800 per 
family. A U. S. Chamber of Commerce 
survey indicates that nearly $20,000,000,- 
000 will be spent for new automobiles, 
new homes and improvements for the 
home, for new furnishings and major 
household appliances. 

Turning to the subject of new pros- 
pects Col. Dreher said that returned 
veterans will represent over one-twelfth 
of our population and will make up the 
bulk of the new insurance prospects. 
The average agent, however, he said, 
will not need to go beyond his own 
customers to get the increase in premium 
income he wants. He then suggested 
five things the agent should decide to 
do now in order to take advantage of 
the present sales opportunities: “Study 
your territory; find out the compelling 
reasons that induce people to buy in- 
surance; learn the ‘plus qualities’ of 
your agency, analyze your accounts and 
change your selling technique to meet 
today’s conditions and back it up with 
the right type of advertising.” 

Agent Has Own “Sphere of Influence” 

In discussing the agent's territory, 
he said that every business, large or 
small, has its own “sphere of influence” 

the area in which it can operate with 
the best opportunity for success. It is 
the area where the agent is best known, 
the area from which he is taking out 
he greater portion of his business, and 
the area from which he can take out 
more business with less effort than from 
any other section. 

“Study this area carefully and con- 
tinuously,” he urged. “Only by know- 
ing it intimately can you unloose its 
insurance potentials.” He suggested 
that agents check with their local news- 
papers for merchandising facts and buy- 
ing habits, consult state development 
committee and the local chambers of 
commerce, be alert to changes in the 
area, know when vacant stores are to 
be tenanted, when permits indicate the 
construction of new property, when 
families move, and who the returned 
veterans are and what they plan to do. 

“Concentrating your selling efforts in 


Dreher, 
manager of the 


which 


duction,” 


place 


pos- 


this area makes sense,” Col. Dreher 
declared. “You're not making long 
jumps between calls. You see more 


people in less time. But concentrating 
on this definite area doesn’t mean that 
you will soon reach the saturation point. 
As one well known selling expert has 
put it: ‘You are not selling a standing 
army, you are selling a parade; part of 
your market every year is passing out 
and another part is coming in.’” 

Turning to buying habits and_ the 
reasons which induce people to buy in- 
surance, the speaker said that the aver- 
age family today spends about $45 for 
cigarettes and $36 for silk stockings a 
year. “It will willingly spend $81 a 
year for pleasure and satisfaction, but 
it hasn’t been convinced that it should 
spend at least the same amount for 
peace of mind and security,” Col. Dreher 
said. “This is a direct challenge to 
every insurance agent. 

Find Reasons Customers Buy 


“If you knew the basic reasons why 
your customers are buying insurance, 
you would be able to use: those same 


reasons to sell more insurance to more 


people of like. circumstances and reac- 
tions in your ‘sphere of influence,’ with 


little effort and in less time,” the speaker 
said. 

To find out these reasons the agents 
were urged to conduct a market analysis 
similar to the fact-finding and public 
opinions polls. The first step, Col. 
Dreher said, is to define the problem. 
Prepare a questionaire which lists ques- 
tions on buying habits, reasons for buy- 
ing insurance, interest in some forms of 
insurance and reasons for lack of in- 
terest in others, knowledge of insurance 
in general, and opinions about and sug- 
gestions on advertising and _ selling 
methods. This questionaire should be 
used as a guide in all interviews to get 
true results. 

The second step suggested is to select 
those who are to be called on, and in 
this connection Col. Dreher said that 
5% of the customer list should be suffi- 
cient. The agent will profit from every 
interview, he said. “You will find that 
the great percentage of replies will be 
quite similar. Reasons-why will be re- 
peated. These will be the compelling 
reasons. Act on them and the ease 
with which you will make new sales will 
astonish you. Instead of selling pros- 
pects, you will be helping them to buy.” 


“Plus Qualities” of an Agency 


Taking up the third point in his five- 
point program—learning the “plus quali- 
ties” of your agency—Col. Dreher ob- 
served that the instant an agency puts 
its finger on “what it has peculiar to 
itself” that wins and holds customers, 
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COL. RAYMOND C. DREHER 


its sales and advertising problems be- 
come clear. 

“If you were a business man who had 
just moved his plant to your commun- 
ity,’ he asked his audience, “where 
would you buy your insurance? From 
your agency? Or from one of the other 
good agencies? When you get back to 
your office, write down the answer t) 
that question—and the reasons. If your 
agency is the winner, feature the ‘rea- 
sons why’ in your personal selling and 
in your advertising.” 

He suggested that the agent study 
his service and ways to improve it, in- 
terview customers to find out why they 
placed their business with the agency, 
call on lost customers and find their 
reasons for moving to another agency, 
talk over the agency’s problems with 
field men and study successful agencies. 
“Then,” he said, “outline a logical pres- 
entation that gives your agency charact- 
er, that proves that all agency service is 
not the same, that will convince pros- 
pects that your agency has somethine 
of greater value to offer insurance 
buyers.” 

_ Turning to the advantages of analyz- 
ing the business on the agent’s books, 
Col. Dreher said that the first step in 
selective selling jis to determine what 
classes of insurance buyers are respon- 
sible for the greater share of the total 
business at the lowest cost per sale, 
and then to concentrate prospecting ef- 
forts on those selected groups and on 
those prospects that show definite signs 
of attaining their characteristics. 

_ “But don’t underestimate pent-up buy- 
ing power and personal ambition,” he 
cautioned. He illustrated the point by 
telling the story of a mid-west agent 
who for ten years renewed a household 
furniture policy for a worker in an auto- 
mobile factory. This year the policy 
was returned for cancellation. The agent 
checked up and found that his customer 
had quit his job in the factory four 
years ago and had started in business 
for himself. He now has a good-sized 
factory, employes sixty men and oper 
four trucks. The reason he had 
sent the policy in for cancellation was 
that he had sold the furniture, havin: 
bought new furniture for his recently 
purchased $26,000 home. 

Competition for Prospects’ Money 


Coming to the last point in the sug 
gested program, Col. Dreher said that 
selling methods will have to be re 
vamped to meet post-war conditions. 

“While there will be a real need fo: 
insurance and money to pay for it, thi 
does not necessarily mean that mor 
money will be spent for insurance,” h 
warned, “The wants of the public ar 
many and in excess of their income. 
Competition for the public’s dollar wil 
be keen. You will have to compete 


not only with other insurance agents 
but with other businesses and services 
This means that you must convince peo 
ple that they need insurance more tha! 
(Continued on Page 28) 
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GFPQHE Wak Is OVER, but our job is not...not 





yet. The Bonds you have already bought 
have fulfilled their promise of Victory. But 
though wars may end suddenly, their effects 
are felt for some time...one mighty effort, 
therefore, remains to us. 

Money is needed now: to bring back the 
men who have been fighting in the far cor- 
ners of the world — to pay for the medical 
care of the wounded, and for the myriad other 
expenses incidental to winning a great and 
terrible struggle. Money is also needed to 
restore that final. ingredient of peace... to 


return the men to peaceful occupations in 


the land they left. 











The best way to provide that money is 
through the purchase of Victory Bonds. 
That’s why our government is counting on 
you to complete the task by supporting this 
one last great drive—the Victory 
Loan. Talk the Victory Loan 


...advise the purchase of Vic- 


tory Bonds...and buy all the 





Bonds you can, yourself, now. 
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Hunter Brown Talks 
On Public Opinion 


SPEAKS IN SOUTH CAROLINA 





Says Greatest Public Relations Oppor- 
tunity Lies in Revision of 
Loss Adjustments 





Speaking on “Insurance and Public 
Opinion,” Hunter Brown, Pensacola, 
Fla., president of the National Associa- 
tion of Insurance Agents, addressed the 
annual meeting of the South Carolina 
Association of Insurance Agents at Co- 
-Jumbia, November 8 Mr. Brown said 
that the greatest public relations oppor- 
tunity in the insurance industry today 
lies in a revision of loss adjustment 
policy. 

“No phase of our business,” he said, 
“has a greater bearing on public opinion 
than the treatment the claimant receives 
in the adjustment of a loss. Too often, 
to the agent, to the adjuster and to the 
company, it is simply another loss, a 
common every-day occurrence, but in all 
probability to the policyholder or claim- 
ant, it is the event of a lifetime and the 
treatment he receives at the time by the 
agent, the adjuster and the company will 
leave an impression, good or bad, as 
long as he lives. Agents, adjusters and 
companies must actually feel and show a 
sympathetic attitude at the time of the 
loss. We should try and put ourselves 
in the place of a policyholder or a claim- 
ant who has the loss, and treat him as 
we ourselves would be treated if it were 
our claim.” 

Aware of Problem 

However, Mr. Brown said that leaders 
in the business are aware of this prob- 
lem and opportunity. He said: “When a 
lot of prominent people in our business 
begin thinking and talking about and 
showing concern for public opinion, it 
is a sure sign the insurance industry and 
the insurance agency system is headed in 
the right direction. Any business so im- 
pressed with public necessity, as is insur- 
ance, must be conducted not only on the 
basis of a square deal, but conducted in 
a manner to inspire complete confidence 
and to bring good will between that in- 
dustry, the agents of the industry and its 
many customers, 

“We ask what is good will? The 
United States Supreme Court has de- 
fined it as being, “The disposition of a 
pleased customer to return to the place 
where he has been well treated.’” 

Mr. Brown, speaking with emphasis, 
stressed the fact that another of the 
important aspects of the business bear- 
ing on public opinion and affecting good 
will, is qualification of agents through 
education. Said Mr. Brown: “Qualifica- 
tion of agents should head the list.” He 
criticized company appointments in 
years past as being on a “catch as catch 
can” basis, thus resulting in “hit or miss” 
agency operation. “But this condition,” 
said Mr. Brown, “is changing.” 

Quotes E. C. Stone 

Quoting Edward C. Stone, head of the 
Employers’ Group, in a talk at Poland 
Springs, Maine, recently, Mr. Brown 
pointed out that Mr. Stone had empha- 
sized the importance of the human side 
of the business and stressed and urged 
that we keep ever in mind the interest 
of the public, making plain that in this 
respect the endeavors of the agents were 
identical. 

Stressing the professional nature of 


BROOKLYN BROKERS ELECT 





President Clark and Others Continued in 
ffice; Annual Dinner To Be 
Held on March 21, 1946 
Thomas J. Clark, Clark Realty Co., 
has been reelected president of the 
Brooklyn Insurance Brokers’ Associa- 
tion. Other officers reelected last week 


are as follows: first vice president, Max 


A. Pulver; second vice president, Leo 
\V. Doherty; third vice president, Alfred 
J. Jaffe; secretary, Harry G. Ellis; 
treasurer, E. C. MacCormack; counsel, 
Fred Flatow. 

Victor A. Gauthier continues as chair- 
man of the executive committee and 
other members are as follows: N. Lee 
Colin, J. E. Fries, Myron Gillespie, Alex 
Goldberger, H. Lester Heistad, Paul H. 
Hempel, William J. Kennedy, Max 
Klotz, Peter A. Locke, Mortimer L. 
Nathanson, Herbert J. Pohs, Fred H. 
Schmidt and John B. Swift. 

Officers will be installed at the next 
meeting of the Brooklyn Brokers Asso- 
ciation on Wednesday, December 12. 

The 1946 annual dinner of the asso- 
ciation has been fixed for Thursday 
evening, March 21, in the grand ballroom 
of the Hotel St. George in Brooklyn. 
The following committee for the dinner 
has been appointed: James J. McCourt, 
Jr., chairman; Max A. Pulver, vice chair- 
man; James W. Smith, secretary; Ed- 
ward C. MacCormack, treasurer; Peter 
A. Locke, publicity; Frank A. Badalato, 
Charles A. Buermann, Jr., Leo V. Do- 
herty, J. E. Fries, A. Goldberger, Harold 
J. Hart, Paul H. Hempel, Mortimer L. 
Nathanson and Al Roth. 





competent insurance operations, Mr. 
3rown said, “Did you ever observe the 
personality and characteristics of a suc- 
cessful physician or specialist? He is 
necessarily a very busy man. However, 
when you get into his office or he into 
your home, you are given the impression 
that you are his only patient. Your 
troubles are his troubles and by the very 
presence of the man you feel better.” 
Mr. Brown stressed that adjusters fol- 
low such a procedure and cultivate such 
characteristics. Stressing the responsi- 
bility of the agent, Mr. Brown said, “It 
is important to tell the assured what his 
policy will do, but I contend that it is 
far more important to tell the assured 
in detail just what the policy will not do.” 
And, said Mr. Brown, “Companies, to 
be consistent, should see to it that some 
of the same aggressiveness used in se- 
curing business is displayed in the ad- 
justment and payment of losses.” 
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New Hampshire Agents 
Name Everett President 


WOMEN REELECT MISS CHALLIS 





Governor Dale, Commissioner Knowlton, 
Hewitt and Whipple Speak at 
Manchester Meeting 





Douglas N. Everett, Concord, was 
elected president of the New Hampshire 
Association of Insurance Agents at its 
annual meeting in Manchester, Novem- 
ber 9, and Margaret Challis, also of Con- 
cord, was reelected president of the New 
Hampshire Insurance Women’s League, 
meeting at the same time. The two or- 
ganizations held separate business meet- 
ings at the Carpenter Hotel in the morn- 
ing, and met jointly in the afternoon and 
evening. Chief speakers at the banquet 
were Governor Charles M. Dale, Insur- 
ance Commissioner Donald Knowlton 
and Charles C. Hewitt of Boit, Dalton & 
Church, Boston. Von J. McPherson, 
Claremont, retiring president, was toast- 
master at the banquet. Other officers 
elected with Mr. Everett were: Fred- 
erick Gardner, Portsmouth, first vice 
president; Warren Dodwell, Manchester, 
second vice president; Robert Harrison, 
Lebanon, third vice president; Stowe 
Wilder, Portsmouth, secretary-treasurer ; 
Robert Perkins, Manchester, national 
director, and executive committee: Von 
J. McPherson, Claremont, Louis Hazen, 
Nashua; Norman Trask, Keene; Hayes 
Sawyer, Ossipee; George Clark, Lisbon; 
Kenneth Kendall, Rochester; and John 
Bellows, Peterborough. 

Elected by the insurance women with 
Miss Challis were: Margaret McDonnel, 
Manchester, vice president; Elizabeth 
Crosby, Concord, secretary-treasurer. 

Recommend Auto Law Study 

The agents’ association, at its busi- 
ness session, adopted a resolution to 
recommend to the Motor Vehicle De- 
partment that an investigation be made 
to determine the desirability of an 
amendment to strengthen the state’s au- 
tomobile financial responsibility law. 

Principal speaker at the afternoon ses- 
sion was Gregory B. Whipple, inland 
marine underwriter of the New Hamp- 
shire Fire Insurance Co., who spoke on 
the personal property floater. 

Governor Dale Speaks 

Governor Dale referred to Federal 
control of insurance as “dangerous” and 
revealed that New Hampshire contem- 
plates legislation to cover the field of 
insurance regulation so that the Federal 
Government will not step in. 

Commissioner Knowlton spoke at 
length on Public Law 15 and expressed 
the hope that the efforts of the all- 
industry committee and the Federal 
legislation committee of the National 
Association of Insurance Commissioners 
will result in “the establishment of a 
fair and well-considered pattern for 
dealing with the impact of Public Law 
15 on the insurance business and that 
the states will uniformly follow that pat- 
tern.’ 

Mr. Hewitt, speaking on “Insurance 
Regulation of, or for, the Public,” said 
that if the insurance industry is to be 
kept flexible it must resist Federal con- 
trol and that under the new Federal 


legislation, the public as well as the in-. 


surance industry is faced with regula- 
tion. 
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Royal-Liverpool Seeks 
Agents’ Views on Ballots 


In order to ascertain the views of its 
producers the Royal-Liverpool Group re- 
cently mailed to all agents representing 
fire and marine companies in the group 
a booklet entitled “Here Is Your Seat at 
Our Conference Table.” Agents are 
asked to tell, by check marks on ballots, 
which they detach and return to the 
companies, whether they consider vari 
ous services of the companies as good or 
poor. 

They are invited also to offer sugges- 
tions for improvement of company serv- 
ce, 

A foreword states that “We want 
Royal-Liverpool facilities in this post- 
war period to be as nearly 100% as it 
is humanly possible to make them. So 
the whole purpose of asking you to sit 
in on this conference is to help you. 
We'll await your ballots with keen in- 
terest and assure you that your com- 
ments, criticisms, and suggestions wiil 
have our most careful consideration.” 

This excellent step by the group in 
seeking agents’ views is meeting with 
wide favor and suggestions asked for 
are now being received in a gratifying 
response. “Voting returns” will be tabu- 
lated on punch card equipment and the 
expressed preferences and suggestions 
will serve as a helpful guide in gearing 
service facilities to meet changing con- 
ditions. 

Subjects covered by the booklet. in- 
clude field service, production meetings, 
agency management, daily reports anid 
agent’s record, advertising, surveys and 
analysis, automobile and aviation insur- 
ance, brokerage, reporting fire forms, in- 
land and ocean marine, 





Winthrop Hamlin Dies 


_ Winthrop A. Hamlin, sales editor in the 

New York office of the Insurance Field 
and a veteran newspaperman, died Novem- 
ber 13 in New York City after a long 
illness. He was 55 years of age and hai 
been connected with insurance since 19.3. 
Well known in New York circles for lis 
articles on the business and its people he 
entered insurance as an agent for thie 
Equitable Life Assurance Society. After 
a year and a half with the company lic 
went with the Spectator and wrote for that 
insurance journal for eight years. He join- 
ed the Insurance Field in April, 1943. A 
quiet person Mr. Hamlin nevertheless pos- 
sessed a sense of humor often evident in 
his articles. 

Born in Beloit, Wis., in 1891, he was 
educated at Storm King School and Har- 
vard University. He spent several years 
in trade paper work in New York and 
Chicago and while in this city was suc- 
cessively with R. G. Dun & Co. and the 
Standard Statistics Co. From 1924 to 
1933 he was in Europe for the Paris edi- 
tion of the New York Herald-Tribune. 
Mr. Hamlin is survived by his mother, 
who resides in Newburgh, N. Y. 
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This advertisement 
is appearing in 
current issues of 
rational magazines. 


Advertising material 
is available for your 
local use - - reprints, 
poster, newsmats 
and folders. 


WRITE TO THE ADVERTISING 
DEPARTMENT, 80 MAIDEN LANE, 


“Confound it—-Dim your lights!” NEW YORK 8, N. Y. 


Ogden Foresythe* may be in a spot,—but 





aside from being annoyed he is not unduly 
perturbed. Living up to his name, as 


usual, his foresight has forestalled loss. 


He has the new F. & C. Family Theft policy which insures not 
only him, but his family residing with him—both on and off 
the premises. 





mi Included in this policy are mysterious disappearances and 
property damage, except fire, caused by thieves. Many other 
features make it the most complete theft protection obtainable. 


It costs only $10.00 for $1000. protection in one or two 
family residences; apartments or hotels $12.50, except in a 
few territories where rates are slightly higher. 





Be foresighted too! Call our representative. If you do not 
know his name, write us at 80 Maiden Lane, New York 8, N. Y. 


*pronounced FORESIGHT’ 


THE FIDELITY and CASUALTY COMPANY 1, 


OF NEW YORK 
A Member Company of 
THE AMERICA FORE INSURANCE AND INDEMNITY GROUP 


P FRANK A. CHRISTENSEN 
Sse which includes the following companies Vice President 
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THE CONTINENTAL INSURANCE CO. © FIDELITY-PHENIX FIRE INSURANCE CO. ¢ NIAGARA FIRE INSURANCE CO 
MARYLAND INSURANCE CO. AMERICAN EAGLE FIRE INSURANCE CO © FIRST AMERICAN FIRE INSURANCE CO 


THE NEW F. & C. FAMILY THEFT POLICY 
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Missouri Governor at 
Insurance Gathering 


PRESENTS NEW SUPERINTEND’T 





Gov. Donnelly Introduces Supt. Jackson 
at Meeting of Fire Prevention Assn. 
and Underwriters Assn. 





Phil M. Donnelly of Mis- 
souri, appearing as a guest at a dinner 
of the Missouri State Fire Pre- 
vention Association in Jefferson City on 
November 6, formally presented Owen G. 
Jackson, St. Louis attorney and resi- 
dent of Webster Groves, Mo., 
confirmed by the Missouri Senate as 
Superintendent of the Missouri Insur- 
ance Department, to the assembled field 
men present. 
who for 


Governor 


meeting 


recently 


and other insurance 

Governor Donnelly, 
years has been interested in the general 
bearing his name in 
in introduc- 


men 
many 


insurance agency 
town of Lebanon, 
Jackson also took advantage of 
the occasion to pay fine to Mr. 
Jackson's predecessor Edward L. Scheu- 
fler, Kansas City attorney, for his excel- 
Missouri De- 


his home 
ing Mr. . 


tribute 


lent administration of the 
‘partment since September 1, 1941. Mr. 
Donnelly at no time give any political 
color to his short address and in speak- 
ing of Mr. Scheufler’s record his atti- 
tude was much like that of the head of 
a large industry telling of the departure 
of a highly regarded employe for an- 
other field of endeavor. Mr. sage coscned is 
a Republican politically while Governor 
Donnelly is a Democrat, as is Mr. Jack- 
son. 
George Cook Presides 

The dinner was presided over by 
George Cook of Kansas City, Mo., state 
agent, Providence, Washington, who is 
president of the Missouri State Fire 
Prevention Association, of which R. L. 
Bolling, St. Louis, state agent, Sun of 
London, is secretary. 

Superintendent Jackson in turn pre- 
sented his new deputy superintendent of 
insurance, Glenn D. Evans of St. Louis. 
who recently resigned from the position 
of director of the insurance and work- 
men’s compensation department of the 


Associated Industries of Missouri, to 
accept the Insurance Department post. 

Mr. Scheufler, who officially retired 
from the superintendency on November 
12, was also a guest at the dinner and 
spoke briefly. He indicated that he in 
turn has a high regard for Governor 
Donnelly and Mr. Jackson, his successor, 
whom he has known for some time. He 
said he would assist Superintendent 
Jackson in every way possible in con- 
nection with his Insurance Department 
duties. It will be recalled that Mr. 
Jackson recently accompanied Mr. 
Scheufler to Chicago for the meeting of 
the Federal legislation committee of 
the National Association of Commis- 
sioners and the annual meeting of the 
American Life Convention. 

Other guests at the Fire Prevention 
Association dinner included Frank Lorin, 
who has been deputy superintendent un- 


der Mr. Scheufler; W. O. Owen, the new 


chief rater for the Insurance Depart- 
ment; John J. O'Toole, secretary, F. D. 
Hirschberg & Co., St. Louis, national 
director from Missouri for the National 
Association of Insurance Agents, and B. 
G. Gregory, executive secretary, Mis- 
souri Association of Insurance Agents, 
and manager, Insurance Board of St. 
Louis, George F. King of the Standard 
Insurance Agency, Inc., Columbia, Mo., 
recently elected president of the Mis- 
souri Association of Insurance Agents, 
was unable to get to Jefferson City to 
attend the dinner. He arrived for the 
meeting of the Missouri Fire Underwrit- 
ers Association the next day, which was 
presided over by Tilford G. Webster of 
St. Louis, state agent, Home of New, 
president of that association. 

Features of the Fire Underwriters As- 
sociation gathering were an address on 
“Highlights of the Recent Annual Meet- 
ing of hte National Association of In- 
surance Agents,” by John J. O’Toole, 
and presentation of the Aetna Compan- 
ies’ fine motion picture on “The Bank 
and Agents Auto Plan,” with a talk by 
B. G. Gregory in connection with the 
running of the film. For this feature the 
ire Underwriters Association had in- 
vited a number of bankers and insur- 
ance agents from central Missouri, in- 
cluding Jefferson City, Columbia, Fulton, 
Sedalia, etc., to attend, see the picture 
and hear Mr. Gregory explain how well 
the plan is working in the St. Louis 
area, 


Fireman’s Fund Conference 
On Post-War Developments 


A conference for the purpose of set- 
ting up post-war development plans on a 
nationwide scale was held last week at 
the head office of the insurance compan- 


ies of the Fireman’s Fund Group. 
Charles C. Hannah, president of the 
companies, presided at the sessions 


which were expected to last approxi- 
mately ten days. 

Participating in the discussions in ad- 
dition to the companies’ executives sta- 
tioned at the San Francisco headquar- 
ters were James F. Crafts, first vice 
president in charge of fire, automobile 
and marine lines with headquarters in 
New York and Boston; Richard V. 
Goodwin, first vice president in charge 
of the casualty and surety operations 
with headquarters in New York; Vice 
President and Western Department 
Manager Edward D. Lawson, in charge 
of fire, automobile and marine opera- 
tions with headquarters at Chicago; 
Vice President and Atlantic Marine De- 
partment Manager Leslie J. Haefner, in 
charge of eastern marine operations 
with headquarters in New York; East- 
ern Department Manager Fred H. 
Morasch, in charge of fire and automo- 
bile business with headquarters in Bos- 
ton, and Frank A. Sewell and John H. 
Dillard, associate managers in charge of 
fire and automobile business at Southern 
department headquarters in Atlanta. 





Fire Assn. Creates New 


Sales Development Dept. 


The Fire Association Group announces 
promotion of Special Agent A. E. Dun- 
can, Jr., to the position of sales develop- 
ment manager at the head office in Phil- 
adelphia. This is a new post coordinat- 
ing the advertising, publicity and sales 
promotion of these companies. 

Mr. Duncan comes from the field, hav- 
ing been for some years special agent 
in Maryland, Delaware, District of Co- 
lumbia and ‘southeastern P ennsylvania. 
During his long career he has served on 
many committees of the Middle Depart- 
ment Rating Association and is a past 
president of the Pennsylvania Field Club 
of Harrisburg, the Underwriters Club of 
Philadelphia and Delaware-Maryland In- 
surance Field Club of Baltimore. 




















American Insurance Company, Newark, N. J. 
Continental Insurance Co., New York, N. Y. 
Fidelity-Phenix Fire Insurance Co. of N. Y., N. Y. 
Fire Association of Philadelphia, Pa. 

Glens Falls Insurance Co., Glens Falls, N. Y. 
Great American Insurance Co., New York, N. Y. 


Bankers Indemnity Insurance Company 
Fidelity & Casualty Company of New York, N. Y. 
Glens Falls Indemnity Co., Glens Falls, N. Y. 


COMPLETE AMERICAN INSURANCE COVERAGE for 
CAPITAL and PROPERTY in FOREIGN COUNTRIES 


Fire and Marine Member Companies 





Casualty Member Companies 





Branches and Agencies in Principal Countries Throughout the World 


AMERICAN FOREIGN INSURANCE ASSOCIATION 


Organized 1918 


80 Maiden Lane, New York 7, N. Y. 


Hartford Fire Insurance Co., Hartford, Conn. 

Home Insurance Company, New York, N. Y. 

Phoenix Insurance Company, Hartford, Conn. 
Springfield Fire & Marine Ins. Co., Springfield, Mass. 
St. Paul Fire & Marine Ins. Co., St. Paul, Minn. 
United States Fire Insurance Co., New York, N. Y. 
Westchester Fire Insurance Co., New York, N. Y. 


Great American Indemnity Co., New York, N. Y. 
Hartford Accident & Indemnity Co., Hartford, Conn. 
Home Indemnity Company, New York, N. Y. 

St. Paul Mercury Indemnity Co., St. Pani, Minn. 


Tel. WHitehall 3-2364-5-6-7-8-9 








CONN. FIELD CLUB MEETING 
Hear State Police Officers; Committe 
Chairmen Report; Giles Wel- 


comed on Rejoining 


The Connecticut Field Club met 5 - 
vember 5 at Hartford. The meeting \.s 
presided over by President Donald \, 
Dick, special agent, Morley, Watson & 
Baldwin. 

Lieutenant Mulcahy of the Connec:'- 
cut State Police Department spoke | 
fore the group, his subject being “The 
Activities of the State Police Depart- 
ment, State of Connecticut.” Licutenant 
Mulcahy was assisted in his program 
by Student Officer Putts of the Bethany, 
Conn., barracks. 

During the business section of the 
meeting, Special Agent Arthur G. Tyrol, 
chairman of the public relations com- 
mittee, reported on the activities of that 
committee, stating that several speakers 
had been supplied to civic organizations 
meeting in the Connecticut Field Club 
territory. 

John Gray, special agent of the Phoe- 
nix Fire Insurance Co., chairman of the 
program committee, gave a detailed re- 
port of the activities of that committee. 

Special Agent A. Morton Dexter of 
the Insurance Co. of North America 
and a member of the executive commit- 
tee of the New England Insurance Fx- 
change gave a detailed report of a meet- 
ing held in Boston on November 1. 

President Dick welcomed back into 
the membership of the Connecticut Field 
Club E. Stewart Giles, divisional mana- 
ger of the Springfield office of the New 
England Fire Insurance Rating Asso- 
ciation. President Dick also announced 
that the members of the Connecticut 
Field Club had been invited to attend 
the Friday, November 9, meeting of the 
Connecticut Association of Insurance 
Agents at Hartford. 





Florida Acts to Prevent 
Post-War Rise in Arson 


Florida Insurance Commissioner J. 
Edwin Larson, who fears heavy fire 
losses during the “after the war’’ period, 
called a school for deputy state fire mar- 
shals at the Windsor Hotel, Jackson- 
ville, November 12. City fire marshals, 
chiefs and assistant chiefs, of fire de- 
partments, and kindred officials attended. 

“Tt is the consensus that this country 
faces its worst crime wave during the 
next few years, and that the crime of 
arson will be more prominent than at 
any time in the history of the country,” 
says Mr. Larson. “And in order to pre- 
pare as much as possible against the 
success of such a wave in Florida, | 
arranged for this school.” 

On the program of the session were 
two National Board of Fire Underwrit- 
ers’ experts, A. Bruce Bielaski, assistant 
general manager, and S. L. Stevens, spe- 
cial agent. 

Other speakers were J. B. Chancey, 
deputy fire chief, Jacksonville; A. M 
Willis, chief of Fire Prevention Bureau, 
Miami; F. L. Andrews, city marshal, 
Jacksonville; Dr. W. G. Miles, clinical 
director, Florida State Hospital: Carl B. 
Davis, chief deputy state fire marshal. 





Employers Fire Issues 


New Jewelry, Fur Contract 

A simpler, newly-designed _ single 
sheet contract for insuring either avety 
or furs, or a combination of both, has 
been issued by the Employers’ Fire. 
Known as the all-risks jewelry and fur 

policy, this new contract has a time- 
saving feature. It is designed so that 
it permits completion by typists at 2 
single insertion in the typewriter (t! 
filing face is on the bottom of tlic 
policy instead of the back.) 

These new policies are set up with 
snap-out carbons and are considered |! 
the company officials and the agent 
who have already used them a mark« 
convenience to the agency in preparati: 
and handling. 


The Heffner Agency, Inc., 123 William 
St., New York, has been appointed a" 





agent for American Policyholders’ of 
Boston. 
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~ Conflagration Tested— 
Royal enters its 2°¢ century 


This year, as Royal observes its 100th Anniversary, 
we look back with justifiable pride on its century of 
service. In that period Royal has grown from one 
small office in Liverpool to an international organ- 
ization, with world-wide representation. 


During its first fifty years of operations in the 
United States Royal passed the test of the three 
historic conflagrations here pictured, meeting losses 
from these disasters of approximately $8,000,000. 
All claims were promptly paid in full. 


Royal’s prompt and equitable claim settlements. 
—not only in disasters caused by fire, windstorm, 
or other hazards, but in losses involving an individ- 
ual risk—have made the Royal shield a symbol of 
dependability and good faith. Coupled with that 


security, too, are country-wide and world-wide 
service facilities which meet the most exacting de- 
mands of agents and brokers in caring for the needs 
of their clients. 
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Belknap 50 Years 
With National Fire 


HEAD EXAMINER N. Y. C. DEPT. 


Stationed at Home Office in Hartford 
Where He Started When Company 
Was at 95 Pearl Street 


Charles H. Belknap, head examiner, 
New York City underwriting department 
home offce, completed fifty years 
with the National Fire of 
November 11. He started 


at the 
of service 
Hartford on 


BELKNAP 


CHARLES H. 


with the company when its home office 
was situated at 95 Pearl Street, Hart- 
ford, and consisted of one building, and 
has been continuously in its employ 
through its progress to the new and 
modern building located at Asylum Ave- 
nue and Woodland, Collins, and Atwood 
Streets, which is also the executive and 
administrative office for the other com- 
panies of the National Fire Group, 
namely, the Mechanics & Traders, Trans- 
continental, Franklin National of New 
York, and United National Indemnity. 

In his fifty years of active service 
Mr. Belknap has seen the impressive 
growth of the fire insurance business 
throughout several depressions, booms, 
and conflagrations, and is today actively 
and keenly interested in the progress of 
the business with which he con so long 
served. He is well and favorably known 
among the insurance fraternity. 

Mr. Belknap is a son of the late 
l.everett Belknap, a former partner in 
the old Belknap and Warfield stationery 
and book store, now known as Wit- 
kower’s, and is a long-time resident ot 
West Hartford, where he and Mrs. Belk 
nap reside. He has one daughter and 
one granddaughter. 


Pittsburgh Women C Observe 
Third Anniversary of Club 


The Insurance Women of Pittsburgh 
celebrated the third anniversary of the 
organization with a dinner in the Gold 
Room of the Roosevelt Hotel, November 
13. when a number of insurance men of 
Pittsburgh were special guests of honor. 
The program was in charge of Helen 
Reichenbach, chairman of the entertain- 
ment committee. 

The first social event to further the 
association’s philanthropic work, a fash- 
ion show at the Poogs & Buhl depart- 
ment store, was held October 27, in 
charge of Betty Marzolf. Tucker & 
Johnson, chairman of the projects com 
nuttee 


HUETHWOHL IN OWN OFFICE 
Walter Huethwohl, New York insur- 
broker who has been in the busi- 
ness many years, is again operating his 
own firm with headquarters at 80 Maid- 
en Lane. 


ance 








N. Y. Square Club to Hold 
Open Night November 19 


The Insurance Square Club of New 
York will hold its annual open night 
meeting on Monday evening, November 
19, at the Drug & Chemical Club. First 
Vice President Leighton FE. Halsey, 
Phoenix of Hartford, reports that at- 
tendance at the twenty-third annual 
dance at the Hotel St. George on Fri- 
day evening, December 7, will be large. 
He is in charge of arrangements. 





Carleton Fisher 


(Continued from Page 20) 

auto dealers, it is just too 
is a matter of internal or- 
which we are sadly defi- 


lobby the 
bad, but it 
ganization in 
cient. 

“The past year has seen the adoption 
in Rhode Island of the 1943 New York 
standard fire policy, which is a long step 
forward in the nublic interest. The 
passage of this legislation was strongly 
supported by this association. 

“With the expected increase in auto- 
mobile accidents staring us in the face 
it seems quite apparent that our legis- 
lature should also completely overhaul 
our auto financial responsibility to make 
it conform more to the modern pattern 
of such laws similar to that of New 
Hampshire.” 

Wants Active Local Boards 

President Fisher deplored the inactiv- 
itv of the local boards in Rhode Island 
and said it is imperative that these 
boards be revitalized and in addition 
boards should be organized in cities or 
counties where they do not now exist. 
He believes the membership of the state 
association, now at an all-time high, 
can go well over the 200 mark if a 
membership campaign is developed. Add- 
ed members would give the association 
more money, he said. 

“In order to work the national public 
relations program into the regular 
budget of the National Association after 
the present funds that were raised 
through voluntary contribution are ex- 
hausted, which will be the vear begin- 
ning September 1, 1947, it has been sug- 
gested that the dues payable by the 
state associations to the National As- 
sociation would have to be increased 
150%,” Mr. Fisher said. “This is goin~ 
to present a local problem as to revision 
of dues scales, the solution of which is 
not now apparent. The adjoining state 
association of Massachusetts has alreadv 
voted to amend its constitution to in- 
crease its dues solely to pay local ex- 
penses while Connecticut is planning to 
do the same thing in order to finance 
employment of a full-time secretary.” 


PPF in Canada 
(Continued from Page 1) 


rates, rules and forms represent a total 

of more than 90% of the business. 

“The committee has, therefore, de- 
cided that the rates, rules and forms, 
as approved at _ meeting, will go into 
effect on January 1, 1946, for new busi- 
ness and on February 1, 1946, for re- 
newal business. It is expected that all 
the necessary material will be available 
for distribution in ample time before 
these dates and members will be ad- 
vised in the near future how they can 
obtain it. It is not expected that mem- 
bers will allow pro rata cancellation 
for the purpose of rewriting the busi- 
ness before the effective dates. 

“It is proposed to carry on an in- 
tensive educational campaign to explain 
the new form, rates and rules to com- 
pany field men and to agents through- 
out both provinces. This is being under- 
taken in cooperation with the officers 
of the provincial agency associations and 
will be commenced as soon as_ the 
printed material is available. These as- 
sociations have been addressed at their 


annual meetings and have approved the 
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work being done by the conference to 
stabilize this business.” 
Principal Changes 

In most cases, according to Mr. 
3ethune, in reference to the changes 
which are coming into effect on Janu- 
ary 1, the changes are to be in form 
rather than in rate. The most important 
change is the adoption of a mandatory 
$15 deductible clause, applying to all 
perils at ‘standard rates. This may be 
removed for an additional premium. 
This, Mr. Bethune states, is the main 
change and should not only improve the 








loss ratio but should also remove a 
source of annoyance to both agents 
and companies without any real hard- 


ship to the assured. 

Other changes also coming into effect 
are as follows: The cover is limited to 
the insured, the wife and/or husband 
and their unmarried children of the 
same household. Other members of the 
family of the same household can be 
named by endorsement if cover for them 
is desired. The cover is restricted to 
Canada, Newfoundland, Continental 
United States and Alaska. The cover 
on unscheduled jewelry, etc., is $500 in all 
situations except against loss from fire 
and supplemental perils in the residence 
when the full main item amount applies. 


Somewhat more restricted are water 
craft, goods in storage and fine arts. 
Sporting equipment is excluded from 


loss due to the use thereof and _ busi- 
ness equipment at other locations is 
more specifically treated. There are a 
number of other minor changes for the 
purpose of clarifying the cover but 
these do not materially restrict it. 
Mandatory Survey Form 


Another important innovation as of 
January 1 will be the adoption of a 
mandatory survey form applicable to all 
new business. This form is not to be 
binding on the assured or to form part 
of the policy. It is designed to accom- 
plish two things, to develop proper in- 
surance to value and to assist the agent 
in selling the policy. It is claimed that 
far too many policies are sold on the 
basis of minimum premium only. 

The executive committee of the new 
conference is composed of the following 
board and non-board company officers: 
Chairman, Norman G. Bethune of the 
Home; vice chairman, H. L. Kearns of 
Shaw & Begg; H. W. Bell of the Royal- 
Liverpool, A. Campbell of North Brit- 
ish, W. W. Foot of the Economical 
Mutual, J. E. Haskins of Norwich 
Union, R. H. L.- Massie of Massie & 
Renwick, Hartley D. McNairn of the 
Prudential, J. V. Owens of the Guar- 
dian, C. H. Reed of General Security, 
H. F. Roden of the Commercial Union 
and J. C. Stuart of the Dominion of 
Canada General. 
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Dreher Talk 


(Continued from Page 22) 


they want some other product o1 
service.” 

He suggested that the agent take his 
cue from the definition of the words 
“want” and “need.” “A want is some- 
thing that, is desired; a need is the lack 
of something essential. Wants are pur- 
chased on emotions; needs on cold, 
unadulterated logic. The prospect has 
to think, and the average man will not 
think about something until it appeals 
to his self-interest and his emotions 
So, adopt the one-two system of selling. 
First, appeal to the prospect’s emotions 
—his self-interest. Then give him the 
facts that will help him make a right 
decision. Present your facts in clear, 
simple language, always remembering 
that man wants things he understands— 
that your description of a policy must 
be free from technical language. Such 
a clear presentation, based on your 
knowledge of why people buy and should 
buy from you, will ring the bell.” 


Urges Agents to Advertise 


Col. Dreher urged the agent to in- 
vest more money in advertising, saying 
that the prospects warrant it and the 
conditions make it necessary. He called 
direct-mail the most effective mediuin 
for the agent since it is less expensive 
and because it reaches only the people 
the agent wants to reach. He suggested 
the use of monthly blotters or a postal 
card house organ, letters on new cover- 
ages, appreciation letters to build good- 
will, and “welcome home” letters to 
returning veterans. And, he said, “!! 
your budget allows it, use newspapcr 
advertising. It will add effectiveness 10 
your direct mail.” 


At the close of his presentation of th: 
five-point program, Col. Dreher anti: 
pated the man who might feel that t! 
program was too much of a job 1b 
estimating that the average agent could 
carry out the five steps in five day: 
time. “And the agent who is determine: 
to write more business in the future.” 
he observed, “will set aside those fi 
days to put this program for post-wa 
production ‘into operation.” 
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Going Places! 
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Western Department 
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FIRE: MARINE-CASUALTY:- SURETY 


Aly pogp 


SU RANCE 


HOME OFFICE . 


Foreign Department 
11 John St. 
New York 7, New York 


Firemen's Insurance Company of Newark, N. J. 
rganized 1855 

The Girard Fire & Marine Insurance Company 
Organized 1853 


National-Ben Franklin Fire Insurance Company 
Organized 1866 


The Concordia Fire Insurance Co. of Mil 
Organized 1870 


Pittsburgh Underwriters - 


10 PARK PLACE - 


Canadian Departments 


465 Bay St., Toronto, Ontario 
404 West Hastings St., Vancouver, B. C, 





Milwaukee Mechanics’ Insurance Company 


Organized 1852 


Royal Plate Glass & General Ins. Co. of Canada 


Organized 1906 


The Metropolitan Casualty Insurance Co. of N.Y. 


Organized 1874 


Cc cial Casualty Insurance Company 


NEWARK 1, NEW JERSEY 


Southwestern Dept. 
912 Commerce St. 
Dallas 2, Texas 


BUY MORE BONDS--AND KEEP THEM 


Organized 1909 


Keystone Underwriters 


Pacific Department 
220 Bush St. 
San Francisco 6, Calif. 
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Revised Classification System 
Is Approved by National Board 


\ revised classification system to be 
used in connection with rating fire in- 
surance risks has been approved by the 
executive committee of the National 
Board of Fire Underwriters to become 
effective on January 1, subject to the 

proval of state insurance commission- 
crs. The new system was first submitted 

, the National Association of Insurance 
(Commissioners at their 1945 annual meet- 

in June at St. Paul. It is intended 
to replace the nation-wide plan in effect 
at the present time. ; 

The proposed classification plan 1s 
now being studied by a special commit- 
tee of the commissioners’ association 

hich is expected to issue a report at 
the forthcoming meeting in December 

Grand Rapids, Mich. To enable com- 
panies to set up machinery to put it into 
off ct the Nz :tional Board on November 
5, wrote to companies outlining the new 
sy ste m. : 

United States Manager Harold C. 
Conick of the Royal-Liverpool Group 
discussed the classification proposals 
when he addressed the annual meeting 
of the National Association of Insurance 
Agents in Chicago recently. At that 
time he said: 

“Substantial progress has been made 
towards development of a more adequate 
and useful classification of risks. Those 
connected with the fire insurance busi- 
ness recognize the need for such a re- 
vision, with the objective of a nation- 
wide classification designed to provide 
sufficiently detailed information to sat- 
isfy nof only the requirements of state 
supervisory authorities but those of the 
business itself. 

“All segments of the business colla- 
borated in drafting a proposed classifi- 
cation system which was submitted to 
the state nt at their an- 
nual meeting at St. Paul last spring. It 
is anticipated and desired that the pro- 
posed classification system, or as it may 
be modified, will be adopted by all of the 
states so that there may be a uniform 
plan nation-wide in scope. 

“It will be appreciated that no classi- 
fication system can constitute the sole 
basis of determining rates and it should 
be emphasized that a classification sys- 
tem in itself does not and cannot make 
rates. It cannot give more than the ex- 
perience by certain assembled classes. 
Many other important factors must be 
taken into consideration before adequate 
and equitable rates can be formulated. 

B \ system of classification and statis- 
tical data such as the one proposed of- 
fers a practical medium between two 
extremes. Too small a number of classes 
will result in overlapping and the infor- 
mation will be of no practical value. Too 
many will result in experience data so 
small in spread as to be equally worth- 
less. It is believed that a practical and 
rational mean has now been achieved 

“ht. 36 hoped that the insurance au- 
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Fire Underwriters Elect 

Southern California Fire Underwriters 

at its annual meeting elected the fol- 
lowing officers: 

President, Russell S. Robinson, branch 
manager, Seeley & Co; vice president, 
Fred Krueger, special agent, Crum & 
Forster; secretary-treasurer, Russell C. 
dgerton, state agent, Providence- 
Washington group. 

_ Executive committee: R. F. Owens, 

gional manager, Royal - Liverpool 
on up; Sim E. Wherry, manager, Home 
of New York; E. W. Dunn, manager, 
Deans & Homer; Karl F. Glasbrenner, 
special agent, Glens Falls; Joseph E. 
Joseph, resident manager, Commercial 
Union-Ocean group; G. Heissner, 
Ir., special agent, Aetna Insurance Co.; 

P. Stich, superintendent of agencies, 
Springfield Group: E. N. Van Ness, spe- 
cial agent, Victor Montgomery General 
Agency, . 


thorities of the several states will en- 
courage, if not require, the maintenance 
of statistics in accordance with the plan 
outlined. However, with ‘their approval 
in principle, it is proposed that as soon 
as practicable companies and company 
organizations adopt the plan and set up 
machinery for its operation.” 


Michigan Bowling Alley Fire 


Another heavy bowling alley loss, the 
second in Lansing, Mich., within the 
past seven months, was recorded there 
October 27 when an early morning fire 
swept the Lansing Recreation Center 
and damaged the adjacent Lansing Sup- 
ply Co. plumbing warehouse. Total loss 
in the blaze was estimated to exceed 
$300,000, of which upwards of $125,000 
was on the supply company’s building 
and stock 

The Recreation Center building was 
owned by R. N. Johns, Detroit, and in- 
sured for $50,000, while $50,000 insurance 


ALBERT R. STEPHAN DIES 
Albert R. Stephan, 76, who sold gen- 
eral insurance in Buffalo for more than 
half a century, died recently at Pleasant 
Ridge, Mich., where he was visiting. 
His firm was Scherm & Stephan. 





was carried also on the bowling alleys 
and equipment. Improvements made to 
the building and contents a few years 
ago when it was extensively remodeled 
were reported by George T. Smith, for- 
mer owner, to have cost $114,620, so 
the total loss on building and equip- 
ment, at present reproduction costs, was 
estimated to approach $200,000. 








ongratulations are in Order! 


No headlines blazon your victories 
gleam upon your chests . . 


men have earned a salute from 


Thanks to your all-out fire prevention work, 


vital war production has been spared the terrible 


toll of fire. 


...no medals 
. yet you fire insurance 


all America! 


Thanks to your untiring efforts, 


Americans in every walk of life have been aroused _ ever. 


to meet the menace of fire. 


protection you have provided, 


home front and fighting men overseas can drive 
ahead, with untroubled minds, to Victory! 


Yes, you fire insurance men have done fine work. 


But an even greater task lies ahead. 


And thanks to the 
workers on the 


For with 


each day, the fire hazard mounts. In the haste 


and confusion of war many normal precautions 


are being relaxed or overlooked, 
factors are being extended dangerously. 
To meet this challenge, fire prevention work must by 


be pushed to the limit. War production must be 
safeguarded from the crippling losses of fire. 








Tune in Earl Godwin, ‘veteran Washington newspaperman 
and commentator, every Thursday night on the Blue Network. 
See your local newspaper for time and station. 


while safety 


Published 








dangers of wartime obsolescence . . 


Protection must be provided for the new con- 
struction to be undertaken as wartime controls 
are eased. America must be aroused to meet the 


. must be 


awakened to the fact that today’s broader 
markets must be cultivated more actively than 


Great, indeed, is the task before us. Yet it will 
grow in magnitude until Victory and beyond. 
Only by determined and unremitting effort can 
we meet the great responsibilities and even 


greater opportunities which face us today. 


President 


.&G. FIRE 


FIDELITY & GUARANTY FIRE CORPORATION 


Member: National Board of Fire Underwriters 


AFFILIATED WITH 


UNITED STATES FIDELITY & GUARANTY COMPANY 
HOME OFFICES: BALTIMORE 3, MD. 












on 
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Liability for Fire Loss to Barge 
Being Towed to Place of Work 


On appeal by the libelant from an 
adverse decree in the Federal District 
Court for Northern California, in a 
libel by a dredging company to recover 
damages caused by fire to the libelant’s 
derrick barge while engaged in dredging 
« channel for an outfall sewer on Napa 
River, near Vallejo, Calif. (the barge 
also was placing and driving a protec- 
tive barrier of pilings at the channel’s 
edges to prevent the slipping back into 
the channel of the removed material), 
the Ninth Circuit Court of Appeals, 
Stockton Land & Crushed Rock Co., 
Inc. v. Bundensen, 148 F. 2d 159, af- 
firmed the District Court’s decree hold- 
ing the respondent co-partnership free 
from liability for damages by fire to the 
derrick barges while engaged in dredg- 
ing the channel. 

The District Court found that there 
was a written agreement by which the 
libelant agreed to furnish the services 
of the barge in connection with the 
construction of the outfall sewer by the 
libelees for $10 per hour of actual use, 
with a minimum of four hours on any 
day to include in the hourly charge an 
operator, fireman, water, fuel, etc., and 
also full insurance. By the agreement 
the libelees agreed to pay an hourly 
charge and to pay the wages of the 
operator and fireman for any time after 
the minimum of four hours short of 
eight hours per day and to pay the 
libelant for towing the barge to and 
from the place of the construction work. 

The Circuit Court of Appeals holds 
that under such an agreement it is ob- 
vious there was no demise of the barge 
to the respondents up to and at the time 
of her arrival in the place she was to 
perform the agreed work for the re- 
spondents nor thereafter. The evidence 
was held to support this finding of the 
District Court. “The contract was for 
the use and service of the vessel, not 


for the possession of the vessel herself 
to be used under the management of the 
appellees. Here was no agreement to 
give to the appellees the complete con- 
trol and operation of the barge as in 
The Independent, 5 Cir. 1222 F. 2d 141, 
143. Nor was the barge delivered to an- 
other person for towage by him, in 
which the latter is liable for damage 
caused by negligent towage as in Ira S. 
3ushey & Sons v. W. E. Hedger & Co., 
2 Cir. 40 F. 2d 417, 418, and cases there 
cited. Nor was the control of the opera- 
tion of the barge and her machinery 
agreed to be given to appellees as in 
O’Boyle v. McGirr Bros., D. C., 39 F. 
2d 637, 638. If, as claimed by appellant, 
there became a demise of the barge it 
was by a modification of the original 
agreement.” 

The fire which occurred was caused 
by an explosion in the firebox, causing 
boiling oil to be thrown on the barge’s 
deck. The District Court found that the 
fire was caused by a defect in the barge’s 
equipment and did not arise from any 
fault of the fireman in charge. Contrary 
to the appellant’s contention, the Dis- 
trict Court found that: “Said barge was 
at all times herein mentioned in the pos- 
session of libellant (the Sand and Gravel 
Co.) and the operation, care and main- 
tenance of said barge was at all said 
times under the exclusive control and 
management of libelant.” 

From the evidence it was held in- 
ferrable that the appellees were merely 
the appellant’s agents in procuring for 
the appellant the employment of the 
fireman and operator as appellant’s em- 
ployes. “Since, up to that time, the 
barge, towed to the place of work by the 
appellant, was not a demise of the ves- 
sel to the appellees, such securing of 
these two men for appellant did not 
change the status of the barge as owned 
and operated by appellant at the time of 
the fire.” 





Defense Supplies Corp. 


Cannot Sue Government 

The Second Circuit Court of Appeals 
has affirmed the judgment of the Federal 
District Court for southern New York 
(59 F. Supp. 291) dismissing a libel by 
the Defense Supplies Corporation, which 
is a wholly owned subsidiary of the 
Reconstruction Finance Corporation, in 
turn wholly owned by the United States, 
against the United States Lines Com- 
pany and the United States, to recover 
the value of wool shipped on a cargo 
vessel owned by the United States from 
Australia to Boston or New York, to be 
delivered there to the libellant’s order. 
The wool had been purchased for war 
emergency stockpiles. 

The wool was damaged by contact 
with water. The insurance companies 
which had insured the libellant against 
marine risks and perils advanced the 
sum of $21,940.32 “repayable only out of 
any net recovery” of the Defense Sup- 
plies Corporation because of the damage 
to the wool. 

The Circuit Court holds that the De- 
fense Supplies Corporation could not 
bring suit against the United States. It 
was immaterial that the real parties in 
interest were the insurance companies, 
because their right to sue is dependent 
upon the right of the party to whom 
they are subrogated. 

The complete ownership of the De- 
fense Supplies Corporation by the 
United States showed this to be nothing 
more than an action by the United 
States against the United States. The 
suits in Admiralty Act contemplates no 
such action. The Defense Supplies Cor- 
poration could not therefore maintain 
the action under authority of that Act. 
Defense Supplies Corp. v. United States, 
148 F. 2d 311. 


THOMPSON WITH GENERAL 

The General of America Group has 
appointed Rogers Thompson as state 
agent for New York, traveling the 
metropolitan and suburban territories. 
A graduate of the University of Ala- 
bama he has been in insurance for six- 
teen years. Recently he was connected 
with the Hanover Fire as special agent 
in the suburban territory. 








R.L. BARBOURS HAVE DAUGHTER 

Mr. and Mrs. Robert L. Barbour of 
Darien, Conn., announce the birth of a 
daughter, Cynthia Lawrence, at St. Jo- 
—_ Hospital, Stanford, on Novem- 
er 





Tug and Tow Recover 


Damages from U. S. Govt. 


The Second Circuit Court of Appeals, 
I’. E, Granviller Transportation Co. v. 
United States, 149 F. 2d 637, affirmed 
on the opinion of the court below, 52 F. 
Supp. 931, the decree of the Federal Dis- 
trict Court for Eastern New York in the 
consolidated admiralty actions growing 
ut of a collision between the govern- 
inent vessel Jared Ingersool and a tug 
and tow belonging to the plaintiffs in the 
actions. 

The libels were by the owners of the 
Diesel tug and the scows in tow against 
the Government as owner of a steam- 
ship for damages resulting from a col- 
lision off Governor’s Island. The United 
States filed a cross-libel. The Court dis- 

issed its reasons for the decrees, based 
on the conflicting evidence, which en- 
titled the tug and scows to recover dam- 
ages from the United States on the 
sround that the tug was the privileged 
vessel in a crossing situation, and that 
the steamship, as the burdened vessel, 
unreasonably failed to give way. The 
steamship, as the burdened vessel, had 
the burden of proving the tug at fault. 





TENNESSEE GENERAL AGENT 
The Sims-McDade_ General Agency, 
603 American National Bank Building, 
Nashville, Tenn., has been appointed 
Seneral agents of the Hermitage de- 
partment of the Manhattan Fire & 
Marine for Tennessee. 


Ship Repairer Charged Demurrage 
Because of Unexplained Delay 


A libel suit was filed in the Federal 
District Court for Eastern New York 
by the Todd Erie Basin Dry Docks, Inc., 
against the steamship Penelope, to re- 
cover for extra work verformed under 
a contract for repairs, and the claimant, 
Polar Companies De Navagacion Limi- 
tada, Panama, cross-libeled for wrong- 
ful delay in performance of the con- 
tract. From the decree entered in the 
District Court, 54F, supp. 54, the claim- 
ant and cross-libelant appealed. The 
Second Circuit Court of Appeals, 148 
F. 2d, 884, reversed the decree and re- 
manded the case for computation of 
damages in accordance with its opinion. 

The unexplained detention period was 
from November 26 and December 27, 
1941, 31 days, a period when there was 
a strong demand for tonnage, The com- 
missioner found that the vessel could 
and would have been chartered during 
the detention period but he only allowed 
demurrage for 23 days because of 
Polar’s delay, after redelivery, in clear- 
ing the vessel so as to make her ready 
for chartering. 

The Circuit Court of Appeals holds 
that, in determining whether demurrage 
should be allowed to a ship owner from 
a repairer for the unexplained delay of 
the ship in the shipyards, while demur- 


rage “will only be allowed when the 
profits have actually -been or may be 
reasonably supposed to have been, lost 
and the amount of such profits is proven 
with reasonable certainty .. . the inquiry 
is whether earnings would have been 
made by the use of the vessel” and it 
sufficies if the owner “shows a state of 
facts from which a court or jury can 
find there was an opportunity for him 
to do so, and that he would probably 
have availed himself of it.” 


The court found that there was sub- 
stantial evidence to support the com- 
missioner’s findings of fact as to the 
ability and willingness of Polar to 
charter its vessel. The fact that Pene- 
lope did not obtain a British or Ameri- 
can ship warrant, and did not have a 
classification certificate or a certificate 
of insurance did not preclude its ability 
to make a charter as, in fact, the vessel 
had been chartered without these cer- 
tificates, 


The wrongful detention period of 31 
days could not, it was held, be shortened 
in computing demurrage to 23 days on 
the theory that the duty of cleaning and 
painting the vessel to make her ready 
to charter was on the owner, that the 
time reasonably required for such work 
was eight days and therefore during 


AVIATION INSURANCE STORY 





Scarritt of AAU Offers Agents Complete 
Information on Types of 
Aircraft Coverages 

A complete story of aviation insurance 
is offered to agents who are interested 
in obtaining that knowledge by Daniel 
DeR. M. Scarritt, manager of Associ- 
ated Aviation Underwriters. 

“Reconversion is under way and. with 
it will come a great new insurance op- 
portunity for you,” says Mr. Scarritt in 
his letter announcing the proposal of 
the AAU. “That opportunity will be 
created by a new air-minded America 
and a quick transition from military to 
civil and commercial aviation. A 
great deal has been said about prepar- 
ing agents to meet the demand which it 
is felt will be created for aviation insur- 
ance but until now little has been done. 
We are now ready to furnish such a 
service to you.” 

Mr. Scarritt will send out a series of 
informatory articles covering the several 
types of aircraft coverages, and as a 
convenience to agents in starting a per- 
manent file on the subject, he has en- 
closed a folder on aviation insurance 
with his letter of announcement. 

The following subjects will be cov- 
ered: types of aviation insurance, policy 
coverages, rates and schedules, speci- 
men policies, application forms, sales 
suggestions and how to organize. 

AAU represents forty-three fire com- 
panies and twelve casualty companies 
and maintains offices in New York, Chi- 
cago, Dallas and Los Angeles. 


OWNER HELD NOT INSURER 
Court Rules Ship Owner Had Policy 
from WSA Designed to Cover 
Liability to Seamen 
The Third Circuit Court of Appeals 
has affirmed judgment for defendant in 
the Federal District Court for eastern 
Pennsylvania in the action by a seaman 
against the owner of a vessel for per- 
sonal injuries sustained on the vessel 
and for maintenance and cure on the 
ground that the vessel owner was con- 
stituted an insurer against war risks by 
the provisions of an order promulgated 
by the Maritime War Emergency Board, 

(55 F. Supp. 962). 

The District Court held that no such 
liability on the part of the owner ex- 
isted in view of the fact that it had pro- 
cured from the War Shipping Adminis- 
tration a war risk insurance policy in- 
suring those who were required by the 
order to be insured. 

The Circuit Court says in a per curiam 
opinion: 

“Whether the procurement of such a 
policy is a compliance with the order is 
a question which is no longer of any 
practical importance, since it has been 
answered in the affirmative by a subse- 
quent order or decision of the board. 
We think, however, that it was cor- 
rectly answered by the judge below for 
reasons adequately set forth in his opin- 
ion.” Murphy v. Gulf Oil Corporation, 
147 F. 2d 548. 








Manufacturers Trust to 
Back Agent Auto Plan 


The Manufacturers Trust Co. of New 
York has announced that on automobile 
financing it will deal direct with buyers 
and will cooperate wtih local insurance 
agents in development of the bank and 
agent auto plan. The bank last week 
established a new consumer credit time 
sales department to finance the purchase 
of consumer durable goods on the instal- 
ment plan. 





the first eight days of the detention 
period the vessel lost no hire because 
of the wrongful detention. 

3ut it was held proper to refuse the 
owner’s claim for special damages, made 
on the theory that had the vessel been 
available earlier she could have been 
chartered for a voyage to the Persian 
Gulf or to South America at a higher 
rate than that which later became ef- 
fective, because the length of these 
voyages could not be established with 
reasonable certainty, making the proof 
of special damages too speculative. 
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General Re. Absorbs 
The Mellon Indemnity 

MERGER EFFECTIVE DEC. 31 

Assets Will Exceed $38,000,000; Boles 


Views ove as Constructive in 
Reinsurance Market 








The board of directors of General Re- 
insurance Corporation of New York on 
November 9, approved the merger of 
that company and Mellon Indemnity 
Corporation of Pittsburgh. The merger, 
previously approved by the board of the 
latter company, will become effective 
December 31, subject to ratification by 
the stockholders of both companies and 
approval by the Superintendent of In- 
surance of New York and the Insurance 
Commissioner of Pennsylvania. 

The surviving company will be the 
General Reinsurance and will confine its 
activities to reinsurance with its princi- 
‘pal offices, as heretofore, at 90 John 
Street, New York City. Recent financial 
statements indicate that the enlarged 
company will have assets in excess of 
$38,000,000 and a surplus to policyholders 
of more than $19,000,000. Its capital after 
the merger will be $5,000,000 divided into 
500,000 shares of $10 par value. Accord- 
ing to the merger agreement, General 
Reinsurance will issue 28% of its stock 
to the present shareholders of Mellon 
Indemnity and the remaining 72% of the 
stock will be distributed to the present 
shareholders of General Reinsurance Co., 
in exchange for their present shares. 
Equity Corporation at the present time 
owns directly or indirectly, over 50% of 
the stock of General Reinsurance. 

Boles to Continue 

Richard K. Mellon, Alan M. Scaife, 
and Arthur B. Van Buskirk will become 
directors of the consolidated company. 
Edgar H. Boles will continue as a direc- 
tor and chairman of the board and for 
the time being as president. The other 
officers will be the present officers of 
General Reinsurance and Ward M. 
Smiley, now a vice president of Mellon 
Indemnity. 

“The consolidated company,” Mr. 
Boles stated, “will be the largest Ameri- 
can company engaged in either casualty 
reinsurance or fire reinsurance. Up to 
this time, London Lloyds, some foreign 
companies and other companies owned 
by foreign capital have written a heavy 
percentage of the reinsurance business 
of the United States, but there is a 
growing tendency toward a further use 
of the American market, backed by 
\merican capital. 

“The decision to devote the assets of 
Mellon Indemnity Corporation to the re- 
insurance field, through merger with 
General Reinsurance Corporation, was 
prompted by a recognition of the fu- 
ture needs of America for a larger re- 
insurance underwriting group. I regard 
this move as highly promising and con- 
structive.” 

Writes Reinsurance Lines 

General Reinsurance writes casualty, 
fidelity and surety reinsurance. It owns 
over 99% of the stock of North Star Re- 
insurance Corporation, which, as hereto- 
fore, will engage in the fire and marine 
reinsurance business. 

Incorporated in 1921 as General Cas- 
ualty & Surety Reinsurance Corpora- 
tion, General Reinsurance Corporation 
assumed its present name two years la- 
ter. The company’s business has ex- 
panded steadily under the present man- 
agement, premium writings last year 


reaching a record high of $10,783,000. 
NEW CLAIM OFFICE IN UTICA 


The Hartford Accident and Indemnity 
Company has opened a claim office in 
Utica, New York. This office is located 
in the First National Bank Building and 
is under the supervision of J. W. Boone. 





E. W. SAWYER RESIGNS 





Attorney of National Bureau Entering 
Private Practice in N. Y. C. After Six 
Years’ Service; Judge in Maine 

E. W. Sawyer, attorney of the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters since January, 1939, and who 
is a widely known authority on policy 
coverages for casualty insurance, has re- 
signed his post, effective November 15, 
and the resignation has been accepted 
with regrets by the bureau. Mr. Sawyer 
is planning to engage in the private 
practice of law with New York City as 
his headquarters. As yet the National 
Bureau has not selected a successor to 
fill the vacancy created by his resigna- 
tion, 

Mr. Sawyer is a product of the state 
of Maine. Born in North Anson, Me., 
educated in Anson Academy and grad- 
uated from the University of Maine 
College of Law, he was admitted to the 
bar in 1913 and first associated with 
the law firm of Andrews & Nelson in 
Augusta. Later he returned to Anson, 
where he practiced with Judge Augus- 
tine Simmons until the latter’s death. 
The last four years of Mr. Sawyer’s 
residence in Maine found him as judge 
of the Western Somerset Municipal 
Court. In 1926 he began to practice 
before the bar in Massachusetts. The 
following year he joined the Liberty 
Mutual where he rose to be assistant 
general counsel, resigning that post to 
join the National Bureau. 

During his years with the bureau Mr. 
Sawyer has been a prolific writer on cas- 
ualty insurance subjects, both for the 
insurance magazines and as author of 
authoritative books. He has produced 
two—the first on comprehensive liabilitv 
coverages and the second on Public Law 
No. 15 and its significance to the insur- 
ance industry. He also wrote a book 
on automobile liability insurance which 
contained an analysis of the standard 
provisions. 


EIERMAN’S SON AN ENSIGN 

Fred J. Eierman, 19-year-old son of 
J. Fred Eierman, vice president and 
fidelity department manager of the New 
Amsterdam Casualty, was recently com- 
missioned an ensign in the USNR. His 
assignment is deck officer on the U.S.S. 
Pontotoc with the Third Fleet in the 
Pacific area. 


A. H. GEISELMAN DEAD 


Austin H. Geiselman, 46, vice president 
in charge of the judicial bond depart- 
ment of the Fidelity & Deposit and the 
American Bonding, died suddenly on 
Monday at his home in Baltimore fol- 
lowing a brief illness. 








No Nationalization 


London Times Features Sir Stafford 
Cripps’ Statement That British Govt. 
Will Not Interfere With Private Cos. 
London insurance circles and particu- 

larly executives of large British insur- 

ance. companies both in England and 
here, are certain to react favorably to 
the assurance given November 13 and 
featured in the London Times of that 
day by Sir Stafford Cripps, now presi- 
dent of the Board of Trade, a United 

Kingdom cabinet position, and Minister 

for Aircraft Production in the Churchill 

regime, that the British Government had 
no intention of nationalizing private in- 
surance companies. 

The London Times article reads in 
part: 

“The House of Commons gave a sec- 
ond reading to a bill, the purpose of 
which as stated by Sir Stafford Cripps, 
was to underline the stability of the 
British insurance market for the benefit 
of policyholders at home and abroad. Sir 
Stafford gave the assurance that the 
Government had no intention of inter- 
fering with the free transaction of in- 
surance business by private enterprise. 

“Sir Stafford, speaking of the world- 
wide and high reputation of the British 
insurance market, indicated that two 
essential reforms would be necessary. 
One was that marine and aviation tran- 
sit insurance should be brought within 
the ambit of the Assurance Companies 
Act. The other was that mushroom com- 
panies should be prevented. Further- 
more, he declared that the Board of 
Trade should be enabled to step in at 
an earlier stage to prevent the insol- 
vency of any company. 

“The bill was welcomed by Captain 
Oliver Lyttleton, Minister of Production 
of the War Cabinet, who expressed sat- 
isfaction ,with the statement that the 
Government would not nationalize the 
insurance companies,” 


N. Y. Surety Men Elect 
J. P. Madigan President 


John P. Madigan, Maryland Casualty 
Co., was elected president of the Surety 
Underwriters Association of the City of 
New York at the annual meeting held at 
the Downtown Association, November 8, 
B. E. Joline, Royal Indemnity Co., was 
elected vice president and William B. 
McNiece, Maryland Casualty Co., sec- 
retary-treasurer. 

The following constitute the executive 
committee: the president; the vice presi- 
dent, and_Tracy R. Clute, Globe In- 
demnity Co.; E. D. Sadler, American 
Surety Co.; J. J. O'Loughlin, Hartford 
Accident & Indemnity Co.; William 
McR. Ford, Standard Accident Insurance 
Co.; Joseph R. Wells, American Em- 
ployers Insurance Co. 


U. S. F. & G. COAST SCHOOL 

Los Angeles, Nov. 9—An educational 
school is being conducted by the south- 
ern California branch office of the U. S. 
Fidelity & Guaranty Co., for new agents 
from southern California, 
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James A. Beha Dies “~~ 
Heart Attack at 65 


PROMINENT INSURANCE ATT'y, 





Former Sup’t. of Insurance and National 
Bureau General Manager; Friend of 
Al Smith and F. D. R. 





James A. Beha, prominent insurance 
attorney in New York, who was a for- 
mer Superintendent of Insurance in New 
York and one-time general manager of 
the National Bureau of Casualty & 
Surety Underwriters, and who was one 


JAMES A. BEHA 


of the best known figures in the busi- 
ness, died at 7 a.m. Wednesday after 
suffering a heart attack the night before. 
A close friend of the late Alfred E. 
Smith, who appointed him to his first 
term as the Superintendent when Gov- 
ernor of New York, Mr. Beha was a 
prominent Democrat with a_ host of 
friends from coast to coast. He valued 
highly his friendship with the late 
Franklin D. Roosevelt with whom he 
kept in touch during all the years of 
his Presidency of the United States. At 
the time of his reelection for a fourth 
term Mr. Beha was a presidential elector 
of the New York State Democratic Com- 
mittee and went to Washington to at- 
tend its meeting and pre-election dinner 
party in honor of Mr. Roosevelt, given 
by the presidential electors. 

The news of Mr. Beha’s death came 
as a shock to the insurance business, 
particularly in  casualty-surety ranks 
where he was a popular personality. He 
was 65 years old at his death, and until 
a few weeks ago when he had his first 
heart attack he appeared to be much 
younger than his years. He was vigor- 
ously on the job daily as head of a busy 
law office at 70 Pine Street which he 
had maintained since April, 1937, when 
he resigned from the National Bureau 
general managership. 

Apparently making a nice recovery 
from his first heart attack, Mr. Beha 
went for an automobile ride with his 
son, Jimmy, on Tuesday. One of li's 
last public appearances was to have been 
as an honor guest at the annual dinner 
of the General Brokers Association 
which he could not attend. It came just 
about the time he was taken sick. 


Funeral Service 10:30 A.M. Today 


Funeral services for Mr. Beha will be 
held today at 10:30 a.m. in Holy Trinity 
Church, Eighty-second Street, between 
Broadway and Amsterdam Avenue, New 
York. In addition to surviving members 
of his family—three sisters, a brotlicr, 
his son and his daughter—insurance 
leaders in both company and association 
ranks will attend; also political figures 
in New York who were his friends. 

A native of Constableville, N. Y., Mr. 
Beha was admitted to the New York 
State Bar in 1906 after his graduation 


(Continued on Page 36) 
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Calls Hearing on Mass. 
Tentative Auto Rates 


WELL UNDER PRE-WAR LEVEL 





Harrington Drops Classification Based 
on Limited Driving; Will 
Continue Study 
Massachusetts motorists have received 
the good news that they will pay ap- 
proximately $3,000,000 less than in pre- 
war 1941 compulsory automobile insur- 
ance rates next year under the tentative 
1946 rate schedule issued by Insurance 
Commissioner Charles F. J. Harrington. 
The proposed new rates will be the sub- 
ject of a public hearing before they are 
officially promulgated, at the auditorium 
of the Public Works Building, 100 
Nashua Street, Boston, November 20 at 
10 a. m., for the first time since 1943, 
when “A,” “B” and “C” gasoline rations 

er soverned the rates. 

The last flat rate schedule existed in 
1942 and at that time motorists were 
given a reduction of approximately $909,- 
000 in premiums. The 1946 schedule. 
therefore, gives the motorists an actual 
reduction of slightly more than $2,000,000 
compared to the last flat rate schedule. 

Commissioner Harrington says that 
his Department has recently initiated a 
study to determine the feasibility of es- 
tablishing classes of automobile risks to 


be based on limited driving somewhat, 


similar to classes established in thirty- 
six other states. But a study of the in- 
formation and statistics now available, 
he said does not warrant establishment 
of limited driving classes in 1946. 


Will Continue Study 


The Commissioner says that the study 
will be continued and he emphasizes 
that the value of this information is en- 
tirely dependent upon the cooperation 
of the insuring public. The Department 
will also study and classify the informa- 
tion which the insurance companies have 
been instructed to collect and will accu- 
mulate statistics which will demonstrate 
whether it is practical to establish classi- 
fications based on limited use. 

The termination of gas rationing and 
the relaxing of wartime conditions which 
have affected driving hazards for the 
past few years made the task of com- 
puting the 1946 schedule usually difficult, 
the Commissioner said. 

Boston motorists will save $6.30 next 
year through the new $47.40 in compari- 
son with the 1941 rate, although the 
later figure represents a rise of $20.60 
over last year for “A” ration holders, 
and increase of $9.80 for “B” drivers and 
a drop of only 90 cents for “C” ration 
operators. Most of the minimum rated 
communities which paid $17.30 in 1941, 
will have a $15.30 premium in 1946—the 
lowest rate for next year. 

Chelsea still has the highest premium 
rate in the state, while two other large 
Massachusetts cities will receive a sub- 
stantial drop. 

_ This year car owners, in applying for 
insurance were required to answer ques- 
tionnaires supplying mileage operation in 
formation, but the information available 
as a result of this query was insufficient 

establish limited driving classifica- 


ns, 





Lippincott Is New Haven 
Safety Council Manager 





Lincoln H. Lippincott has resigned 
nsulting safety engineer for the Lum- 
mens Mutual Casualty Co., to become 
anager of the New Haven (Conn) 
iety Council. Mr. Lippincott is well- 
wn in the insurance business.. He 
died at Wesleyan and at Johns Hop- 
sins University and entered the insurance 
“siness with the Aetna Life Affiliated 
, where he became chief of the ad- 
rtising service, 
Mr. Lippincott next went to the Mary- 
and Casualty Co., as superintendent of 
aining and then joined the public rela- 
tions staff of the National Board of Fire 
nderwriters, his next connection being 
with Lumbermens Mutual. 
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COSTIGAN IN WICHITA 


National A. & H. President Confers 
With Local Men on Mid-Year Pro- 
gram; Crawford General Chairman 
R. J. Costigan, Business Men’s Assur- 
Mo., president of the 
Association of Accident & 
Health Underwriters and Missouri man- 
met with the Wichita 


ance, Kansas City, 


aver of B.M.A., 


vember 12 to complete the program and. 
nians for the mid-year meeting of the 
‘i Jl. to which the Wichita 
Association will be hosts January 23-25. 
‘hile in Wichita Mr. Costigan was 
euest speaker at the monthly luncheon 
1 f the Wichita Association to 
which all accident and health underwrit- 
i ity were invited. President 
Crawford of Wheeler, Kelly & 


Hagny presided, and announced that the 


bership of over fifty. 
Health & Accident, is 


s, Kansas B.M.A. man- 
is chairman of the publicity and 
and Levi B. Rymph, Aetna, 
is, chairman of the sales congress which 
one day of the mid-year 
At the general session Gover- 
*, Schoepple and President 
Costigan will be principal speakers. The 
i Round Table is a 
Following the annual GEORGE MALCOLM-SMITH 
banquet and dance Thursday night, the 
meeting will close with a business ses- 


Guarantee Insurance 
, at Los Angeles, according to an an- 
nouncement of President John K. Deer- 


Froggatt & Co. 








“Are You With It?” a Hit in New York 





Underwriters No- 


now has a mem- 


Bert M. Clifton, 


Mr. Crawford is 


has been elected 


prominent on 
representative of plause. 


What the audiences like most about 





With pace and timing, color and style 
1 chai 1H pont: to insure a sure-fire hit, the song and 
general chairman, anc urt Morris, at dance show, “Are You With It 2” 
torney, is chairman of the general ses- 


: on the novel known as 
sions arrangements. 


A record attendance fect,” by George Malcolm-Smith of the 
Travelers, opened at the New Century 

SS Theatre in New York Saturday night, 
LOVE JOINS GUARANTEE CoO. November 10. Acclaimed by the critics 
of the metropolitan dailies, 
With It?” appears to have settled down 
for a long run, with sell-out perform- 
ances and standees. 


The opening night 
the audience was enthusiastic 
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the show is that it is a straight song 
and dance show, tap instead of ballet, 
gags instead of the folklore and _ histor- 
ical themes such as have pervaded many 
recent musicals stemming from “Okla- 
homa.” There is a cast that can sing 
and danre, and enter into the ns = 
thing with zest. There are lyrics that 
the whole country will be singing and 
whistling: costumes ablaze with ‘ane 
and wonderful sets. 

To the friends of Mr. Malcolm-Smith 
and readers of his book who applaud 
the originality of his story about the 
actuary who misplaced a decimal point 
and was so overcome with remorse that 
he went out and joined a carnival, it is 
gratifying to note the fidelity with which 
the authors of the book, Sam Perrin 
and George Balzer have adhered to the 
original plot, so that the play emerges 
as a complete whole, and the songs, 
dances and comedy meld with the story 
and become an integral part of it. 

The cast runs the gamut from June 
Richmond, of the big body and boom- 
ing voice that never needs a_ micro- 
phone, to a group of midgets. Richard 
Kollmer and James W. Gardiner are 
the producers. Featured in the cast are 
Joan Roberts, the original Laurey of 
Oklahoma; Johnny Downs as the actu- 
ary—he was one of the original “Our 
Gang” kids; Lew Parker, comedian, de 
luxe; Dolores Gray, who has been on 
the airwaves, in night clubs and was 
last seen and heard in “Seven Lively 
Arts,” and others. 

Among the song hits are “Slightly 
Perfect,” “This Is My Beloved,” “Here 
I Go Again,” “Just Beyond the Rain- 
bow,” and “In Our Cozy Little Cottage 
of Tomorrow.” 

Present at the opening were the 
author and Mrs. Malcolm-Smith, with 
a group of representatives of the Trav- 
elers and others from Hartford, and a 
number of insurance people in New 
York. Following the performance, the 
Malcolm-Smiths were hosts to a large 
group at the Neptune. 


ANNUAL MEETING DEC. 10-12 





Personal A. & H. Bureau to Convene 
at Atlantic City; Rate Regulatory 
Legislation Uppermost 
The annual meeting of the Bureau of 
Personal Accident & Health Underwrit- 
ers, which was canceled during the war 
years, will be resumed this year, the 
scheduled dates being December 10 to 12 
at Hotel Claridge, Atlantic City, N. J. 
Chief attention of this meeting, which 
will be entirely devoted to business of 
the organization, will center around 
problems arising out of the U. S. Su- 
preme Court’s orcas in the SEUA 
case and particularly A. & H. rates un- 
der regulatory leg +a of the various 
—_ Post-war problems of the A. .& 

business will also be discussed. The 
ae is being arranged by a commit- 
tee consisting of Ralph M. Brann, secre- 
tary-treasurer of the bureau; John F 
Lydon, Ocean Accident; Ray L. Hills, 
Great American Indemnity, and Joseph 
F. Folimann, Jr., manager of the bureau. 

Announcement is made that the bu- 
reau’s_ underwriting forum, a_ popular 
leniune of annual meetings in the past, 
will be again staged. It will be under the 
direction of R. B. Smith, Globe, Royal 
and Eagle Indemnity Cos. Various mem- 
bers will be assigned to present current 
problems of the business following which 
they will be discussed individually from 
all sides. 

Features of the opening day’s session 
will be the report of Harry Prevost, 
United States F. & G, as governing 
committee chairman, and that of Logan 
Bidle, Aetna Life, as chairman of 
the special committee bn rate regulatory 
legislation. Mr. Prevost has held the 
chairmanship for the past two years, and 
election of his successor is scheduled at 
this meeting. 
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Safety Film “X Marks the Spot” 
Released by N. J. Motor Bureau 


By Lyng S. 


Despite long term planning by our 
cities and counties to improve street and 
highway traffic management and control 
in the post-war period, it is recognized 
among experts that public driver-pedes- 
trian education will still be the prin- 
cipal factor in meeting new congestion 
difficulties 

Shortly after gas rationing was eased 
up in the spring the fatal accident rate 
for streets and highways rose 15%. Since 
year” by the motion picture committee 


The Fatal Accident 











METCALFE 


of the National Safety Council, and 
has been termed, “one of the best mo- 
tion pictures on this subject ever made,” 
by many traffic experts who have seen 
it on the screen. 

Commissioner Arthur W. Magee of 
the New Jersey State Motor Vehicle 
Department who sponsored the motion 
picture, feels that in making it available 
to any group anywhere a valuable con- 
tribution is being made to _ post-war 
street and highway safety. 

Said Commissioner Magee: 

“In making ‘X Marks the Spot’ we 











Copyright by Jam Handy Organization 


the elimination of rationing of gasoline 
latest reports show that the 
rate has risen over 53%. 


altogether, 


In this form of education the casualty 
insurance underwriter has, of course, a 
definite interest. A new opportunity has 
now been offered the industry to not 
only help ease the local traffic accident 
rate but, at the same time to conduct a 
productive business promotion program. 

The Department of Motor Vehicles of 
the state of New Jersey has had the 


Jam Handy Organization produce a 
sound motion picture, two reels in 
length, titled, “X Marks The Spot” 
which, after being widely and success- 
fully shown in New Jersey theaters, 
schools and before clubs and _ special 


groups, has now been made available to 
any insurance or other group anywhere, 
interested on the basis of purchase of 
necessary prints or copies. 

Adjudged Best Film 


This eer has been adjudged “the best 
traffic ifety motion picture of the 


had certain main objectives. First, the 
picture must be factual. It must be so 
designed as to motivate all who see it 
to correct those every day acts of care- 
lessness which lead to most accidents. 
It must also have a blend of entertain- 
ment—comparable to the best movie 
‘shorts’ we commonly see on motion pic- 
ture theater programs. In achieving 
these aims I think we have succeeded 
very well. This film has drawn a large 
quantity of fan mail which is unusual in 
connection with an educational film of 
this type, I believe.” 
Tells Dramatic Story 

“X Marks The Spot” tells the drama- 
tic story of “Joe Doakes”—average 
driver-pedestrian who may live any- 
where in the country. We find his spirit 
coming from the wreckage of his car 
after his final smashup on the street. 
Next, we see him in a sort of spiritual 
courtroom where he is getting a hearing 
on his past record as driver-pedestrian. 
His careless acts and faults are drama- 
tized one by one in interpolated motion 


Rowland Names Committees 


Of A. & H. Men in Ohio 


P. C. Rowland of the Globe Casualty, 
Canton, newly-elected president of the 
Ohio Association of Accident & Health 
Underwriters, announced the appoint- 
ment of the following committee chair- 
men: 

Education, J. E. Harriman, 
Bankers; membership, H. 
maker, Columbian, Cleveland; 
bureau, Warren Schwochow, 
Columbus; business standards, 
Pugh, Loyal Protective, Columbus; 
agents and management, Ben Stover, 
Connecticut General, Cincinnati; law and 
legislation, Homer Trantham, Columbus; 
planning, A. -F. Taylor, Inter-Ocean, 
Toledo; public relations, C. F. Harroll, 
Inter-Ocean, Dayton; memorial, A. F. 
Taylor, Inter-Ocean, Toledo. 


Illinois 
Nuna- 
speakers 
Beacon, 


Cewy, 





Merriman Vermont Manager 
For Peerless Casualty 


The Peerless Casualty Co., Keene, N. 
H., announces the appointment of Rus- 
sell G. Merriman as resident vice-presi- 
dent and manager for Vermont, with 
offices for the writing of all casualty and 
surety lines at its new office in Mont- 
pelier, Vt. 

Mr. Merriman is a native of Leomin- 
ster, Mass., having lived in Montpelier 
since 1921, and is well known in the 
agency field. He was employed by the 
Aetna Insurance Co. from 1919 to 1921 
as special agent, and from 1921 to 1945 
as agency supervisor for the American 
Fidelity Co. , 





SAFETY BILL IN MISSOURI 
The House of Representatives of the 
Missouri legislature has passed automo- 
bile financial responsibility bill of Repre- 
sentative.Ura Hyde. The bill now goes 
to the Senate. 





CAPITAL L. & H. NAMES PARK 

Marion A. Park, Columbia, S. C., has 
been named a member of the advisory 
council of the Capital Life & Health In- 
surance Co. of Columbia. 





picture scenes which provide examples 
for movie audiences who see them. As 
a conclusion, the judge charges the jury 
and the movie audience (jury) is left to 
reach its verdict in Joe Doakes’ case. 

Using this movie as the basis of a 
business promotion, the casualty agent 
can give it local sponsorship. He can 
arrange showings before groups who can 
do him the most good and who most 
need the “education” the picture pro- 
vides. For instance, local automobile 
clubs, Kiwannis, Lions, etc. 

Such showings provide: casualty pros- 
pects; newspaper notices; general 
agency publicity ; local good will and 
civic spirited support. 

The picture is substantial enough to 
form the basis of an entire program. 
There can be, for instance, a briefing by 
the agent, perhaps a short talk by a 
local personality in civic fields, the show- 
ing of the film and summation by the 
agent. There may also be handouts in 
printed form bearing the imprint of the 
agency. 

For details regarding copies or prints 
write to Safety Education Division, De- 
partment of Motor Vehicles, State 
House, Trenton (7) N 
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Aetna C. & S. “Winter 
Driving Dangers” Book 


LOSS PREVENTION SERVICE 





Safety Suggestions for Operation of 
Cars When Snow and Ice In- 
crease Hazards 





Suggestions for safe winter driving 
are contained in the new, 24-page, illus- 
trated booklet, “Winter Driving Dang- 


ers,” published as a loss prevention 


service by the Aetna Casualty and Sure- 
ty Company. The booklet, printed in 
two colors, will be distributed by Aetna 
agents to clients and prospects. 

In the introduction, drivers are re- 
minded that the dangers inherent in thie 
operation of an automobile are greatly 
increased in the winter months, but it 
is pointed out that if motorists prepare 
their cars in advance and follow a few 
special driving techniques, these perils 
can be neutralized. 

In the first part of the booklet, every 
driver is urged to have the windshield 
wiper and defroster checked, the brakes 
equalized, and wheel alignment in- 
spected. Tires should either be new or 
recapped, and the headlights and bat- 
tery, as well as the muffler and exhaust 
system, should be checked regularl; 

The second part of “Winter Driving 
Dangers” deals with safety suggestions 
for the operation of the car during (11 
winter months. Full chains are rec 
mended as the most effective protectit 
against skids. The driver is advised that 
starting in second gear will give mort 
traction and reduce the danger of a site 
skid. Correct steering and_ braking 
techniques for slippery surfaces are di : 
cussed and the five types of skids are 
explained with suggestions for avoidiie, 
or at least yecovering from them in- 
cluded. The booklet concludes with the 
idea that more time should be allowed 
for winter trips. 
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Magrath Pleads for Understanding 


Of Aviation 


If unnecessary and destructive bur- 
dens can be avoided, the business of 
aviation insurance should one day rival 
in importance the business of marine 
‘nsurance or even automobile insurance, 
‘s the conclusion reached by Joseph J. 
Magrath, secretary, Federal Insurance 
Co., in an article in the October issue 

f Insurance Counsel Journal. 

Mr. Magrath’s subject was: “Pending 

Federal and State Legislative Proposals 

nd Their Effects Upon Aviation Insur- 
ance if Enacted.” He said that pending 
Federal legislation provides for compre- 
hensive changes in the Civil Aeronautics 
\ct, including licensing, regulation and 
in some instances control of the eco- 
nomics of aviation. As legislative pro- 
nosals are subject to considerable change 
before adoption, he said it would be 
preferable to discuss basic objectives 
and probable results of adopting legisla- 
tion to effectuate their objectives. 

Basic Clash of Policy 

Mr. Magrath wrote of the basic clash 
of policy between those who seek to 
have control of air navigation exclusively 
in the Federal Government and_ the 
other school who would leave to the 
states the determination of many ele- 
ments of primary control, saying that 
standardization and enforcement un- 
doubtedly are more effective under a 
system of Federal control, while flexi- 
bility may be available under state con- 
trol. “It is not pleasant,” he said, “to 
contemplate state regulation of civil 
aeronautics in the light of the experience 
of motor carriers with the burdens im- 
ii upon them by many states.” 

Saying that the design of Federal 
regulation should not go beyond the ex- 
tent of regulation indicated by current 
or immediately prospective requirements, 
Mr. Magrath continued: 

‘Tf the Federal program is designed 
to promote a monopoly under a Govern- 
ment sponsored or subsidized air carrier, 
the effect upon aviation insurance would 
be an adverse one. The tendency of big 
business is to insure on an excess of 
loss basis and to self-insure the great 
bulk of the primary loss probabilities. 
This would materially reduce the avia- 
tion insurance available to the insurance 
market. There would furthermore be a 
tendency to deal with a single insurance 
organization and this would be destruc- 
tive of the competitive insurance mar- 
kets which cannot survive without busi- 


ness, 


Fixing Maximum Liability 
Mr. Magrath said the proposals to fix 
'y statute the maximum liability of air 
carriers is undoubtedly motivated by a 
desire to curb the generosity of courts 
and juries in making awards for avia- 
tion accidents, thus enabling the air 
.rrier to determine to what extent in- 
lirance is necessary to protect its aggre- 
ate liability. In the case of liability for 
bodily injury and death, he said, the fix- 
ing of a maximum limit may result in a 
ndency to award that limit more fre- 
quently than might be the case in the 
absence of such a limitation. The legis- 
ative proposals, he added, contemplate 
that the air carrier must assume the 
ourden of establishing that the injury or 
cath of a passenger did not result from 
iegligence and this would have the effect 
t increasing verdicts for the plaintiff, 
resulting in higher insurance costs for 
he coverage of the statutory limit. 
With respect to legislative proposals 
contemplating compulsory liability insur- 
ince for air carriers, Mr. Magrath said: 
_ “This type of proposal i is generally not 
looked upon with favor by the insurance 
business as it is conscious of the fact 


} 





Insurance Problems 


that when insurance is made compulsory 
by law that is usually the forerunner of 


greater intrusion by the Government 
into the business of insurance. The in- 
surance business prefers the type of 


legislation which encourages the carry- 
ing of insurance without making such 
coverage mandatory. The type of legis- 
lation represented by the recently 
adopted motor vehicle safety responsi- 
bility laws of the various states is more 
representative of the type of legislation 
preferred by insurance companies.” 


Asks For Exemption 


Mr. McGrath told how the National 
Committee of Aviation Underwriters has 
asked for exemption from rating laws of 
the states adopted to conform to Public 
Law 15 and said that fire and casualty 
organizations have approved such ex- 
emption on a “for the present” basis. 
He said that the aviation insurance mar- 
ket does not yet have a program de- 
signed to meet the requirements of Pub- 
lic Law 15 by securing state supervision 
of any rate making activities that by 
January 1, 1948—the end of the mora- 
torium period embodied in the law—it 
must either subject its rate making ac- 
tivities in concert between underwriters 
to state regulation or abandon such 
activities unless they shall have been ex- 
empted from the anti-trust laws. 

Mr. Magrath advanced the thought 
that aviation insurance already may be 
exempted under the Merchant Marine 
Act of 1920. He pointed out that since 


JOSEPH J. MAGRATH 


it appears that marine insurance under- 
writers are empowered to write all 
classes of aviation insurance, it is pos- 
sible that where aviation business may 
properly be defined as marine insurance 
done by a company licensed to do ma- 
rine business, the exceptions contained 
in the Merchant Marine Act would ap- 
ply. 

“In many respects,” he said, “the avia- 
tion insurance business is subjected to 
the same type of foreign competition 
that led to the exemptions allowed to 
the marine insurance market. It would 
be unfortunate for American aviation 
insurance if it were held to the use of 
fixed filed rates while the foreign un- 
licensed market is allowed latitude to 
undercut rates and manipulate cover- 
ages. 

Declaring that it would invite trouble 
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McTiernan with Travelers’ 


Brooklyn Branch Office 


Manager G. V. Catuna of the Brook- 
lyn, N. Y., branch office of the Travel 
ers announces that Edward P. McTier 


nan has returned to the Travelers after 
three years’ service with the Navy and 
has been assigned to the Brookly: 
branch office in charge of fidelity and 
surety production. His territory will in- 
clude all of Long Island. 

Mr. McTiernan was with the New 
York City general agency for a num- 
ber of years, handling bonds exclusively 
Immediately before he enlisted, he was 
connected with the company’s Buffal 
branch office. 


WRITES MILLION DOLLAR BOND 

The American Employers’ Insurance 
Co. has just written the mililon-dollar 
guardianship bond as surety for Thoma 
M. Reynolds, prominent Boston attor- 
ney, appointed as co-guardian of the 
four million dollar Beebe estate. Filed 
and approved in Suffolk Probate Court 
last week, the million dolfar bond is the 
largest one written in Massachusetts for 
many years. 

CENTRAL SURETY DIVIDEND 

Central Surety of 
a quarterly 
share to stockholders of 
ber 31 on November 15. 


Kansas City paid 
dividend of 50 cents a 
record Octo- 


to include aviation insurance with classes 
of business which can be pre-rated when 
aviation insurance does not possess the 
same characteristics, Mr. Magrath pre 
sented his views of what the aviation 
business desires as follows: 

“The aviation insurance business hopes 
to see state supervision continue but it 
especially needs an enlightened form of 
supervision which recognizes the prac 
tical problems of the business. It hopes 
to be judged by its performance rather 
than according to theoretical standards 
and expects more recognition of that 
record from established and experienced 
insurance department staffs. It expects 
to assist in the development of sound 
theory of regulation as applied to avia 
tion insurance rather than to be judged 
by the theory developed for some other 
class of business. 

“The aviation business hopes that its 
eventual regulation as to rz ites and policy 
forms will be uniform in character 
among the states as great injury and 
added ex cpense would result if the states 
adopt varying positions regarding ade- 
quacy of rate levels and different re- 
guirements for policy forms.” 

Warning to States 

Mr. Magrath warned that if any states 
which still have rating laws under con- 
sideration persist in disregarding the 
plea of aviation insurance for at least 
a present exemption or insist on more 
than a nominal compliance with rigid 
laws, such states may succeed in drivin; 
the business to more tolerant jurisdic- 
tions or to foreign markets. He ex- 
pressed the hope that the states which 
between now and January 1, 1948, will 
be considering comprehensive rating laws 
will not overlook the peculiar problems 
of aviation insurance. 

“It is probably no exaggeration to 
say,” he continued, “that the future of 
aviation insurance is in the balance and 
that its progress may be accelerated 
retarded according to the action of th 
state legislatures and insurance depart 
ments. Some of the important states 
which will act during next year show 
no present disposition to recognize the 
special problems of aviation insurance. 

“The aviation insurance markets mus! 
decide upon a program for their conduct 
following the expiration of the present 
moratorium or any extension that may 
be adopted. It will probably be nece 
sary for them to commit that program 
to an active and effective organizatio! 
to carry through. Everyone directly or 
indirectly connected with the aviation 
industry or aviation insurance can be of 
help in securing a better understanding 
of the problems of the aviation business 
on the part of members of the lezisla 
tures and department officials.” 
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Washburn Chides Agents 
For A. & H. Neglect 


TALKS TO CALIFORNIA AGENTS 





Says Fire ard Casualty Man Who Fails 
to Write A. & H. Sleeps on 
Top of a Gold Mine 


The fire and casualty agent who does 
not include accident and health insur- 
ance in his sales kit is “sleeping on 
ton of a gold mine,” said Cyrus C. 
Washburn, resident vice president at 
San Francisco for the Preferred Acci- 
dent Insurance Co., in his address be- 
fore the annual meeting of the Cali- 
fornia Association of Insurance Agents 
at Los Angeles, November 14. His sub- 
iect was, “Does Accident and Health 
Insurance Have a Place in the Ceneral 
Insurance Office ?” 

Mr. Washburn said that when the 
subject of selling A. & H. comes un, 
the fire and casualty agent has a few 
remarks to make that follow this pat- 
tern: 

“Accident and health is a snecialty line 
and should be sold by specialists. 

“Policies give you something in large 
print and take it away in small print. 

“You have to be gored by a bull or 
be knocked down by a tractor, corner 
of Pine and Montgomery Streets to 
‘collect. 


Manual Too Complicated 


“The accident and health manual is 
too complicated. 

“Look at the names of the policies: 
Maximum benefit accident policy; mail- 
pay special policy; Federal hospital and 
surgical expense policy; defendant lim- 
ited accident and sickness policy; vic- 
tor accident and sickness policy; uni- 
versal modern accident policy; peace- 
maker accident policy; superior acci- 
dent policy. 

“IT know a man who was hurt and 
didn‘t get paid. 

“The assured had a claim and the 
company canceled or refused to renew. 
“Without doubt you can think of sev- 
eral other objections. I'll be happy to 
answer you in person or by letter.” 


Answers Objections 

Mr. Washburn then proceeded to an- 
swer those objections. He said that if 
\. & H. were a specialtv line, two of the 
large multiple line companies would not 
start their new men out selling it. 

He siid the A. & H. policies sold by 
California agents have been approved bv 
the Insurance Department and_ the 
agents need not worrv about “policies 
viving something in large print and tak- 
ing it away in small print.” 

An accident policy can be bought that 
will afford coverave while a policyholder 
is a passenger on certain types of nub- 
lic transportation. he said, and a policy 
may be purchases! covering against the 
loss of an eye. 

An automobile manual, fire or cas- 
ualty, is every bit as tough to handle 
as an accident manual, he held, and said: 
“T’ll admit that there are many different 
names given to accident and health pol- 
icies, but that is no cause for worry. 

“Sure, a great many men who car- 
ried an accident nolicv have been hurt 
and didn’t get paid. You sell a 50-de- 
ductible collision policy on a man’s auto 
—he has a $25 loss, you pay him nothing, 
You sell a man an accident policy with a 
two weeks’ waiting period and he is laid 
up for one week—you do not pay him 
anything.” 

Leads in Volume 


Mr. Washburn pointed out that A. & 
H. now leads in volume all other cas- 
ualty lines: that premium volume in 
1944 had risen to $629.000,000, a 21% 
increase over 1943, and that a volume of 
$700,000,000 is expected for 1945, and he 
continued: 

“Each one of you fire and casualty 
producers has clients on your books 
that you know real well. Do vou know 
if he carries accident and health in- 
surance? Js his wife protected against 
ace‘dent? How about his children? 


: 't’s been my thought for years, and 
still is uppermost in my mind, that the 





CYRUS C. WASHBURN 


accident and health salesman is doing 
a swell job, but that the fire and cas- 
ualty agent is the one who is sleeping 
on top of a gold mine and doesn’t seem 
to be aware of the fact. 


Would Go to Town 


“Give a live accident and health man 
the clientele the casualty and fire agent 
has on his books, and he’d go to town 
in a big way. It’s always seemed a 
shame to me that the big fire and cas- 
ualty agent, who just won’t sell accident 
and health, has not put a man out on a 
percentage basis to solicit all of his clien- 
tele for accident and health.” 


BROADSIDE OF CONTINENTAL 








Vice President Smith and Division Heads 
Salute Unparalleled A. & H. & H. 
Preduction in October 
A broadside in which Vice President 
|. M. Smith and the division heads of 
Continental Casualty Co. salute the com- 
pany’s unparalleled accident-health-hos- 
pitalization production achievements in 
October, is being issued to representa- 
tives of the company throughout the 

country. 

The production record for October 
speaks for itself: 30,132 new policyhold- 
ers, the October increase of 11,678 ap- 
plications over the best pre-Pearl Har- 
bor month; $1,133,550 new premiums, 
the October increase of $601,350 new 
writings over the best pre-Pearl Har- 
bor month; 113% increase, all divisions 
setting new high records. 

Vice President Smith reports that the 
first fall peace-time month of produc- 
tion in the A. & H. department has ex- 
ceeded anything the company ever has 
achieved in the past and that agents in 
all sections of the country, under all con- 
ditions, have shared in the accomplish- 
ment. Mr. Smith asked each division 
head to set forth the October results in 
his own department, with the following 
testimony: 

George W. Fitzsimmons, disability, 
14,299 apps within the month; H. 
Couture, commercial, more business 
written and a new high $65 average 
premium per app; Armand Sommer, 
intermediate, October production more 
than 100% greater than in any month 
of 1943; Walter B. Greig, railroad, 6,029 
apps in month; Paul S. Fisher, group, 
85% increase over writings a year ago; 
Robert J. Glasgow, aviation accident, 
new premiums soared to $47,589 net; 
Louis C. Morrell, special risks, newest 
division, over $128,000 in premiums; 
James H. Hampton, wholesale, biggest 
lead-pulling month and biggest prem- 
ium production month recorded. 





STANDARD DECLARES DIVIDEND 

The board of directors of the Stand- 
ard Accident Insurance Co., Detroit, has 
declared Dividend No. 252 of 36% cents 
per share to be paid December 5, to 
common stockholders of record as of the 
close of business, November 24. 


HONORING MORGAN DOOLITTLE 





Empire State Mutual’s Agency Forces in 
New Business Drive in President’s 
Honor; 3,375 Apps. to Date 

The agency forces of Empire State 
Mutual Life of Jamestown, N. Y., are 
now in the midst of a testimonial drive 
for new business in honor of Morgan 
O. Doolittle, president of the company, 
which has as its goal 5,000 paid-for appli- 
cations (A. & H. and life) to be pro- 
duced during the months of October and 
November. To date a total of 3,375 
applications have been received by Peter 
E. Tumblety, first vice president of the 
company who is directing the campaign 
from his headquarters at 60 East 42nd 
Street, New York. Mr. Tumblety, who is 
in charge of the Greater New York and 
the Washington, D. C., general agencies: 
of the company, reports that the field 
response to date has far exceeded ex- 
pectations. 

In addition to Mr. Tumblety’s en- 
thusiastic chairmanship of agency meet- 
ings which are being held regularly dur- 
ing the campaign period, responsibilities 
have been assigned to various key men 
in Empire Mutual’s managerial ranks. 
Chairmen include Myron Row, superin- 
tendent of agents; Ernest Abell and 
Wm. O. Dawson of the Abell & Dawson 
agency; L. M. LaBounty, manager, gra- 
phic arts division; Ralph Pine, super- 
visor; Sam Ballin, head of S. S. Ballin 
Agency; J. Tarnoff, head of Frednor 
Agency, and A. B. Thomas of the 
Thomas Agency. 

At the termination of the drive (Nov. 
30) the agency force will present to 
President Doolittle a certificate of pro- 
duction indicative of the results achieved. 





James A. Beha 


(Continued from Page 32) 

from New York Law School the previous 
year. He was a practicing attorney in 
1924 with an office on lower Braadway, 
whose name was hardly known in insur- 
ance circles, when he got the call from 
Governor Alfred E. Smith of his selec- 
tion to be Superintendent of Insurance. 
Almost overnight he jumped into the 
insurance spotlight and stayed there 
continuously during his years in office 
until 1937. He served four years as 
Superintendent, then eight as the Na- 
tional Bureau’s general manager and 
counsel. In between these posts he spent 
a year as board chairman of the Inter- 
national Germanic Trust Co. And simul- 
taneously with his bureau managership 
he acted as chairman of the Acquisition 
Cost Conferences, from 1931 to 1937. 

Even in the private practice of law 
Mr. Beha had his hand in many insur- 
ance affairs. He was a director of eight 
insurance companies—New Amsterdam 
Casualty, U. S. Casualty, Union Labor 
Life, Western & Southern Life, Sea- 
board Fire & Marine, Sun Underwriters, 
-atriotic Fire and Sun Indemnity; also 
of the Colonial Trust Co., Brooklyn 
Mortgage Title & Guarantee Co., the 
Trinity Buildings Corp. and Lombardy 
Hotel Corp. In addition, he had served 
as a member of the Insurance Board of 
New York since March, 1933, being first 
appointed by Herbert Lehman, then’ 
Governor; also served on the insurance 
advisory committee of the Reconstruc- 
tion Finance Corp. 

His clubs included Lawyers, Manhat- 
tan, New York A. C., Catholic, Adver- 
tising, Drug & Chemical and India 
House where just before Christmas for 
several years past Mr. Beha had given 
a luncheon for insurance newspaper re- 
porters who had called upon him in his 
days as Superintendent and bureau gen- 
eral manager. These were happy occa- 
sions which will be missed by his friends 
of the press. 

Mr. Beha was also a member of the 
3ar Association of the City of New 
York, New York State Bar and Ameri- 
can Bar Associations, the International 
Association of Insurance Counsel and 
Association of Life Imsurance Counsel. 
He was honored by Manhattan College 
in 1926 when an honorary LL.D. degree 
was presented to him. 


Initiates Budget Plan 
For Family Insurance 


EMPLOYERS’ GROUP ACTION 





Takes Steps to Make Payments Easier 
on Family Policy; Points Out 
Plan’s Advantages 





The Employers’ Group has introduced 
a plan for budgeting the payments 04 
its family insurance policy. Under 1) 
budget plan, the policyholder makes 
a down payment of 16% and the hal- 
ance, including the charge for financi: 
is paid in twelve equal installments, tlic 
first installment becoming due thirty 
days after the policy date. The service 
charge is 2.73% of the premium. 

These terms apply only when 3-ycar 
coverages exceed at least half the t tal 
premium and if the minimum amount of 
premiums financed is $70 or more. Pre- 
miums involving a smaller amount, may 
be financed for a shorter term and 
budgeting may also be arranged on a 
longer term and for the inclusion of 
other contracts not available under the 
family insurance policy. A finance or- 
ganization handles the details. 

The Employers’ describes the family 
insurance policy as a contract which 
enables the agent of the company tc 
write under one contract, in the majority 
of states, all the coverages a home owner 
may need, with ,the exception of fire 
insurance on the dwelling itself and 
personal accident. 


Points Out Advantages 


Declaring that the family insurance 
policy can boast of advantages not only 
for the client but for the agent as well, 
the group sets forth the following: 

“First, for the client, the family in- 
surance policy can give as much pro- 
tection’ as one can get with eleven 
different policies. For the agent it’s 
the easier way to sell complete pro- 
tection. 

“Second, it simplifies a family man’s 
whole _insurance program. For the 
agent, it reduces the work in his office 
in that he has but one transaction to 
put through his books. 

“Third, it gives his client complete 
freedom from worry over financial loss. 
It gives the agent the satisfaction one 
gets from doing one’s job well and be- 
ing of service to one’s fellow-men.” 





MORRILL LEAVES BEST & CO. 





Joins New York Insurance Department 

Today; Was Associate Manager of 

Best’s Casualty Department 

‘Thomas C. Morrill, associate manager 
of the casualty department of Alfred 
M. Best & Co., insurance publisher, has 
resigned as of today, November 16, to 
join the staff of the New York Insur- 
ance Department. 

Mr. Morrill has spent practica!ly al! 
of his business life with Best & C 
having joined it in its Chicago offic: 
in 1929. From 1930 to 1932 he served 
on the examining staff of the firm, par- 
ticipating in examinations of insurance 
companies. In 1932 he was appointed 
assistant to Raymond T. Smith, vic 
president in charge of the Chicago offic: 
and in 1940 was transferred to the head 
office in New York, as associate man 
ger of the casualty department. 

Mr. Morrill was born in Chicago « 
July 1, 1909, and was educated at t! 
public schools there and at Northwestern 
University. He is active in the Youn 
Men’s Board of Trade in New Yor 
and presently is first vice president, 
director and chairman of the membe: 
ship committee. He has served as chai: 
man of the insurance section of tl! 
board. 

In the Department Mr. Morrill will 6 
special work on rate structures and ratin 
organizations. This will be especially hel! 
ful at this time inasmuch as Superintend- 
ent Dineen is a member of two commi 
tees of the National Association of Insur- 
ance Commissioners having to do wit! 
such matters—the committees on Feder@! 
legislation and on rates and rating organi 
zations, 
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Ey XN the best of jugglers occasionally drop something. That is 


true of the man who juggles figures, too. But there is always someone 


who thinks he can beat the game. By the time he makes a slip, he 
usually has dissipated most of the funds which he has embezzled. Em- 


ployers need Fidelity Bonds. 
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THE TRAVELERS INDEMNITY COMPANY 
HARTFORD, CONNECTICUT 








All ferms of Fidelity and Surety Bonds 
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Treasury Department Gives 
Acceptable Surety Listing 


The Treasury Department has _ re- 
leased its latest list of acceptable sure- 
ties on Federal bonds, with underwrit- 
ing limitations—that is, the net limit on 
any one risk. The list names eighty- 
nine domestic companies acceptable to 
the Treasury Department and seven 
foreign companies acceptable for rein- 

urance only, through their United 
States head offices. Following is the list: 

Company — Limitations 

California 

Associated Indemnity ............... $ 483,000 
Fireman’s Fund Indemnity........... 748,000 
Nat onal Automobile & Casualty..... 201,000 
Pare  COUIRNOPETE: joc soos ccclenisins onisecs 219,000 
Pacihe Indemnity ois os os8 sso veevss 994,000 
West American Insurance........... 97 000 


Western National Indemnity......... 398,000 
Connecticut 

he Aetna Casualty and Surety...... ; 3,863,000 

The Century Indemnity} LOR eee 566,000 


l 

I 

Hartford Accident and Indemnity.... 4,020,000 

Travelers Indemnity ...........200. 1,650,000 
Delaware 


Saint Paul-Mercury Indemnity....... 864,000 
Illinois 

American Motorists .............0. 225,000 

Lumbermens Mutual Casualty * ..... 1,0uU0,000 
ndtana 

Ce a a re 166,000 


Continental Casualty ............... 1,694,000 

Emmeéo Casualty § 2. csccessscscsss 90,000 
lew 

Employers Mutual Casu.lty.......... 

Hawkeye Casualty ............00000. 


210,000 
63,000 


63,000 
181,000 


TI Kansas Bankers Surety......... 
* The Western Casualty and Surety.... 
aur 
Maine Bonding and Casualty......... 
Maryland 
American Bonding ......-.......... 216,000 
Fidel.ty and Deposit ............... 1, 953,000 
Dhar yinid CoaSMUEy: aco 52355:3.5600 6 ree Ey 546,000 
United States Fidelity & Guaranty... 3,198,000 
Massachusetts 
American Employers’ coer esr seerecee 


65,000 


789,000 


American Mutual Liability........... 1,471,000 

Liberty Mutual Insurance............ 2,759,000 

Massachusetts Bonding ............. 1,274,000 

New England Casualty .............. 135,000 
Michigan 


National Casualty .....ccccccesceves 275,000 
Standard Accident vas eae cenen aces 1,508,000 


eS ee 146,000 
Visso uri 
Central Surety & Insurance Corp..... 454,000 
Employers Reinsurance Corp......... 1,208,000 
New Hampshire 
oe ee: err ere terre 160,000 


Commercial C asualty erst rrr Te 451,000 


International Fidelity Insurance Co... 189,000 
New York 
American Guarantee & Liability...... 288,000 
American Re-Imsurance ............ 1,188,000 
oe ee em eee kt | 
Columbia Casualty 452,000 
I ie EBM occ sors ce ncaeee dex 472,000 
I Excess Insurance Co............ 200,000 
The Fidelity & Casualty............ 3,196,060 
General Reinsurance © ...........00% 1,266,000 
Glens Falls Indemnity.............6. 560,000 
Globe Indemnity .............0.000- 1.250.000 
Great American Indemnity........... 1,249,000 
The Home Indemnity .............. 550.000 
London & Lancashire Indemnity...... 287,000 
Merchants Indemnity Corp........... 404,000 
Metropolitan Casualty .............. 357,000 
National Surety ..........cccceecees 2,307, 000 
New Amsterdam Casualty ........... 1,761,000 
New Work Casualty oo6sc002icceesn 444.000 


North American Casualty & Surety 

Reinsurance 
Phoenix Indemnity ................. 
The Preferred Accident ............ 
Royal Indemnity 


263,000 
514,000 
293,000 





Seaboard Surety 575,000 
Standard Surety 236,000 
Sun Indemnity 336,000 
United National 381,000 


United States Casualty .............. 637,000 


U nite i States Guarantee... .... 00085 i 328,000 
The Yorkshire Indemnity............ 235,000 
Ohio 
Ne ORE ok sab vie o06 x6 dee 6 ROE Ss 450,000 
Ohio Farmers Indemnity............. 154,000 
The Summit Fidelity & Surety....... 28,000 


Pennsylvania 
American Casualty .cccccccscccesess 
Bureke Casualty .ccccccccsvcccessese 
Indemnity Insurance ......-...-+.+0- 2,371,000 
Manufacturers’ Casualty ..........-- 
Mellon Indemnity .......+++.eeeeee. 677, 7000 
South Dakota 





Western) BOA acicekvaceecccios ones 109,000 
Texas 

Ameericen General oc cosiscnesvcccses 240,000 

American Indemnity ...........+... 251,000 

Commercial Standard ............... 105,000 

Employers Casualty .......+.seseeee 179,000 

Texas Indemnity ...ccocsscveseveres 47,000 

Tre WOetedl on 6sceescvccevees 305,000 
Vermont 

Asmesionn Pideltty $ oo 6:60000:00000660% 87,000 
Virginia 

Viesinis Gardty COi.26 50 csscncdcsvees 43,000 
Washington 

General Casualty 358,000 

Northwest Casualty 127,000 

© eer ee 224,000 
Wisconsin 

Employers Mutual Liability.......... 1,043,000 


fidelity and we ny business 


* Licensed to do a 
York under the name 


n the State a New 


0 of “(American) Lumbermens Mutual Cas- 
ualty Company of Illinois.” 
+ Certificate of authority issued May 22, 1945. 


ACCIDENT BOARDS’ MEETING 





Number of Insurance Speakers on Win- 
ston-Salem Program of Interna- 
tional Association 

A number of insurance men are listed 
on the program for the thirty-first an- 
nual meeting of the International Asso- 
ciation of Industrial Accident Boards 
and Commissions, to be held at the 
Robert E. Lee Hotel, Winston-Salem, 
N. C., November 26-29. 

Henry D. Sayer, general manager, 
New York Compensation Insurance 
Rating Board, will speak at the session 
of Monday afternoon, November 26. His 
subject is: “Should There Be a Statu- 
tory Limitation on Reopening Claims ?” 

The session for the following morning 
is given over largely to insurance speak- 
ers, with Mary Donlon, New York 
Workmen’ s Compensation Board, presid- 
ing. Following are subjects and speak- 
ers for that session: 

“The Wisconsin Plan and Results’— 
Harry Nelson, director of workmen’s 
compensation, Wisconsin Industrial Com- 
mission; “What Can the Stock Insur- 
ance Carriers Do?”—Raymond N. Cav- 
erly, vice president, Fidelity & Casualty 
of New York; “What Can the Mutual 
Insurance Carriers Do?”—Gordon 5S. 
Pinkham, vice president, Liberty Mutual 
Insurance Co.; “What Can the State 
Funds Do?’ ‘Colonel Solomon E. Sen- 
ior, New York State Insurance Fund; 
“What the Canadian Boards Are Do- 
ing’—A. Farmilo, commissioner, Alberta 
Workmen’s Compensation Board; “Prac- 
tical Methods Used in Prompt Payments 
by Branch Offices’—A. T. Crumbley, 
district manager, American Mutual Lia- 
bility Insurance Co., Charlotte, N. C.; 
L. B. Carpenter, manager, Maryland 
Casualty Insurance Co., Charlotte, N. C. 


H. F. Hammond, 48, Dies 
Suddenly at Los Angeles 


H. F. Hammond, aged 48, manager of 
the marine department of the Los An- 
veles office of the Hartford Accident & 
Indemnity Co., died suddenly November 
8, at his home from a heart attack. He 
had been ot Santa Barbara and had 
just come home from the trip and re- 
tired when stricken. He has been in 
charge of the marine department for the 
Hartford for fifteen years, and previous 
to that time had been with the Great 
American Group. Mr. Hammond was 
reared in Los Angeles and had served 
in World War I. He was a member of 
the American Legion and the Univer- 
sity Club. He leaves his wife, Matilda 
M. Hammond and one brother, Floyd 
Hammond residing in Berkeley, Calif. 








t Certificate of authority issued August 30, 1945, 


ForeEIGN ComMpaANiEs—REINSURANCE ONLY 
Limitations 


Company 

Accident & Casualty of Winterthur, 

Switzerland 
OO | PRE ee ener ern 
Employers’ Liability ......... A 
European General Reinsurance 
Guarantee Co. of North America..... 
London Guarantee & Accident....... 
Ocean Accident & Guarantee........ 





U.S.F. & G. HONORS PATRICK 


Syracuse Office Menage Observes 25th 
iversary with Co.; Ogden 
Attends Dinner 

On October 19, the United States Fi- 
delity & Guaranty Co., tendered a din- 
ner at the Hotel Onondaga, Syracuse, 
N. Y., in honor of Donald D. Patrick, 
manager of the Syracuse office to com- 
memorate his twenty-fifth anniversary 
of employment with the company. 

Sixty-five employes attended the af- 
fair. Guests included, Mrs. Patrick; 
Harry F. Ogden, president of the Fi- 
delity & Guaranty Fire Corp., and mem- 
ber of the executive committee of U. S. 
F. & G.; C. Breckinridge Gamble, vice 
president of the F. & Fire ‘Corp. 
Carmen A. Murray, superintendent of 
attorneys’ list department acted as toast- 
master. Dr. R. E. Fenner presented Mr. 
Patrick on behalf of the Syracuse office 
staff with a wrist watch. On behalf of 
the U. S. F. and G,, Ogden pre- 
sented Mr. Patrick with a silver water 
pitcher and tray, and for the F. and G. 
Fire Corp., silver goblets. 

Mr. Patrick started his insurance ca- 
reer in the office of Davis, Jenkins & 
Hakes, insurance agents at Cortland, N. 
Y. He came with the company, October 
18, 1920, and with the exception of two 
years at the home office in Baltimore, he 
has spent his entire career with the U. 
S. F. & G. in the Syracuse office. 


TINSLEY IN INDO-BURMA AREA 

James W. Tinsley III, son of James 
W. Tinsley, Jr., well-known local agent 
of Richmond, Va., and general agent for 
the Continental Casualty, is now en- 
gaged in relief and research work in the 
Indo-Burma area. He was a fighter in 
that area during the war and has elected 
to engage in that work for a time before 
being released from the service. His 
younger brother, Clark C. Tinsley, mem- 
ber of the 508th airborn infantry in the 
European theater during the war, is now 
member of a detachment assigned to 





* AUTO RATE HEARING IN VA. 





Corporation Commission Sets Novemb=: 


27 as Date; Holds Up Classi- 
fication Rate Plan 
November 27 has been set as the da‘e 
for a hearing at Richmond before thc 
Virginia State Corporation Commission 
on a classification rating plan for re- 
vision of motor liability rates coveri 
bodily injury and property damage si/))- 
mitted by stock company members of 
the National Bureau of Casualty & 
Surety Underwriters and mutual coi 
pany members and subscribers to thie 
American Mutual Casualty & Surety 

Rating Bureau. 

In issuing its order setting a date 
for the hearing the commission said 
that while most of the proposed re- 
visions and changes effect reductions 
in rates and premiums there were pro- 
posals which if adopted would result in 
increases in rates and cost of insurance. 
For this reason the commission tem- 
porarily voiced disapproval of the 
changes pending a hearing. 

Under the proposed revisions as sub- 
mitted, rates in A-1l plan would have 
been decreased 14.12% and those in A 
plan 2.1% but those in B plan would 
have been increased 22.1%. B plan ai- 
fects cars used for business purposes. 





JOINS MASSIE & RENWICK 


Massie & Renwick, Ltd., Toronto, an- 
nounces the appointment of Arthur E. 
Stead as manager for Canada of the 
company’s casualty department. Mr. 
Stead has been associated with the in- 
surance business for some seventeen 
years, both with the Canadian Surety 
and Canadian Indemnity companies, the 
latter for more than fifteen years. 


PROVIDENT L. & A. IN IOWA 

The Provident Life & Accident Insur- 
ance Co. of Chattanooga, Tenn., has es- 
tablished an Iowa office at Des Moines 
with Harold W. Finkle as state manager. 
District offices will be set up in some of 
the larger cities in the state. 








guard the headquarters of General 
Eisenhower at Frankfort. 
66 
e 
est in 


Our Lane” 
ur Lane 





A trip to Harford County, Md., last 
week-end, was the means of our seeing 
the “Harford County Gazette” in which 
we spied this advertisement: “Large 
double bed for sale; big springs; sleeps 
four.” 

* * x 

A poll of New York taxi drivers in- 
dicates that it may be “Avenue of the 
Americas” to Mayor LaGuardia, but it 
still is “Sixth Avenue” to New York 
residents and visitors. And our friend 
Hi Phillips says a better name for the 
thoroughfare would be “Boulevard of 
the Baloneys.” 

* * * 


What with the election and things 


IT COULD BE You! 





A GOOD MAN is NEEDED 
RIGHT WHERE YOU ARE 


TO SELL 


A Complete Line of Life, Hospital, Accident 
and Health Policies for Men and Women 


FEDERAL LIFE. & CASUALTY CO. 


Detroit 2, Mich. 





Life and Hospital Policies for Children 


generally, our contributors seem to be 
on vacation. 
i —% 

A friend sends us the “Sunday States- 
man” printed in Calcutta, and we find 
this ad: “FOR SALE, one horse with 
a two wheeler tum tum. Apply 203/1 
Cornwallis Street, Calcutta.” Any reader 
who knows what a “two wheeler tum 
tum” is and will drop us a_ postcard 
explaining, will aid a palpitating world. 


The boys are telling a story about 
Sir Mark Young, the Governor 0: 
Hong Kong, who was recently released 
in Manchuria. Known for his quickness 
of retort, he was recently a guest at 
a luncheon, and had apparently been 
placed in the wrong seat. A lady on his 
right said: “Isn’t it a shame when peo- 
ple are placed improperly.” Sir Mark 
said: “Not at all—those who mind don’t 
matter, and those who matter don't 
mind.” 

* * * 

It’s been months since we’ve had 

false armistice. 
* * 

Ashby C. (F. & D., New York) Tay- 
lor apparently is a lover of outdoor 
picnics, these beautiful days, for he is 
responsible for our receiving this one: 
“If busy little ants never have time {: 
play how can they attend all the pic- 
nics ?” 

* es 

And in that next interview, remember 
that a good listener sometimes is think- 
ing of something else. ‘ 


In 1756, Poor Richard said: “When a 
Friend deals with a Friend, Let the 
bargain be clear and well penn’d, That 
they may continue Friends to the End.” 

MERVIN L. LANE. 
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REINSURANCE 
CORPORATION 


J. B. ROBERTSON—PRESIDENT 


KANSAS CITY 





NEW YORK 
CHICAGO 
SAN FRANCISCO 
LOS ANGELES 


EFORE THE YEAR-END, re-exami- 

nation of Reinsurance programs by 
Casualty and Surety executives will be 
timely. In any such analysis, they are 
reminded that the unusual and flexible 
service of the EMPLOYERS can be of 
utmost value in their program, both for 
the immediate future and over the long 
pull. Our Regional offices are at your 
instant command, to collaborate in any 
phase of your planning. 








G) 





KNOW your insurance contracts. For the man who is new 

to the business and for the established producer as well, a 
thorough knowledge of the business is essential. tna repre- 
sentatives keep up-to-date through the Ztna Home Office 


Sales Course and the tna Correspondence Course. 


MULTIPLE LINE selling alone will enable you to properly 
service your clients’ needs and will strengthen your business 


by off-setting periodic slumps in some lines. The advantages 
of representing a multiple line organization are obvious. 


RISK ANALYSIS should have a leading role in every 
agency’s plans as the only scientific and practical method of 
selling and servicing accounts. For more than 20 years the 
Etna Plan of Insurance and Risk Analysis has provided 


Etna agents with a system of planned insurance selling. 


PROMOTE the Bank and Agent Auto Plan for handling the 
insuring and financing of automobiles. Much business that was 
formerly lost can now be obtained by co-operating with local 
ane 
mo; 


banks as provided by this Plan. 








EXPAND your sales force by adding a returned veteran to 
your sales staff. tna offers its representatives the facilities baa 
of a Home Office Sales Course and a Correspondence Course. - 
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